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z "Speed- 
Cut” 

Abrasive 

. Cut-off 

Machine 
No, 20 








NOTE THESE TREMENDOUS TIME SAVINGS! 


SIZE MATERIAL CUTTING TIME 
7 Steel Pipe 5 Seconds 
4” Cast Iron Soil Pipe 6 Seconds 
6” Steel Pipe 40 Seconds 
> i Cold Rolled Steel 20 Seconds 
4243/8” Steel Angle 12 Seconds 
4” Steel Channel 10 Seconds 
ws Galvanized Pipe 5 Seconds 


CAPACITY 
No. 20 with 20” wheel . . . 6” pipe; 2!/2” solid stock 


B E Y E Rg No. 14 with 14” wheel . . . 4” pipe; 2 ™ solid stock 


ONE MAN CAN CUT MATERIAL FOR A LARGE CREW OF MEN! 


P I P OOoOL 5 No. 20 Priced at $697.50 No. 14 Priced at $425.00 


216-300 DANA AVENUE © WARREN, OHIO, U. S. A. 
"SS Years of Highest Quality” WRITE TODAY for Bulletin No. ABSS and Prices 


on Beaver's New Abrasive Cutting Machines. 
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An editorial 


This Salesman Knows Where He's Going 
Here's how Allentown salesmen adds to “selling” time MAN WITH A PLAN 





Slash Red Tape. This Allentown salesman 
Communications form does just that for Muskegon firm actually has found a way 
to “add” to his selling 


Review Your Salen Testteces.... : — He on er where 
Small Business Administration management aid gives “ : a Gnd = pe 
workable suggestions <, youl find out what 
he does when he gets 
there 
Promote Sales Consciousness... .. 
Jacksonville firm features integrated sales-service ‘ent 


Record Your Customers’ Requirements 
New Britain salesman gives eight reasons why 


Customer's Complaining! What Do | Do Now? 
Attend to complaint promptly and fairly, soys KEEP A RECORD 
Charlotte sales veteran -_ 





New Britain salesman 


Non-Stock Items Needn’t Be Paperwork Head- 
aches : cites eight good reasons 
10-part form is the answer for Trenton distributor why he keeps a cord of 
his customers’ require 
. ‘ ments Read about his 
Office Expenses Cut in Half +. ~ “ theory on page 90 and 
Milwaukee firm uses simplified paperwork system : . vou'll be convinced 


Trucks—a 24-Hour Operating Headache. . 
Three Newark firms get out of the trucking business 
and solve their delivery problem 


f | = 1 
Four Points for Seles. . 00 TcoLDeEN (SALES) RULE 


Denver salesman gives the formule he’s s found successtul 





Anyone for Coffee? 


Baton Rouge firm has }.200 weekly takers It's a 4-point program d 


vised by a Denver sales 
, . Oo 7 0 | 
Are You Looking For Advancement? ang pe * Mone 
Here's what a Des Moines telephone salesman ' hy 1 ; ; 
did obout it urn there and you li sup 
ply the interest 


Ten Keys to Help You Operate a Branch 


Syracuse distributor branch followed this plan 


Index of Industrial Distribution Articles .. 108 
Here's what appeared in |.D. from January through June 








REGULAR FEATURES 


You Said It 7 Outlook for Business 
Talk of the Trade 77 Manufacturers’ Activities 
Product Quiz 110 News 
Supply Sales Trends 114 Price Index 

On the Market Today 
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11 short words tell you the best thing 

that’s ever happened in the socket screw 
indvstry. It’s Holo-Krome’s Same-Day Service*— 
a service never before enjoyed by socket screw 
distributors or users! If you are not a 
Holo-Krome distributor, H-K’s Same-Day Service 
is well worth investigating. Find out today 

if your territory is open. 


*All Standard Catalog Items 


—- HOLO-KROME 


SAME DAY SERVICE 


THE HOLO-KROME SCREW CORP. @© HARTFORD 10, CONNECTICUT, U.S.A. 
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oe TALL TOR NEWS 


With Chains and Sprockets, it’s the 
Right Combination that Counts! 


The right sprocket wheel is just 
as important as the right chain 








for any driving, elevating of 
conveying job 
It's the combina 
* Sales . 
tion that counts 


Meeting That's why Link 
in Pring Belt offers cast 


Malieabie Iron and cut-tooth 
, sprocket wheels to match indus 


Note far greater proportion : : : 
j 4) ‘ 
of hard metal (dark areas) try s widest choice of silent and 
strengthening the Promal roller chains—cast, combination, 
structure as compared to forged and fabricated chains 
malleable iron in micro- - Fr th annie 
photos above om this complete line 
to choose the sprocket that will 
For Extra Strength keep conveyors, elevators and 
drives operating at maximum 


rency 


Specify Promal Chains eff 
On Conveyors, Elevators eath aos aumamaiionetee 


Wherever chain must withstand : the utmost in chain and wheel 
heavy-duty conveyor and eleva life. They are accurately cast and 
tor service, Link-Bele Promal teeth are carefully ground to 

provide correct wheel and chain 








it § Casy 


chains are the logical choice 
This specially-treated malleable , ' relationship. Proper rim and 
iron is transformed in process hub proportions provide high 
ing into a metal of radically dif strength and minimum weight 
properties—agreater ulti- Available with arm or plate cen 
mate strength, higher yield ters, or split nm gray iron, Flint 
point, exceptional fatigue resist Rim, or cast steel, with hubs pre 
ance and a remarkable ability to cision bored to specifications 
withstand abrasive wear. In ad Link-Belt cut-tooth sprocket 
dition to these characteristics, it , wheels are furnished with teeth 
can withstand repeated heating precisely cut to conform to ASA 
(up to 1000° ) and cooling with P standards, accurately indexed for 
out growing brittle smooth chain and sprocket wheel 
Promal is far more than a par action. Machined tooth surfaces 


ferent 


tially annealed or skin-hardened permit f ntact with chains 
niform throughout be ! 


is made from a com- 


assure Maximum chain an 

, sprocket whee fe. In addition 
pletely annealed malleable iron pitch and root diameters are 
tr i concentri 


ntains its properties per accurate uc an 
manently Basic types of Link-Belt sprockets with the sprocket wheel bore 








Link-Belt Makes All Components Necessary 


For Complete Screw Conveyor Applications CONVEYOR 


From a comprehensive line of coarse, hot or cold, wet or dry, SCREWS 
A 


components, plus drives of all sluggish or free-flowing ‘ 
types, Link-Belt can supply com Correlated design of all parts COVERS “a TROUGHS 
piete screw conveyor equipment. results in a completely integrated re 
Almost any kind of bulk mate system accurately made for aud 

j 


rials can be handled economi smooth operation and mainte 


cally—iight or heavy, fine or nance-free service. Complete 
ot } ; po 
STOCKS [ Stancar < ponents SUPPORTING FEET 
AND SADDLES 





are readily avati 
LINK-BELT COMPANY | jDIC a! strarcene 
vieats Os _ Ninety-two DISCHARGE SPOUTS 
Indianapolis ¢ Philadelphia page Data Book on Gates 
Chicago « Atlanta +« Colmar “ Carre , 


Pa. « Houston + Minnear 2 
letaiied informa- 


lis « San Francisco «+ Los . 
Angeles « Seattle 28 tion on Link-Belt TROUGH ENDS 


Offices on Principal Cities screw conveyors 














andl components 
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11 short words tell you the best thing 

that’s ever happened in the socket screw 
industry. It’s Holo-Krome’s Same-Day Service*— 
a service never before enjoyed by socket screw 
distributors or users! If you are not a 
Holo-Krome distributor, H-K’s Same-Day Service 
is well worth investigating. Find out today 

if your territory is open. 


*All Standard Catalog Items 


HOLO-KROME 


SAME DAY SERVICE 
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Malleabie Iron 








Note far greater proportion : 
of hard metal (dark areas) 
strengthening the Promal 
structure as compared to 
malleable iron in micro- 
photos above 


For Extra Strength 
Specify Promal Chains 
On Conveyors, Elevators 


ith Chains and Sprockets, it’s the 
Right Combination that Counts! 


The right sprocket wheel is just 
as important as the right chain 
for any driving, clevating or 

conveying job 


+ Sales It's the combina 


mon that counts 
Meeting That's why Link 
ia Priat Belt offers cast 
and cut-tooth 
sprocket wheels to match indus 
try's widest choice of silent and 
roller ‘ ha ns cast comt ination, 
forged and tabricated chains 
From this complete line, it's easy 
to choose the sprocket that will 
keep conveyors, elevators and 
drives operating at maximum 
emiciency 
Link-Belt cast-tooth sprocket 
wheels are manutactured to give 


Wherever chain must withstand the utmost in chain and wheel 
heavy-duty conveyor and eleva 
tor service, Link-Bele Promal 
chains are the logical choice 
[his specially-treated malleable 


iron is transformed in process 


life. They are accurately cast and 
teeth are carefully ground to 
provide correct wheel and chain 
relationship. Proper rim and 
hub proportions provide high 
ing into a metal of radically dif strength and minimum weight 
ferent properties—greater ult: Available with arm or plate cen 
mate strength, higher yield ters, or split——in gray iron, Flint 
point, exceptional fatigue resist Rim, or cast steel, with hubs pre 


iY 


ance and a remarkable ability to cision bored to specifications 


Link-Belt cut-tooth sprocket 
dition to these characteristics, it , wheels are furnished with teeth 
can withstand repeated heating : precisely cut to conform to ASA 

up to 1006 and cooling with 


withstand abrasive wear. In ad 


Standards, a rately indexed for 
out growing brittle smooth chain and sprocket wheel 
Promal is far more than a par action. Machined tooth surfaces 
tially annealed or skin-hardened permit full contact with chains 
oughout be 

from a com 


assure maximum chain and 
sprocket wheel life. In addition 


annealed malleable tron pitch and root diameters are 


its properties per 


accurate truc an concentri« 
Basic types of Link-Belt sprockets with the sprocket wheel bore 





manently 





Link-Belt Makes All Components Necessary 


For Complete Screw Conveyor Applications 
hot or i, wet or dry SCREWS 


col 


CONVEYOR 


From a comprehensive line of coarse 


components, plus drives of all sluggish or free-flowing 
types, Link-Belt can supply com Correlated design of all parts “ TROUGHS 


, VER 
piete screw conveyor equipment. results in a completely integrated COVE °— ae 
made for 


Almost any kind of bulk mate system accurately 
an be handled econor smooth operation and mainte 


Complete 


riais 
cally—light or heavy ne oO nance-ftree service 
stocks Of Standard components SUPPORTING FEET 
are sacey eee AND SADDLES 
able at strategi 
LINK-BELT COMPANY | 

ocations 
leding - lis « Philadelphia n ‘De mi, te L / DISCHARGE SPOUTS 
Chicag * Atlanta « Colmar Sane _ os or GATES 
Pa. « Houston «+ Minnear 





ntains 
letailed inftorma- 


lis « San Francisco + Los 
‘ - ! 
Anacles « Seattle a tion on Link-Belt TROUGH EN 
screw conveyors DS 


Offices in Principal Cities 














andi components 
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The Cover 


Planning your vacation? So are we. And 


to make sure it’s a happy one all around, 
we've made arrangements for your prob- 
lems to take e¢ breather, too. So if you 
want to send them off for a quick and 
happy solution, the only ticket necessary 
is a copy of LD. Read it, refer to it, adopt 
and adapt its suggestions and you'll find 
yourself “having a wonderful time!” 
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DUE DRIVER 
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© Speeds assembly and prevents rejects © Turns and torques both 
screws and nuts ® Releases automatically at preset torque limit 
@ Measures accurately in 4 to 80 inch-ounce range 


PROTO’s new Torque Driver — No. 6080 — answers industry's need for 


a 
a fast method of maintaining accurate low torque on precision 
assemblies. As fast as a screw, nut or bolt can be tightened, it can be 
accurately torqued with the Torque Driver. 
You have a ready market for this money-saving tool in the electronics, 
1d 


communications, aircraft and similar high-speed precision assembly 
industries. Stock up on this profitable new tool today’ 

Send for catalog of entire line to 

PLOMB TOOL COMPANY 


2215N Santa Fe Ave., Los Angeles 54, Calif 


Same torque-limiting principle 

as the famous PROTO Terquer. 

Releases automatically. Impossible PROTO meons 

to over-torque! No dials, pointers or ——$—$_—_—_<_— —— 


scales — no projecting gadgets! Eastern Warehouse and Factory, Jamestown, N.Y. + Canadan Factory, London, Oat 
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The Life is 
Sealed-in! 


oer eeee eee eeneeeeee 


A special cover protects 

the inner sections of Dodge 
V-Belts, seals against abrasive 

dust and other destructive sub- 
stances. Each cover-ply of rubber- 
ized fabric is bias cut to give resil- 
ience when belt flexes over sheaves. 
High strength cords in tensile sec- 
tion take shock loads with minimum 
stretch. Available in Normal Duty 
type for regular service—and Spe- 
cial Duty type for special service. 


FRACTIONAL HP jo Teo} icy - 

















SEALED-LIFE : ; oe 
Have same basic features found in “ ee “y 
reguler Dodge Sealed-Life Belts - / 
recommended for use in single belt 


drives within their rated HP capac- 


ities— provide a maximum of service. 


SEALED-LIFE DOUBLE-V 


Virtually two belts molded back-to- 
back as a single unit. Used in special 
drives where belt must transmit pow- 
er to two or more sheaves. Embody all 


features of regular Sealed-Life Belts. ; ao H} 


DODGE CUT-TO-LENGTH 
V-BELTING > of ali Ind. 


Available in rolls, permitting its use : 
No Yes Distributors offer sstomers the maximum in \ 

in any desired length by using a UMA Knys voles ia the Dedeo Secied-Life ne 

fastener. Similar in construction to il Dox vertioments, eppeasing in leading indus 


Sealed-Life Belts except load is car- trial pubic ti ns, f : ture the Transmissioneer, and rete: 


Jodge Vistributors 
ried by multip‘e plies of woven fabric. | DODGE MANUFACTURING CORPORATION 
500 Union St... Mishawaka, Ind. 





6 A + 
| v) 


Air Grip, Rolling Grip 


Terque-Arm Taper -Lock Sheeves Dodge -Timken Bearings anni > Catches 


Speed Reducers 
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What's the answer to 


selling success? ... 


One opinion challenged, Another given 


“Growth Of An Industry” and editorial score 


“| Take Exception” 


FEASTERVILLE, Pa. 

In reference to John M. Garvin's 
inswer as to how to be a successful 
“Selling In Today's Mat 
I would like 
I think 


salesman 
ket,” May, page 95 
to state a few reasons why 
he is wrong 

He speaks of younger men with 
better than average schooling doing 
the best job. It so happens that in 


our line Philadelphia) we have a 


good many salesmen who in my 
opimon are old-fashioned salesmen 
I have learned far more from them 
than I would have ever learned by 
going to college 


Mr 


knowledge 


Garvin mentions broad 


By 
a salesman should take up clergy, 


this he must mean 


be a world 


talks. I 


and law 


Ihe 


medicine or 


traveler wav he pre 


sume his knowledge of sports is nil, 
and I do believe that most of the 
purchasing agents or buyers that I 
know are very much interested in 
some sort of sports 

All of the other answers to selling 
lo boil 
Garvin reminds me of 
trv to 


through the president of a concern 


werc different but sound. 
it down, M1 


a salesman who will work 


rather than the proper channels 
I do not go around checking on 
1 salesman’s education, but I would 


guess that of the successful salesmen 


in our area about only 25°% are 


college graduates 
Most likely Mr 


zood salesman in his own mind and 


Garvin 1s a very 


all persons are entitled to their own 
thoughts 


W. S. CrHanront 


Industrial Distribution 


You Said It 


.. . And Mr. Garvin Replies: 


I was certain my remarks in 
the May issue under the head- 
ing “Selling in Today's Market” 
would elicit some sort of re- 
sponse. Naturally, in the limited 
space it was impossible to go 
into great detail. However, 
without going into personalities, 
I would first like to take excep- 
tion to Mr. Chalfont’s state 
ment that he has learned 
“old-fashioned sales 


tar 
more from 
men” than he would have ever 
learned by going college 
That could be considered a pet 
indictment. ‘The 
schooling received 
“old-fashioned salesmen” is 


to 
sonal prac 
tical 
the 
invaluable but not enough 

Before I progress 
ther, I should like to state now 
that in our advanced society the 


from 


much fur 


Continued on page | 





It certainly 
wouldn't do any 
harm. I'm not an 
engineer but | 
can see where 
it would help a 
lot if | had been 
trained as such. 
It would give me 
a better insight 
info my custom- 
ers’ operations 
and open more 
sales opportunities for me 

True, even a non-technically trained 
man like myself (I've had practical 
training) can develop a lot of know- 
how from listening and observing, and 
by constant association with engineers 
in the plonts.—S. B. Hubbard Co., Jack. 
sonville, Fla. 


Dovid S. McLean 





Three outside salesman answer the question 


Do you think an engineering course would have helped you as a salesman? 


Yes, | do. As 
port of the out- 
side sales force 
for my company 

0 power trans 
mission firm—it 
was expedient 
for me to gain 
further technical 
knowledge be 
yond that which 
the public 
schools had to offer 

Although it was a frequently inter 
rupted undertaking, | can honestly 
say that the time spent in engineering 
courses at night school has added 
greatly to my ability to diagnose and 
properly consummate a sale. My com 
pleting an engineering course has stood 
me in a far better position than had | 
done otherwise.—Beston Pulley & Shaft. 
ing Co., Cambridge, Mass. 


Robert J. Tondreau 


fact, I’ve thougth 


As a matter of 


a lot about that 
I've a 
in elec 


question 
degree 
trical 
ing. | worked at 
it for six 
and never used 
it since 

During the 25 
yeors I’ve been 
an industrial 
salesman, my engineering education 
did this for me—it helped me analyze 
any problem I’ve come up against 

We recently took on an electrico 
line. | found that what | had learned 
in school was so out-moded that all | 
had was knowledge of the generalities 
Bard Steel & tron Co., Kalamazoo, 
Mich. 


engineer- 


years a 


Poul Hays 
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The valve that selle accounts 
youve never sold before! 


Wherever corrosive fluids are found, you'll find buyers for new Luncor PVC Valves and Fittings, by 
Lunkenheimer. They handle most industrial corrosives — at substantial savings! Use of industrial 
chemicals has actuaily multiplied hundreds of times in recent years, and there are potential applica- 
tions for Luncor Valves and Fittings throughout industry. So take full advantage of the sales potential 
offered by Luncor PVC. If you need additional copies of the new Luncor circular, write today to The 
Lunkenheimer Company, Box 360, Cincinnati 14, Ohio. 


ALL THESE INDUSTRIES NEED LUNCOR PVC VALVES AND FITTINGS 


Agricultural Chemical Canning Marine and Fish Soap 
Atomic Energy Construction Mining and Smelting Steel 
Automotive Dairy Packing Sugar 
Battery Distilling Paper and Pulp Tanning 
Fermentation 


feed felsbainn Electroplating, Anodizing Textile 


Bleaching 


Bottling Gas Processing Oil and Petroleum Water Treatment 


Brewing Glass Rayon and Synthetics Ventilating and 


Chemical Processing Laboratory Equipment Sewage Disposal Air Conditioning 


Complete line of matching PVC fittings! 


LUNKENHEIMER 
oS 


Makes possible all-plastic piping systems! 
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PVC Valves and Fittings 


@ First all-molded PVC valve \ © Weighs only 1/6 


; ~>& 
4 > 
: 7 > h tal! 
designed and engineered by a a. ata aimee 
an 


valve manufacturer! 
@ Handles nearly all common 


corrosive solutions, includ- 
e Substantial savings under the j ing acids, alkalies, . 
sulphates, caustic solutions, 
— 
petroleum products, 
pharmaceuticals, and others! 


cost of stainless steel or 


other high-alloy valves! 


Fig. 2600 Replaces valves made of or lined with 
125 WP stainless steel, glass, porcelain, stoneware, 
rubber, and brittle or soft plastics, 
where pressures are below 125 lbs. and 
temperatures below 140°F.! 


Easy to flush clean when 
different fluids are used 
in the same system! 





LUNCOR IS SELLING 


Lunkenheimer Distributors are selling Luncor 
Valves in good volume, opening new sources 
of profit, adding desirable new accounts. Al- 
The cest of « Lunkenheimer Valve ready several thousand have been installed 
gets smaller and smaller and smoli since they were announced. Are you making 
with each passing year of depend- the most of this opportunity? 
able service. 





NAME IN Weetytes 
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This is the kind of testimonial we get 
every day on our Supreme Brand 
Chucks. Users report getting more 
production, more accurate work, more 
all-around satisfactory performance 
from Supreme. One fellow down in 
Texas even writes that he removes al! 
chucks except Supreme that come on 
new tools he buys and replaces them 
‘vith Supreme. He says—''We do 


THERE'S A REASON FOR 


PREME 


some tough jobs and only from 
Supreme Chucks do we get really top 
service.” 

This kind of enthusiasm warrants 
your attention. Ask your distributor to 
let you try a Supreme Brand Chuck 
on one of your own machines. You'll 
find out in a hurry why more and 
more tool experts are saying — 
“Supreme is the best chuck made.” 


Toolmakers 
switching, too 


Supreme Chucks ore used by 
21 out of 24 leading power 
drill manufacturers on all or a 
portion of their output. 


2222 S. Calumet Ave., Chicago 16, Illinois 
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You Said It 


Starts on page 7 





term “old-fashioned” connotes 
out-moded techniques, not age. 
One of our very good salesmen 
is young at heart and constantly 
applies an up-to-date approach— 
and he is 52. 

The gentleman takes further 
exception to my term “broad 
knowledge.” I do not think | 
need answer that. I would refer 
him to the remarks of Doctor 
Van Note of Clarkson College: 

“Clarkson Tech's new curric- 
ulum places a good deal of 
emphasis on liberal arts sub- 
jects—cultural history, problems 
of civilization, oral communica- 
tion, English, psychology. The 
assumption is that the graduate, 
upon entering the business 

world, will be dealing with 

people as well as with machines. 

Consequently, he must be pre- 

pared to judge and express 

ideas. This assumption is not, 
however, something new at 

Clarkson Tech; since its found- 

ing half a century ago, the col- 

lege-has insisted engineers should 
be“ well-rounded and well- 
grounded.” 

He makes further mention of 
the “proper channels.” These 
‘proper channels” are in some 
concerns the president or vice 
president and in others they may 
be the man who operates the 
lathe. We operate in accordance 
with the prescribed policies of 
the customer. 

Ihe gentleman further be- 
lieves that I have a blown-up 
,conception of my own ability 

"as a salesman. On the contrary, 
I am constantly striving to ob- 
tain that goal as part of my over- 
all objective. I believe it would 
not be so dificult now if we 
had a course like Clarkson 
Tech's when I went to school. 

In closing, I would like to 
make clear my philosophy, which 
is basically a clear knowledge of 
the importance of the indi- 
vidual’s endeavors to rise from 
his narrow personal world and 
acquaint himself with social and 

Continued on page 14 





Efficiency in Cutting-obh is Important 


Practically all machining operations start with pieces cut- 
off from bars or billets. Hence, inefficiency, or lack of capa- 
city, in the cut-off department can hold up or stagnate the 
entire plant. 





Efficiency of cutting-off operation 
is measured by 


- - 
A. Are all-ball-bearing and provide a , MACHINE SPEED 
quick return; therefore they run 
FASTER than others on the same 
work 
Can apply as much as 1200 pounds BLADE COST 
feed pressure—two to ten times as , 
much as other hack saws and band ih coe and 
Saws 
Are fully automatic, requiring no 
more operator attention than an auto- 
matic screw machine; and set-up for 
any bar size and cut-off length is 
extremely simple 
Use a non-breakable high speed 
hack saw blade—the type of saw 
blade that produces the greatest 
number of square inches of metal cut 
per dollar of blade cost—two to ten 
times (or more) as much as any 
band saw 
Because of their exceptional sturdiness, ball bearing 
reciprocating frame, ability to tension the blade 
truly taut”, their accuracy is dependable 


FEEO PRESSURE 
LABOR TIME 








If you are not using modern, improved MARVEL NO. 6A and 9A production 
hock sows, coll the local MARVEL Field Engineer and get his production 
ond cost estimotes on your work—to compore with your experience records 


THE MARVEL 

NO 6A AND 9A 
HEAVY DUTY HACK 
SAWING MACHINES 





Formula for Accuracy nm Meta! 


Sawing 


Length 
ACCURACY. = | Straightness 





@ Squareness 





Stra en Blade Riqidity The composite MARVEL High-Speed-Edge 
\Blade Tautness Hack Saw Blade—cuts any machinable mate- 
rial efficiently. There is no time lost chang- 

ing blades for different types of steel; no 
time lost replacing shattered blades, because 
MARVEL High-Speed-Edge Hack Saw 
Blades are positively unbreakable. These su- 
perior blades have the finest high speed steel 
cutting edge welded to a strong alloy steel 
body. They will stand-up under the highest 
speeds and heaviest feeds attainable on any 
make hack saw. Can be safely tensioned 
tauter than any other blade—cut-off not only 
straight but also square and with less stock 


loss 


Squareness 


Write for catelog C-55—showing 
and describing eleven different 
series of Metal-Cutting Sewing 
Machines and MARVEL High-Speed 
Edge Hock Sow Blodes ond Hole 


Sow 


ARMSTRONG-BLUM MFG. CO. 5700 West Bloomingdale Avenue © Chicago 39, U.S.A. 


INDUSTRIAL DISTRIBUTION © JULY, 1955 1 











WHY RUBBER-CUSHIONED 


BRIGHTBOY BUILDS NEW SALES 


which do not conflict with your 
present abrasive business 


it has created and pioneered an entirely 
new, wider concept of finishing 


it has substantially increased the abra- 
sives market 


lt offers refreshing, inviting opportunities 
for customer service 


It offers STOCK ABRASIVES in grains 
and textures “‘matched” to particular 
job requirements. It largely eliminates 
the annoyance, delivery delay and ex- 
pense of made-to-order “specials” 


It offers excellent, easy repeat business 
in increasing volume from appreciative 
users 


BRIGHTBOY IS AVAILABLE IN BOTH 
ALUMINUM OXIDE AND SILICON CARBIDE GRAINS 
EACH IN COMBINATIONS OF 
DEPENDABLY UNIFORM TEXTURES AND GRAIN SIZES 
RANGING FROM EXTRA FINE TO EXTRA COARSE 
IN SOFT, FIRM AND TOUGH RUBBER BINDERS 


Tell your customers NOW how you can hel; 
them by supplying widely adaptable Brightbo 
for QUICK DELIVERY. When they want finish 
ing and polishing advice, send us the job speci 
fications. We'll provide you with the Brightboy 
to do the job 





You and your customers can 


nefit Now 


from the 
Unbelievably Broad, Inviting 
BRIGHTBOY-CREATED FIELD 
for ABRASIVES USES 


Distributors and their salesmen are cashing in on the mush- 
rooming demand and gratifying repeat business from multi- 
use Brightboy, pioneer in AN ENTIRELY NEW CONCEPT 
OF ABRASIVE FINISHING. 


TODAY the abrasive grains and rubber binders working to- 
gether in Brightboy formulas cover almost unbelievable 
abrasive adaptability and range. Nationally-known, nationally- 
demanded, nationally-advertised Brightboy offers creative- 
finishing methods and opportunities never before associated 
with abrasive operations, with precision work, with product 
quality. Brightboy can burr, finish, clean, polish in one 
operation! Time savings achieved frequently run as high 
as 50%! 


Alert production men now explore Brightboy applications as 
regular routine to find cost-cutting procedure on new job 
projects and on current work. Fifteen years of performance 
on the toughest kinds of jobs—fifteen years of proved 
versatility—have sold industry on 

Brightboy’s refreshingly-broad ap- 

proach to time saving, quality 

finishing. 


Brightboy is also 
made in a full range 
of accessory prod 
uets: Rods, sticks 
and blocks for ma 
chine and manual 
operations 


Benefit Now from this big demand. Write for 
the NEW CATALOG so you can convince yourself 
of Brightboy’s sensational adaptability! 





BRIGHTBOY INDUSTRIAL DIV. © WELDON ROBERTS RUBBER CO. 
95 North 13th Street, Newark 7, N. J. 
America’s Pioneer Manufacturer of Rubber-Bonded Abrasives 
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‘Whatever the job... 


PERMACEL 64 CLOTH TAPE 


’ ) SE@CP-S$ EG Be NG | 
In our complete line, there's a self-sticking tope for every job . . . write Permacel Tape Corporation, New Brunswick, N. J. 


a Gohmronafohwron company 
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~The Little Professor says 


Bee Ts 


Ss 


SSS: 


i$ 
NECESSARY ° 


Ad No.7 
of a Series 


w/ 2 
aa 
Jo 2 
——— 
wil 


Ale ( 


_ 
2 
( 


Ne 
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Take stock of your assets, use them wisely 


for 
Maintenance 
ENGINEERS 


Do You KNOW wy 
y-peiTs SHOULD BE 
MATCHED VERTICALLY ? 


pURKEE-ATWOOD CO 


These Little Professor quizzes appear regu 
larly in leading industrial publications 


Ask us how the Little Professor and Dur- 
kee-Atwood “Super Service” can work 
for you... Find out teday how the Little Pro- 
fessor can supply you with new and important 
ways to increase your success with Durkee- 
Atwood products and Durkee-Atwood “Super 
Service.” Write Dept. ID-7. 


Ever analyze the reason why 
you lost an order? 

Was service lacking? 

Was it poor delivery? 

Was it lack of product knowl- 
edge? 

From this analysis you will 
know your own strength . . . 
your company’s strong points 
and you will... 


KNOW THE STRENGTH 
OF YOUR SUPPLIERS 


Durkee-Atwood is a leading 
manufacturer and one of the 
early pioneers of V-belts. Dur- 
kee-Atwood maintains an en- 
viable reputation for quality 

. supplies the largest OEM 
accounts . . . provides a skilled 
staff of trained sales engineers 
to help you on any V-belt prob- 
lem. Knowing these facts and 
applying them at the right 
time will help you. 
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You Said It 


Starts on page 





civic problems. By so doing, he 
can do a better job of in- 
tegrating himself into the society 
of man with the possible chance 
of making this world a better 
place to live in. 

We want our salesmen to be 
a credit to their chosen 
but 
portant, we want them to con 
the 


society of 


pro- 


fession, what is more im 
themselves to 


the 


tribute of 

betterment of 
man. 

J. M 

Sager-Spuck Supply Co., Inc. 

Albany, N. Y. 


(,-arvin 


“History” Hits the Mark 


Erie, Pa 

I just read your article “Growth 

An Industry” in the April issue 
DisTRIBUTION 


()t 
f INDUSTRIAI 
Keven 

tr nd know some of its 
its ternh An optimist: 
is always a very wel 


1 salesman and I per 


for those who work in the 


past 
nt of view 
me one to | 
illy agree with most of the thing 
ur article 

that this is the 


should be 


It seems to me 


rt of an article which 
en to every new emplovee to read 


It would give 


} 


when they are hired 


them quite an insight on what kind 


of a business they are getting into 
| perhaps establish a little of the 

itial espnit de corps 

I've been thinking that it 

be an exccllent article to give 

who feels that 


industrial distributors are unneces 


might 
evel 


to a difncult customer 


« 
Davin B 
Manager 
Erie Industrial Su 


SCHULER 


Meripen. Conn 
thing to 
| 


Evervone who had am 


April special feature 
of the 
shi ld be 


indus 





Everybody talks about 


QUALITY— 


At “CHICAGO” we DO something about it! 


@ Metallurgical Control of raw materials 

@ Statistical quality contro! regulates all manufac- 
turing operations 

@ Carbon restoration method of heat treatment 
elimirates decarb on heat treated products. 

Chicago Screws will assemble faster, with fewer 

rejects, and with a measurable reduction in 

costs 

Progressive action plus better methods of 
manufacture have kept “Chicago” out in front 
for 83 years. 

Our merchandising policy is based on com- 
plete co-operation with the Industrial Supply 
Distributor. Our specially trained sales force 
operates in conjunction with the distributor's 
sales organization to help develop more sales 
in your territory. Write for details. 


a 


The complete Chicege “‘Sofety Plus"’ line imivdes in olley steel: Socket Set 
Screws * Socket Heed Cap Screws * Socket Stripper Belts * Square Head Dog 
Point Set Screws * Socket Pipe Plugs * Filet Heed Socket Cap Screws * Dowel Pins 
* Hexagon Keys ond Key Kits * Also Socket Ser Screws ond Socket Head Cop 
Screws in Stainless. The complete ‘Chic "* tine of Standard Freducts includes: 
Hexegen Head Cap Screws in steel—br and Grede 5, heat treated, alse in 
bress and stoiniess * Square Heed and Headless Set Scrows * Taper Pins * 
Stee! Studs * Flot Gnd Fillister Head Stee! Cap Screws * Hexegon Nuts in steel, 
brass and stoiniess. 
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HERE'S HOW YOU CAN LICK 
CORROSION AND LEAKAGE LOSS WITH 
KEYSTONE SPECIALIZED LUBRICANTS* 


HERE ARE NOTABLE EXAMPLES OF WHAT WE MEAN 











Food Canning— (1) Keystone 5P7 grease guarded 

the parts and bearings of citrus juice canning 

machines so effectively against acids, that not one 

part replacement was needed during entire season. 

(2) (Plant Mgr. speaking) “‘We’re sold’ on your 

5P9 grease for our steam flow can closing machines. 

Under high-heat, high-acid conditions, we get 

: clean, fine lubrication with no down-time—and 

Keystone now we use 50% less grease than the previous brand.” 

(3) Use of 2K5 Heavy in coffee can-closing 

machine valves results in higher vacuum, better 

fume resistance, clean can bottom... yet much 
less lubricant used. 


offers a series of 
lubricants .. . jov- 


engineered to save 
Metal Plating—5P7 Light unaffected by dual bug- 


a lot of the money ' a-boo of high temperature and acid fumes as it 
lubricates a continuous chrome piating machine. 


you've been losing 
Paper Making—5P9 Medium won out over all 


to corrosion and ; j greases tried in licking caustic fume damage to 


leakage loss. bearings in paper mil! motors. 


Chemical Processing— 2K6 stopped corrosion, set a 
new record for pump life, induced highest vacuum 
in reciprocating pumps in presence of sulfuric acid 
fume and surge wash. 


Mr. Distributor, See New Sales Volume Possibilities Here? 


Tell the Keystone story of how to stop corrosion 
and leakage loss dead in their tracks, and you'll 
open up new accounts as well as sell more to the 
“regulars”... another example of Keystone- 
Distributor partners-in-profit-plan in action. 
Keystone LUBRICATING COMPANY, 21st, Clear- 
field & Lippincott Streets, Philadelphia 32, Pa. 


LUBRICATION ENGINEERS 


SPECIALIZED 
LUBRICANTS 
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WARREN- 
TEED 
SLEDGES 


TRUE-FACED FOR 
ACCURATE STRIKING 


EED 


mark 


WAR 


WARREN TOOL CORPORATION 


Manufacturers of Warren-Teed and Devil reilwey tract tools 
General Offices Warren, Obie 


Expert Divisions 30 Charch St., New Yort 7, N. Y. 


Rugged Warren-Teed sledges hit harder on 

every blow because their EXCLUSIVE MACHINE- 
TURNED FACES make direct point-to-point 
contact regardless of how you strike—high, low 
or on the nose. Each face is polished to an exact 
6-inch radius and protected with a clear, tough 
lacquer. All Warren-Teed tools are forged from 
special high carbon, heat treated steel. They're 
rugged—stand up under the most severe use. Quality 


buyers spot these outstanding features quickly. 
) pec & q y 


Buy and sell Werren-Teed tools in 
easy-to-displey- end-stock certons 
with or without handles inserted 
You sell more and profit more 
when you sell the best—Werren- 
Teed tools 


WRITE FOR 
NEW CATALOG 
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You Said It 


Starts on page 7 





gratulated. It is a splendid job. It 
is one of the rare published articles 
that is not loaded down with a lot 
of statistics which make it a real 
problem to try to digest the con 


“QD” tents 
It was just the reverse—it was 


ictually just as interesting as reading 

FO QT ‘fey-] al 1 book. In fact, it reminded me a 
lot of the olden days when I was 

SPROCKETS with Paramount Pictures and they 


gave us a script to read of a new 


WITH picture that they were planning to 


make 


TAPERED-SPLIT [ was interested in one particular 
INTERCHANGEABLE thing and that was the fact that the 


HUBS problems confronting distributors 
ind manufacturers 25 years ago were 


aie similar to the problems that we are 
meus ae hob faced with today. It proves that 
sprocket to make the 
convenience and advan- 
tages of the “QD” as- tions to get complete cooperation 
sembly available to Rol- from everyone so that we all can 
ler Chain Sprocket users joy a profitable business 
as well as V-Belt Sheave 
users. 
Here are the features 
your customers will ap- 


preciate ... Vice President 
(TIAL cost Ihe Charles Parker Co 
cost LESS 


kets Pay 
= ieee ventional sprocket, ready 
than 


go on the shoft. 


there is still a lot of hard work that 
must be done by all three associa 


Let's have some more just like it, 
ind we will be happy 


C. 'T. Jorpan 


Progress or Mirage? 
Newark, N, | 


It seems to me vou deserve a 





y eatery hes pecial accolade for your editorial 
set x 
screw, Your Spot in History,” p. 81) in 
S the May 1955 issue of INpusrrial 
ket can be used on IS TRIB 
S\MPLIFIE poe gee’ reduces cost of DisrRIBUTION 
° 


replacement sprocket. It is not difficult at all for the 
il industrial supply distributor 


*ywe 








to become smug—content with his 
Tapers vercentage increase since 1939 


Srips Shaty 


fie ‘he real questions are those vou 


@cty 
a POsitiy, ao 
5 


@ DISTRIBUTORS: inswered honestly by the distribu 
Write today for information about the Fort Worth tor? If so, he’s abreast of the times 
Line of “QD” Drives. 


isk in your editorial. Can thev be 


If not, he’s far behind, and his seem 


progress 18s a mere mitage 


FACTORY WAREHOUSES 


Fort Worth Steel eg igaoecygsanentag : HB Bec 
& Machinery Company pelnes ques © aecanve ha 
HOUSTON * SAN FRANCISCO CCTCtdl 


DEPT. 17, 3600 McCART ann * seme Sauier. Schilline & Skiff. ] 
FORT WORTH, TEXAS DENver * JsenseY city QUICcT, OCHMUNE & OKT, In 
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“tt Performance-Rated MOTORS 





nn a eS 


+ a ++ ty 


... Spearhead our sales! 


“With our complete Century line, we are always in a favorable 
position to quote on any job. Not only does this help us sell 
reports A. S. BRIM, Manager motors, but we are able to sell other profitable power transmission 
Harry P. Leu, Inc. equipment that ties in with the job. 


Orlando, Florida 
“The capable cooperation we get from our Century representative 


and Century service stations helps us follow through on every job. 


“We have been a Century distributor for over twenty years, and 
«we consider this to be one of our best connectiens.” 


YOU can open the door for more sales with 
Performance ated Century Motors 


You can “custom-fit” motor applications with precisely the 
right torque, speed, mounting and frame: 


© VY to 400 H.P. ratings 
Drip Proof, Splash Proof, Dust Proof and Explosion Proof Frames 
AC and DC 
4 to 3600 r.p.m. 
Single phase and Polyphase 
All torque characteristics 
Gear Motors—-% to 15 H.P. 
Selective Speed Drives 





If you are not yet a Century Distributor, call your nearby 
Century sales office, or write direct to: 


Performance-Rated CENTURY ELECTRIC COMPANY aaa 


1/8 to 400 H.-P 
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POWELL VALVES...THE COMPLETE 


y 


UALIT 


COMPLETE @ 


t4é 


Y 


PLUG 


Vi 
w 
> 
i 
q 
a 
4 
J 
w 
3 
fe) 
ao 


LINE 


QUALITY 


COMPLETE 


FIG. 1559—150-Pound 
Steel Flanged End 
Valve. Sizes 1” to 4”. 


Sal: 


POWELL VALVES...THE COMPLETE 


Powell Valves—the complete quality line—offer many outstanding 
features in these new Lubricated Plug Valves, such as quick and sure 
operation and a positive seal when the valve is closed. 

Valves are available with screwed or flanged ends ; single, screwed 
and bolted gland types, and in Semi-Steel, Carbon Steel, Bronze, 
Ni-Resist, Monel Metal, and Stainless Steel. Semi-Steel valves are 
rated 175 and 200 pounds W.O.G.; Steel valves, 150 and 300 pounds 


POWELL 
LUBRICATED 


f 


JALITY LINE... POWELL VALVES 


a 


FIG. 3059G—300-Pound 
Steel Flanged End Valve. 
Sizes 6” to 12”. 


INIT ALINIVNO B13 7GWO9D 3SHL*** SBAIVA WWEIMOd*** ANT ALMNVWND Bis 1@WOoOD 3Hi** 


QUALITY LINE. »- POWELL VALVES 


W.P. Sizes from 1" to 12”. Valves in sizes 6" and larger can be 
furnished with gears for gear operation. Distributors located in 
principal cities. For descriptive literature—or help on valve prob- 
lems—write direct to 


The Wm. Powell Company, 
Cincinnati 22, Ohio 





PS. This is just one of many ads appearing in trading magayines that fal you all POWELL VALVES! 
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WHAT’S NEW WITH FLEXLOC 
News that helps you sell 


NEW TELAUTOGRAPH SYSTEM SPEEDS ORDERS at SIS plant 
This newly installed communications system instantaneously 
transmits orders from one area of the plant to another, saves 
minutes and hours in arranging shipments. The TelAutograph 
uses electrical impulses to actuate an arm at the receiving station, 
which exactly reproduces messages transmitted. 
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APPLICATIONS GALORE are being featured in all Prexiox 
advertisements this year—ads appearing in publications 
such as /ron Age, Steel, Machinery, Design News, Elec- 
trical Manufacturing, Automotive Industries, Product Engi 
neering, etc. These ads do a fine job preselling FLexio« 
for you. They also suggest to your customers new and 
different ways of using these remarkable self-locking 
locknuts. And they make good sales pointers for you 
you can foilow up similar users in your territory who are 
not now buying FLextoc. Don't forget that reprints make 
good envelope enclosures and mailers. There's no charge 
Write Flexloc Locknut Division, STANDARD PReEssep 
Street Co., Jenkintown 13, Pa 


APPLICATIONS SéLi FOR YOU. This hard-selling 4-page 
folder, which is being mailed out from the factory to all 
the best customers and prospects in your territory, shows 
many different applications for FLexLocs. Each installa- 
tion demonstrates 4 sales advantage of FLex.toc. This is a 
typical example of the kind of factory promotion geared to 
your needs—ito help you sell more Fiextoc locknuts. 


FLEXLOC LOCKNUT DIVISION 
JENKINTOWN PENNSYLVANIA 
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WHAT'S NEW WITH UNBRAKO 
News that helps you sell 


INDUSTRIAL DISTRIBUTION 


JULY 


PLATED UNBRAKOS AT WORK. The UNsraxo 
formula for plated screw quality is this. Make the 
screw precisely undersize with the finest machines 
Plate it under rigidly controlled conditions in the 
best available plating equipment. Guarantee the 
finished product to be Class 3A thread tolerance 
after plating. It is this formula that enables SPS 
to supply—with only 7 days required between 
receipt of order and shipment—the plated 
UNBRAKO Socket Head Cap Screws for such pre- 
cision applications as this high-speed centrifugal 
separator used in the processing of fish oils 
Check your quantities of the folder ““Some curious 
and plain facts about Plating.” Take copies with 
you on your calls; they make welcome giveaways 
For more copies, write Unbrako Socket Screw 
Division, STANDARD Pressep Steet Co., 
Jenkintown 13, Pa. 


MINIATURIZATION is no longer miniature busi- 
ness, particularly in the growing demand for 
instruments. SPS has everything to enable you to 
capitalize on this new market: UNsRAKO Micro 
Screws in Nos. 0, 1, 2, 3 and 4 sizes—new stand- 
ards booklets with sections on these products 

new sales literature. Write for further information. 


1955 








SPS LABORATORIES 
AT WORK 


Photographic techniques are used 
by SPS Labs to find out how to 
give you better fasteners to sell. 
High speed moving pictures— 
which record at 1500 frames per 
second—are used to study mov- 
ing parts. The movement of the 
fastest piece of equipment can be 
slowed down in this way for 
study. Macrographic techniques 


are used to study forgings, and 


grain flow. Photomicrography— 


magnifications to 1000 times 

indicates such things as metal 
soundness, carburization, grain 
size. The pictures show how 


microphotographs are taken. 


SPECIMEN is mounted in bakelite under A MIRROR FINISH is obtained with the 


heat and pressure prior to polishing. use of aluminum oxide as an abrasive. 


PHOTOMICROGRAPH equipment can take pictures 
from 20 to 1000 magnifications. Metallur zical PLATES USED must be per- 


microscope is at right manent, perfectly flat. 


THE RESULT — the microstructure of a 
cold-rolled thread, clearly indicating the 
unbroken flow lines that help give an 
UNBRAKO its remarkable strength. 


TIFFANY'S? No—just ordinary SPS prod- 
ucts in a brand-new display case in the 
reception room at the SPS plant. However 
as any UNsRAKO distributor can attest 
there's just as much gold in these products. 


UNBRAKO SOCKET SCREW DIVISION 


JENKINTOWN PENNSYLVANIA 
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NEW PLANER FOR PRESSED STEEL DIE SHOP. Used for mak- other pressed steel products. A secondary purpose of this 
ing brake and other type dies, this 37 ton planer can hold a unit is to finish large castings for the SPS machine rebuilding 
tolerance of +.001"’. It is part of the SPS program to buy the program. The planer is 35 ft. 9 in. in overall length and has 
best tools and machines to make the best shop equipment and a 16 ft. table which travels 32 ft. overall. 


WHAT’S NEW WITH HALLOWELL 


News that helps you sell 


MOBILITY HELPS SELL BENCHES, TOO. Any stand- 
ard 603 or 606 HALLOWELL bench can be 
quickly converted to a semimobile or fully- 
mobile unit. They can be ordered mobile or 
converted in the field with a simple conversion 
kit. This opens many new opportunities for 
sales in general shop and maintenance work, 
in stock handling, in tool and die work, in 
machine feeding Form 2024 gives complete 
details, makes a good mailing piece or handout. 
Order yours today. Write Hallowell Shop 
Equipment Division, STANDARD PRESSED STEEL 
Co., Jenkintown 13, Pa. 


HALLOWELL SHOP EQUIPMENT DIVISION 


JENKINTOWN PENNSYLVANIA 
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this 
wonderworker 
work for 
your profit! 


U.S. HOLDTITE’ 


PRESSURE-SENSITIVE TAPES 


are products of the 
most-advertised 
tape-maker of all 


Sales of U.S. Holdtite Tapes spurt upward 
every day for the selected “U.S.” Distributor. 
Main reasons are: 


e Industry constantly finds new uses for 

U.S. Hoidtite. 

e U.S. Holdtite tapes are backed up by the most 
eye-catching of advertisements. 

e The United States Rubber Company 

name is on more products used in home 

and industry and in more advertising 
(magazines, newspapers, radio, TV, 
billboards) than that of any other tape- 
maker. 

The volume line—the profit line is “U.S.” 
Inquire about our selected distributor program 
at any of the 27 “U.S.” District Sales 
Offices, or write address below. 


_— 
ee 


« 
a 


“U. S.” Research perfects it...“U. S.” Production builds it...U. S. Industry depends on it. 


UNITED STATES RUBBER COMPANY 
MECHANICAL GOODS DIVISION - ROCKEFELLER CENTER, NEW YORK 20, WN. Y. 


Heee «+ Belting « Expansion Joints « Rubber-to-metal Products + (Oil Field Specialties « Plastic Pipe and Fittings + Grinding Wheels + Packings « Tapes 
Molded and Extruded Rubber and Plastic Products + Protective Linings and Coatings + Conductive Rubber «+ Adhesives « Roll Coverings + Mate end Matting 
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BARGAIN 


THAT BY-PASSES 
THE DISTRIBUTOR 


IS NO BARGAIN AT ALL! 





In these times cf mounting production of heavy inventory maintenance in all 
costs, many purchasers of industrial sup- parts of the country, the expense of an 
plies and materials are beginning to look army of salesmen, a fleet of trains and 
upon their distributors as an extra ex- trucks, and a staff of credit and collec- 
pense. At first blush, it might seem tion experts. In a sense, your distributor 
cheaper to buy direct from the maker. represents a cooperative distribution fa- 
\ctually, the distributor helps both cility that you share with all other firms 
the buyer and manufacturer save money. in your area. 
Like this: Next time you’re tempted to get a 
He saves the buyer warehousing, direct quotation from the manufacturer, 
handling and storage details, paper- whether on a big or small item, figure out 
work, provides an immediate single all the costs—not just the first cost—and 
source of supply for thousands of items you'll find you gain much more, yet in 
that industry needs, often in a hurry. the long run pay no more, by utilizing 
He saves the manufacturer the cost the services of your distributor. 





3151 
A PRODUCT OF THE COLORADO FUEL AND !|!RON CORPORATION 
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STANDARD TOOL 


Standard Tool 


AUMOUMCEL A NEW LINE OF  ° ® Proaden its service to you, 


now offers carbide-tipped tools in addition to 
1] , « {e i/7 . its regular line of industrial cutting tools. 
- 
Yop Your Standard Tool Man, Serving Industry Since 
/ 1881, will show you many applications where 


carbide-tipped tools will help you get faster 


cutting, longer tool life. 


STANDARD [OOL ((O. ( 


3950 CHESTER AVENUE CLEVELAND 14, OHIO 


FACTORY BRANCHES IN NEW YORK « DETROIT « CHICAGO + DALLAS © SAN FRANCISCO 


THE STANDARD LINE: [wist Drills - Reamers - Taps - Dies - Milling Cutters - End Mills - Hobs - Counterbores - Special and Carbide-Tipped Tools 





ARMSTRONG 
iv os 


ARMSTRONG TOOL HOLDERS 


> ARE AN INDUSTRIAL DISTRIBUTOR’S 
SUCCESS STORY 


Few, if any, industrial products have ever at- 
tained the wide distribution of ARMSTRONG 
TOOL HOLDERS which are used by over 96% 
of the Machine Shops and Tool Rooms; are the 


standard tools the world over, wherever metal is 
~ machined. This tremendous selling accomplish- 
ment, is a tribute to the capabilities of the na- 
tion’s Industrial Distributors and their salesmen, 
} for ARMSTRONG TOOL HOLDERS have always 

been sold through Industrial Distributors. 


ARMSTRONG TOOL HOLDERS and TOOLS 
provide a continuous source of sales and profits 
to those distributors who go after this ever-pres- 
ent business—who capitalize on this universal 
preference of ARMSTRONG Quality and cata- 
log, stock and sell ARMSTRONG Lines “Across- 


the Board.” 


ap 
) 
ARMSTRONG BROS. TOOL CO. 


“THE TOOL HOLDER PEOPLE” 
5205 W. ARMSTRONG AVE CHICAGO 30, ILL. 


_— 
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NATIONS 
TITTT tit INDUST , 


There are good reasons behind 
America’s key industries have 
valves, fittings, and flanges f 
They know that drop forged 
form in structure, fine graj 
porosity. They know, ¢ 


meticulous care gty 





POWER PLANTS 
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these magazines...’ 


* AMERICAN MACHINIST 

* MILL & FACTORY 

* MACHINERY 

* CANADIAN MACHINERY 

* TOOL ENGINEER 

* TOOLING & PRODUCTION 
PURCHASING 


THIS IS 
SPECIAL 
CHUCKING! 


at half the cost! 


The Jacobs Model 91 Spindle Nose Lathe Chuck delivers from two to 
four times more torque than any split steel collet chuck and costs less 
than half as much on a complete-with-collets basis. 

Here is the performance of the Jacobs Model 91: 


This message to your customers 
tells the product story of the 
Jacobs Spindle Nose Lathe Collet 
Chuck. It’s a big story and one Unequalled Gripping Power. Model 91 has 
: 2 to 4 times the grip of present split stee 
that this new chuck backs up with —— a — plit steel 
: : collet chucks. 
big performance. It’s another : ones 
enter im the Secoks history of Capacity. Model 91 chucks any bar between 
“he > > ac Ss s 77 ‘ ” > . 
pes a eoxace sap #: 1/16” and 1-3/8”. 11 Rubber-Flex collets cover 
continuing progress “in precision the gripping range of as many as 88 steel col- 
chuck design, manufacture and lets formerly needed 
Ay } 
Cistribution. Unequalled Accuracy. Mode! 91 is the most 
accurate collet chuck in the world today. 
Durability. Model 91 has a solid aluminum 
hand wheel. The forged body and all other chuck 
parts are hardened and ground alloy steel. 
The Spindle Nose Lathe Chuck and the com- 


AND 7 HES plete line of Jacobs Chucks are stocked and 


sold by industrial distributors everywhere. See 
is SPECIAL yours, or write Jacobs Manufacturing Co., 
1307 Jacobs Road, West Hartford 10, Conn. 

DELIVERY! Ask for Bulletin 54/ -LC. 


JACOBS AND YOUR 
LOCAL DISTRIBUTOR 


are ready to deliver the chucks you 


need and the service you deserve. 
. first in chucks . . . first in service 
This statement of confidence in 
our distributors is displayed in a Sacobs 
every Jacobs ad to your cus- tf 
: .* CH UCK S 


tomers. 
it it's a Jacobs -it hoids 











es . st y ~ 


® Entering production lines, oll 
Columbian Manila fibres ore satu- 
rated with friction-reducing lubri 


Organisms of decay go hungry when they attack Columbian f 
cant, containing a controlled amount 


¥ 


of Celnntilan Penaidatic ternaie, Manila Rope! That's because these very best of all Manila fibres 
are protected at all times against the ravages of mildew, mold, 


fungi — even when continuous usage allows no chance for thor- 
ough drying! 


Columbian Anti-Rot Treatment 


4 Gives You This Assurance: 
> Every foot of Columbian Manila Rope is adequately 
ies pam te ~  A oe protected against decay for YOUR climate, YOUR 


selected ot rondom by laboratory 


socheidens to heck Giianees at uses, YOUR methods of handling! 


COLUMBIAN ROPE COMPANY 
Auburn “The Cordage City,” WN. Y. 
THE ROPE WITH THE RED, WHITE AND BLUE MARKERS 
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1. WHEN YOU ORDER 
CUT THREAD BOLTS THEY 
ARE MANUFACTURED BY 
ONE OF TWO METHODS. 
(1) A BLANK IS EXTRUDED 
TO THIS SHAPE AND 
THE THREADS ARE ROLLED 
ON, OR (2) THE THREADS 
ARE ACTUALLY CUT ON 
A STRAIGHT SHANK 
THESE BOLTS MADE BY EITHER 
METHOD ARE ESSENTIALLY 
THE SAME IN APPEARANCE. 
THEY HAVE FULL SHANKS AND 
FINISHED POINTS. 








FOR PROMPT DELIVERY AND HELPFUL SERVICE - STOCK TWE COMPLETE LAMSON LINE 


—y-i/-7-7- > 9- F- f- ___ The LAMSON & SESSIONS CO. 


1971 West 85th St. « Cleveland 2, Ohic 
CLEVELAND AND KENT, OHIO @ BIRMINGHAM © CHICAGO 








THIS ADVERTISEMENT IS NO.S IN A SERIES DESIGNED TC GIVE YOU FACTS ON FASTENERS 
TO HELP YOU SELL 
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Cut your costs with 


AIR COMPRESSORS 
-—¥ AIR HOISTS 
AIR CYLINDERS 


A plentiful supply 


of air to speed production throughout your plant 
is assured with powerful, precision-built Curtis 
Air Compressors. 
®@ air-cooled, two stage— 4 to 20 H.P. inclusive 
® water-cooled, single stage—20 to 50 H.P. 
inclusive 
Timken tapered main bearings permit easy 
external adjustment 


long-life pressure-lubricated connecting rod 
and piston pin bearings 


Tank-mounted compressors in sizes from Y 
through 15 H.P. inclusive (1 to 78 cu. ft.)—also 
available in base-mounted type. 


Simple and base-mounted compressors from 


through 50 H.P. inclusive (1 to 300 cv. ft.). 





LIFT, LOWER, 
PUSH or PULL 


easily, economically and safely with 
Curtis Air Hoists and Cylinders... 
capacities up to 10 tons. 


@ lower initial cost 
lower maintenance costs 
th ti d 
meer ee Per engpms Pe BRACKETED AIR CYLINDERS... con be 


precision control 
mounted horizontally or vertically for lifting, 


self-closing, rotary disc , . : . 
ee lowering, pushing or pulling. 
self-grinding valves 


| PENDANT AIR HOISTS . . . idea! for 
| iL any lifting or lowering operation. 


FOR COMPLETE INFORMATION ON THIS CURTIS COST-SAVING EQUIPMENT... WRITE TODAY! 
CURTIS PNEUMATIC MACHINERY DIVISION 


of Curtis Manufacturing Company 
1911 KIENLEN AVENUE ~- ST. LOUIS 20, MISSOUR! 


M857 


OTHER CURTIS PRODUCTS: Automotive Lifts and High Pressure Cor Washers; Commercial and Home Air Conditioning 
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WHAT'S YOUR P.Q:? 














Rong 





> 











* Pump Quotient 


Why are more and more end-suction pumps 


being specified? The answer's simplification. 
Industry is turning to end-suction pumps because 
they simplify piping (especially in process applica- 
tions), need only one stuffing box, and make parts 
replacement easy. Get the full story on the 
Worthington end-suction pumps by writing to 
Section PC.4.8. 


What is Worthite? worthite is Worthington’s 
“super-stainless”, corrosion-resisting alloy steel con- 
taining more than 50% of the alloying elements: 
nickle, chromium, molybdenum, silicon, copper and 
manganese. The balance is mainly iron. Worthite 
was first introduced in 1936 and has gained wide 
acceptance as an excellent construction material 
for applications where corrosion is a problem. 
Worthington, of course, offers a complete line of 
Worthite pumps. Write for Bulletin W-350-B4. 


Why are gear-type rotary pumps best for 
handling high-viscosity fluids? Lots of reasons. 


First, their large, unobstructed passages mean low 
entrance losses. Then, there aren't any valves or 
valve springs. Also, there’s the flexibility in applica- 
tion offered by the wide speed range of gear-type 
rotaries. Write for Bulletin W-483-B2 for facts 
about the Worthington double-herringbone gear 
rotary pumps and vane pumps. 


See your Worthington distributor for more information about end-suction pumps, 
Worthite and gear-type rotary pumps. But if you want to read up on these products 
before talking to him, write for our bulletins today. Worthington Corporation, Merchan- 
dising Division, Section PC.4.8, Harrison, New Jersey. 


WORTHINGTON 


D/itibiie Se. 
Sms >) = 


Ads like this build preference for Worthington Standard Pumps 


INDUSTRIAL DISTRIBUTION © JULY, 1955 





This detailed line drawina of the new. patented Veelo: 
TOD and TE v-belt makes if easy to see how this new 


v-belt is designed to do a better »b e 














eled t« 
bility. “. 
~ 
(7 
S> “. 
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T-screw is mode for Individyel link is sian 


for easy coupling and 


red permanentiy 


added dyrab 


So easy to couple it installs in minutes 


So strong and durable it lasts for years 


The new Veelos TD and TE adjustable v-belt is the successful 
development of a specific v-belt designed for a specific serviee—D 
and E drives. 

This new Veelos TD and TE v-belt has these basic advantages 

it simplifies installation. Links are quickly joined by easy-to-use 
cup-washers and T-screws to make up individual belts. It's the 
easiest v-belt to couple and uncouple ever developed. And you don't 
need to waste time removing outboard bearings. 


it lasts longer—is more flexible. New high-tensile strength link 
combined with new stud, cup-washer, and T-screw gives added 
durability. New link construction provides maximum flexibility for 
cooler, wear-resistant running. 


Get the complete story of this great new v-belt for D and E drives. 
Send coupon now for new 8-page illustrated catalog 


MANHEIM MANUFACTURING & BELTING CO. 
608 Manbel St., Manheim, Pa. 
Please send copy of your new Veelos TD and TE v-belt catalog. 


Neme 


Cempeny 
Address 


outside the Unved Stotes 


ADJUSTABLE TO ANY LENGTH + ADAPTABLE TO ANY DRIVE 
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for ' strenet? 


THE BEST SCREW HAS A SouMeee. ACCENT... 


ON QUALITY 


Fastened with Southern’s clean cut spiraled, gimlet- 
pointed Quality Screws, your product holds up. 
From finest furniture to sleek speedboat, it has the 
permanent mark of good workmanship. Important, 
too, you have speeded production while adding 


quality. 


Phillips and slotted wood screws—flat, round 
and oval—in steel, brass, silicon bronze, aluminum and 
stainless steel in round and flat head styles. 


Write for free samples and stock list. Box 1360-F 


wooo screws ° STOVE BOLTS 
MACHINE SCREWS ° DOWEL SCREWS 


A & B TAPPING SCREWS © HANGER BOLTS 
ROLL THREAD CARRIAGE BOLTS SCREW COMPANY 


STATESWHiLe ° MORTH CAROLINA 


FACTORY WAREHOUSES: NEW YORK, N. Y . CHICAGO, ILL. ° LOS ANGELES, CAL DALLAS, TEXAS 


Seld Through Leading Wholesale Distributors 
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maybe it’s because 
we don’t make mouse traps... 


. . » but we don't hold to the “mouse trap” theory of doing business. 
You know, the one that says if you make a better mouse trap the world will 


beat a path to your door. 


We do make better valves. But we aren't waiting for customers to look for us 
We look for them and help you look for them through an advertising 
program that reaches all the important buying influences in industry 

When you call on prospective valve buyers, you'll find they know about O-B 


valves and will accept them without question. You take it from there, 


If you aren't already handling O-B valves, why not write to us? 


We'll be glad to discuss our valves and sales policies with you. 
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CARBON DIOXIDE - ORY CHEMICAL 


38 








4, 
: 
Pa 


WHICH TYPE IS BEST? 


Since different fire hazards require different types of 


fire extinguishers, PYRENE—C-O-TWO manufac- 
tures all types ...the finest and most complete 
line on the market today. 

When handling the well-rounded PYRENE— 
C-O-TWO line, you're in a position to give unbiased 
advice on what is best for the particular fire hazard 
concerned. Also, there's the backing of an expert 


fire protection engineering service to help you serve 
your customers better. To be specific, you become 
an actual part of the foremost, nation-wide field 
organization selling fire fighting equipment. 

Remember . . . handling the top quality, fully 
approved PYRENE—C-O-TWO line is now more 
profitable than ever before. Get complete facts 
and see for yourself. 


PYRENE- C-O-TWO 


NEWARK 1 


NEW JERSEY 


Sales and Service in the Principal Cities of United Stotes and Canada 


COMPLETE FIRE 


PROTECTION 


portable fire extinguishers . . . built-in fire detecting and fire extinguishing systems 


VAPORIZING LIQUID 


SODA-ACID WATER CHEMICAL FOAM 
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distributor support 
where it counts / 


Over 225,000 mechanized sales calls 
monthly ... spread and full page, 

two-color ads like these are working 

for you month after month, 

These ads are now appearing in the leading 
publications of the purchasing, chemical, 
petrochemical, refining and power piping 
fields to help make selling easier for the 
B&W Welding Fittings Distributor. 


THE 











EEL ET 
B&W SEAMLESS WELDING FITTINGS 
GRADES: Carbon, Alloy and Stainless Steels SOURCE FOR eS) 


7H, AD - L } 
TYPES: Elbows, Tees, Caps, Saddles, Laterals, ALLOY "Lap “a J O 
Nipples, Returns, Flanges, Stub Ends, 


y-) 
Reducers, Crosses, Bull Plugs FITTINGS 2145 76,00 C7S 


SIZES: Complete range of sizes and schedules 


THE BABCOCK & WILCOX COMPANY 
Tubular. Products Division = =6* = Fittings Department FA.5910 
3839 W. BURNHAM STREET + MILWAUKEE 46, WIS. 


s: BEAVER FALLS, PA. © BOSTON 16, MASS. « CHICAGO 3, ILL. + CINCINNATI 6, OHIO + CLEVELAND 14, OHIO + DETROIT 26, MICH. « HOUSTON 19, TEX. « LOS 
F. © MILWAUKEE 46, WIS. © NEW YORK 16, N. Y. © PHILADELPHIA 2, PA, « ST. LOUIS 8, MO. © SAN FRANCISCO 3, CALIF. © SYRACUSE 2, N.Y. © TULSA 3, OKLA, 
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From the Heart of the Machine —the one right 
driven speed for each and every job! 


In most industries—food, chemical, textile, 
packaging, mining and nearly all others— 
one precise driven machine speed often 
spells the difference between good quality 
and poor; efficiency and high costs; profit 


American Adjustable - Diameter 
Sheeves are easy to install or 
remove; have patented double- 
taper hubs to lock sheave to 
shaft, flangés to hub, in a tight 
wedge-grip. Flanges move simiul- and loss. Z 

taneously for perfect V-belt A simple, widely-accepted guarantee of 
the ezact driven speed you need for any 
operation is the American Adjustable-Speed 
Drive, the Heart of the Machine. 

With this low-cost drive, you can change 
the pitch diameter of the driving sheave by 
the simple adjustment of a screw—to syn- 
chronize production lines, compensate for 
variations from rated motor speeds and 


alignment. Dynamic balancing 
eliminates vibration. 


R 
WHAT ABOUT SALES SUPPORT FO 


s all the sup 
on this pag 


j d 
like the 4 ag 
g ets and pre-sells. eae 
prospects when you oo} 


» service. ‘a 
lif vlley District Manage I s 
My home are always on 
yen with tecH! 


e) 
rect 


on 


America 
design experts 
distributors 
whenever an 
transmiss?o% | 

means © can 
a etributors . The Amer a iladelphia 


4216 Wissahickon Ave., 


asier selliné 


Pulley — 





port we 
hat 
: il that 


a . Power Transmission by 
7 
4 
J 
; 


MERICA 


PULLEY COMPANY 


calculated speeds of belt drives. In short: 
you can vary speeds without changing 
sheaves or pulleys, without using expensive 
transmissions, without wasting time. 

All American Adjustable-Diameter 
Sheaves have a patented double-taper hub 
and split, tapered bushing to prevent noise, 
freezing, fretting corrosion on the shaft. 
Sheave positively locks on shaft, yet can be 
easily adjusted or removed. 

Ask your distributor to show you an 
Americar: Adjustable-Speed Drive from his 
stock—or write for our new catalog. The 
American Pulley Company, 4216 Wissa- 
hickon Ave., Philadelphia 29, Pa. 


trey 
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At the Profit End of the Machine 
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P&H ZIP-LIFT Ss - iy 

} 


7 
PUSHBUTTON \) 
}) : 
wEVI-LIFT [S P&H HAND 


CONTROL 
yf 
P&H ZiP-LIFT - . 
SPECIAL \e P&H HEVI-LIFT SPECIAL CHAIN HOISTS neh P&H 216 CRANES 
Ce Gers oe a 2 SMa 


Pan 


; 
i 
\¥ 


Safety and Adaptability -two potent sales weapons! 


.. you sell both with the 24-volt control circuit, 
reconnectable, Hoist line 


Take the new 24-volt P&H control circuits, for 
instance. No matter how damp the floor where the P&H 
Hoist operator stands — he’s completely safe from 
electrical danger. Amperage and voltage both have 

been cut way down — another P&H engineering plus 
that pays off in extra sales for you. \ 


All P&H Hoists are reconnectable to 220 
or 440 volts. Any worker can do it easily 
— without tearing the hoist apart. All 
connections are made within the control 
box — not at various points throughout 
the unit. 


You can get more information about 
these two P&H advantages that brighten 
your sales picture. Get the coupon 
below in the mail today. P&H Hoist 
Division, 4683 W. National Avenue, 
Milwaukee 46, Wisconsin. 


- —_ = 
SESS SESS SSS SSS SSS SESE SEES ESE ES HSE HH eee eee 


P&H HOIST DIVISION, HARNISCHFEGER CORPORATION — 
4683 West Nationa! Avenve, Milwovkee 46, Wisconsin 


Gentlemen: Please have o Sales Engineer call and give us information on the 
new 24-volt control circuits ond reconnectable features of PAH Hoists 


Nome Tithe 


Compony 


HARNISCHFEFEGER FE ern ene settee ue Sty A POT 


te line, 45 ft P® smemi ® pat eee 


wet! mort ee Chem IO ewer 





Address 


City lone State 
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JUST DIAL 
HIS NUMBER 


Your Bunting Distributor carries 
in stock for your money saving 
convenience completely ma- 
chined and finished Bunting 
Standard Stock Industrial Bear- 
ings, Electric Motor Bearings 
and Precision Bronze Bars in a 
complete range of sizes, meeting 
all your usual production and 
maintenance needs. You will find 
him listed in the classified section 
of your telephone book—most 
likely under the heading Bars, 
Bronze or Bearings, Bronze. 
Your Bunting Distributor is an 
industrial distributor or a special- 
ist in certain industrial items. He 
has been especially selected for 
his responsibility and his under- 
standing of bearing requirements. 
Ask him for the Bunting Catalog 
or write. 


This advertisement appears in 


aa 


a 


ask your 


Bunting 


distributor... 


..+ for this speedy 
cost-saving bearing service 


The local availability of Bunting completely 
machined and finished bronze bearings and bars is 
saving money, time and trouble in machinery 
maintenance everywhere in America. Stocks of 
Bunting Bronze Bearings and Bars constantly carried 
by Bunting Distributors are adequate to supply 

the needs of the whole nation for an indefinite time. 


Bambee 


BRONZE BEARINGS « BUSHINGS + PRECISION BRONZE BARS 


THE BUNTING BRASS AND BRONZE COMPANY 


iron Age @ Mill & Factory © Medern Machine Shop 
Machinery ¢ Southern Power & industry © Stee! FOLEDO 1, ONO 
BRANCHES IN PRINCIPAL CITIES 
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TO oll 
we 3 


Thermoid Hose | VERSICON | 


designed specifically for use 
in food processing plants 


Thermoid designs and manufactures many types of 


hose for a wide variety of specific industrial appli- 
cations. These 3 are ideal for use in food and | CREAMERY | 


beverage plants: 










VERSICON most versatile hose ever developed. Handles 


air, water, oil, gasoline, dilute acids and gases. 


CREAMERY for use with hot or cold water and low pres- 
sure steam, for cleaning and sterilizing. 


BREWERS for use in breweries, wineries and food plants. 
Imparts no taste or odor. | BREWERS | 


Mr. Distributor: Thermoid “built-for-the-job”’ Hose, 
Multi-V Belts and Conveyor Belting can help you 
increase your sales to all industries. You can always 
rely on Thermoid service and the complete cooperation 
of experienced Thermoid Sales Engineers with their 
intimate knowledge of industrial rubber problems. 
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Nicholson Aluminum ‘‘A’’ file— 


MEANS SAVINGS FOR YOUR CUSTOMERS 


SALES FOR YOU 





s 
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ane. 
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R 
It Cur small teeth 
Produce; fine 


2 Scal| 
faring the file of ch 
Ts) 


'S the key to this #) 


the 
© upcut break 
in 
sO reduces file 


OPs on 


ae ae | 


e<¢ Perform 
9 up fi nas 
Chatte, 


' h 12” lengths. 
ND in 6" throug 
HALF 20) 8) 
FLAT and 


' Won't scratch work or clog. Special tooth construction breaks up 
aluminum chips and keeps them from “pinning” in file throat. 


Removes stock fast yet gives smooth finish. Deep upcut re- 
moves aluminum, light overcut prevents too deep a “bite.” Filing with shearing 
action to left gives a good finish. 


Long tile life. Ordinary files tend to dull quickly when used on aluminum 
because chips build up before them. The Nicholson Aluminum “A” clears 
chips away, and should be used wherever. there is danger of clogging. 


gible, Nicholson File Company, 42 Acorn Sires, Providence 1; R. —_ 


Y PURPOSE 





For 

Jewel Brand 
Abrasive 
Distributors... 





wales - sg Sales 
munttion 





Eyreka Silverware Chests 


: acting about 
If your company —— S towel 


e “white” at the Bureks finishing results of inter 


Finishing in th , 
+ ager stew Compesy, Ran ge 
Massachusetts, 1% accompls a. 
the aid of Jewel Brand aw = 
and other Jewel Brand Pre —_ _< 
sults of this process © bringing ¢ 
beauty of the natural grain * paren oe =A 
of the wood are credited in no oor on 8 

— 7 to the superior advan- sive eee ot owe est — 
small Peed Brand Abrasives. oe rf ery en — 
ee | fective r . 

I = oe ie Braintree 8°, Massa. husetts 


Abrasive Pre 
tation among Cost 
for longer wear P 


years 


A Full Line of Coated Abrasives 


paper; Jewel Garnet, # natu 
ral mineral prepared by @* 
exciusive method, Mew Pree 
ess, an aluminum oxide ” 
rasive paper, cloth ond com 
bination; Jewel Emery Cloth 
Jewel Flint Paper; and Spec 
lattes. These products com 
form with the recommenda 
thon of the Division of Sim- 
plified Practice of the United 
States Dept. of Commerce. 
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Case histories like the Eureka 
application help to arm JEWEL 
BRAND ABRASIVE Distribu- 
tors with effective ammunition in 
opening up new accounts and 
stimulating more business from 
old accounts, 

Consistent advertising based on 
case histories paves the way for 
making new contacts easier and 
sales faster. This advertising ap- 
pears in leading trade publica- 
tions throughout industry. 

A complete stock of JEWEL 
BRAND ABRASIVES including 
the famous velvet joint JEWEL 
BRAND BELTS assures maxi- 
mum profits according to leading 
JEWEL BRAND distributors. 
Distributor franchises are avail- 
able in some territories. Write for 
complete details and see for your- 
self why more and more distribu- 
tors regard JEWEL BRAND as 
the brand with the “sales sparkle”. 


ABRASIVE PRODUCTS, INC. 
South Braintree 85, 
Massachusetts 
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There’s a CAPITOL COUPLING for every job 


ca 
svanDAnD MERCHANT , parve PIPE i. 2 : 
( oD 


: FE; 
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AAR RAILROAD 


DRY KILN 





3,0007 & 6,000 
HYDRAULIC 


rr 








Stendord mer- 
chant and APi 
Line couplings (up 
“. to 2°) ore avail- 


——_! 
mum 5 eble in conven- 
. ? - a= ~~ jent certens, of ne 
0 —— 1 —_ extra cost. 


SOLD ONLY THROUGH RECOGNIZED WHOLESALERS 
AND DISTRIBUTORS | 0 


MFG. & SUPPLY CO. 


COLUMBUS, OHIO 








THE MORSE CODE 
A. Ne 
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That’s what 


Morse always 


does, with every Morse-Franchised Distrib- 


utor. And no distributor ever had a finer 


field to play on than this one . . . with the 
anchored bases of the Morse 


and Morse Distribu- 


tors’ Inventory Protection Policy. So “‘every- 


three firmly-: 


Code, Morse Franchise, 


MEANS 100% DISTRIBUTOR PROTECTION.. 


body gets a hit’’! Morse Twist Drill & Ma 
New Bedford, Mass. Warehouses 
in New York, Detroit, Chicago, Dallas, San 


chine Co., 
Francisco... . all linked together in a com 
plete teletype and telegraph network . . . for 
better, faster service to 

users of Morse 


Cutting Tools 





» MORSE 


Cutting Tools 
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Eepecially suited for 
close-quarter installa- 


“ bo: de . ° ° ° 
i aa oe BY" Milvaco valve and fitting is designed 


sign permits the re- 

moval of the complete . . 

stern assembly without 5 to make more profits for you. Each is pre- 

breaking the line. a< ° . . 
cision-machined from finest alloys to give posi- 
tive control and maximum flow wherever in- 


stalled—not only when new but years later, too. 


Model 575, featured here, is a non-shock, 
brass globe valve in the 200-pound class. Its 
union bonnet design permits the removal of the 
complete stem assembly without breaking the 
line. Experience shows this is essential for easy, 
inexpensive field servicing. 

Model 575 has a composition disc. A com- 
panion globe valve, model 570, with a brass 
regrinding disc is also available. Both are offer- 
ed in a complete range of sizes: 44", 4", 42", 
%4",1°,1%", 114", 2", 214", 3". 


ANGLE VALVE 585 — Brass, non-shock type 
Union bonnet design. Composition disc. Work- 
ing pressures: 200 Ib. steam, 400 ib. W.O.G. 
Identical design available in angle valve = 
with brass regrinding disc. Ten sizes: 4" to 

| 





Get all the facts on the 
Milvaco line of valves 
and fittings for residen- 
tial and commercial 
uses. Write today for 
new Catalog B255. 








A Subsidiary of A-P Controls Corporation 


2375 SOUTH BURRELL STREET 
MULWAUKEE 7, WISCONSIN 


THE MARK OF PERMANENT QUALITY 
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HANDEE Abrasive Saw Blades 


Here's extra profit ... and you don’t have to do the 
selling. This eye-catching counter salesman will sell 
all the HANDEE blades it holds . . . just as fast as you 


can stock them. It’s a proven red hot, repeat item! 


Holds twelve blades—takes up only 7” x 812” coun- 
ter space. Each blade is individually packaged in at- 
tractive colorful protective envelope. Price is on each 
package and color coded for ready identification be- 


tween general purpose and masonry blades. 


CHICAGO WHEEL « mre. co. 


1101 West Monroe Street © Chicogo 7 


INDUSTRIAL DISTRIBUTION 


Wheel 


does it Again! 


Low investment 
Fast turnover 
Reduce inventory 


NOW no need to stock 
oe variety of blades 
Hondee blades have a 
universal bushing fits 
most makes of grinders 
and tools 


HANDEE SAW BLADE DISPLAY INCLUDES: 
Three each of: 7” general purpose blades, 7” masonry 


blades, 8” general purpose blades, 8” masonry blades. 


GET THE FACTS MAIL THE COUPON TODAY 


CHICAGO WHEEL & MFG. CO. 
1101 W. Monroe St., Chicago, Illinois, Dept. ID 
Gentiemen: Please send me the following information checked 
below 
Information on HANDEE 
Abrasive Sow Blodes 


Chicogo Wheel Abrasive 
franchise information for 
the complete line 

Nome 

Compony 


Address 


leet heii ttt ttt 
Lee eee eeced 
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% Tf this ad were in color 
these chips would be blue 


..and blue chips would describe perfectly the Osborn Line —the 
class of the industrial brush field! 


Your selective Osborn franchise is ‘‘blue-chip’’, too, for it leads 
to the finest of all types of business . .. REPEAT BUSINESS! 


A million advertising “‘calls" a month help to build a ready 
acceptance of Osborn maintenance, paint and power brushes 
throughout all industry. Be sure you get your share. Osborn brush 
business is steady, dependable and profitable. The Osborn Manu- 
facturing Company, 5401 Hamilton Avenue, Cleveland 14, Obio. 


Osbom Brushes 
35 1) ) 
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These VIXON Prcduch 
Lore in Ocmand / 


Wherever air hose is used...in construction, mining, quarrying, 
shipbuilding, steel mills, foundries and other industrial plants of 
every description... there is a Dixon coupling especially designed 
to assure tight, leakproof connections in the specific service in- 
volved. Three of these couplings are described below, with their 
companion fitting, the “Boss” Self-Honing Air Valve. Not illus- 
trated are “Boss” and “GJ-Boss" Couplings .. . well-known for their 
outstanding strength and safety on all high-pressure air lines. 


You can sell these Dixon Couplings and Valves with complete 
confidence that they will live up to their reputation for unequalled 
quality, efficiency and economy. 


"BOSS" SeG/- Wouing 

AIR VALVES 

Exceptionally strong and durable, to 
withstand the rough service involved in 
construction and mining, ond to perform 
with equol efficiency on compressors, 
hose lines, pipe lines ond other units re- 
quiring positive, trouble-free air control. 
Quick-opening; self-odjusting; full flow; 
no pocking required. Mole or femole ends. 


"GJ-BOSS"” AIR HAMMER 
COUPLINGS 


The couplings to recommend for heoviest- 
duty rock drilling operotions in construc- 
tion, mining, qvorrying. Ground Joint de- 
sign eliminotes replocement of worn or 
lost woshers. 


"AIR KING” Zudeh- feting 
AIR HOSE COUPLINGS 


The ideo! coupling for compressor ond 
air hose connections in outdoor ond indoor 
service, ond for woter, oil ond generol 
sproying epplicetions. Universal 
type, quickly connected and disconnected 
Available in mollecble iron, codmium 
piloted, ond bronze. Sizes Ya" to 1" 








“DIX-LOCK” Zuceh- Peting 
AIR HOSE COUPLINGS 


For oir and pneumatic tools, high pressure 
gos ond hydroulic service. All mole ond 
femole locking ends ore interchangeable, 
regordiess of hose or |. P. T. size. Quick, 
snap-lock connecting action. Streomlined 
design cssures nect oppeorence ond 
eliminctes snagging. Cadmium piloted 
steel, or bross, in sizes %", 4" ond %". 


TO HELP YOU in selling more Dixon products, 


© consistent advertising schedule is maintained D | »."4 O N 
in leading industrial trade pepers, directories, 4 ? ae 
etc. Also, envelope stuffers and other direct Ye é Coupling 02, 


mail moterial, covering most items, ore ovoil- 
cble with your imprint. 


ENERAL OFFICES & FACTORY PHILADELP? 
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THERE’S PROFIT FOR YOU IN 


FLEXIBLE SHAFT 
MACHINES 


The Most Complete 
Line Available 


AS ADVERTISED 
TO YOUR CUSTOMERS IN 


Machine and Tool Blue Book 


nit lv 
mpact ¥ ing ¥ 
eds — You «vt 


Modern Machine Shop 


de fastet speed 
ses 
its and pulley one 
: finger ---"° nee 
ia 

for mo | 

e 

4 a sump 
cols with 
oe Strand shaft 
gct at 


Mill and Factory 
Canadian Machinery 
Industry and Welding 


“ for t . : “2 
PRESS PF eeents af designed ° New Equipment Digest 
ttach™ syotion WO 


and @ 
)' bs @ 


as } wer urce * 
~~ - 
3 T° j08. the t atings 
prom ? cradle Oe ewy mo 
ety of wot the heavy © 


we 


tort 


@ if you are not already 
handling this famous line, 
get in touch with us now 
for information on open 
territories. ASK FOR NEW 
CATALOG C-210E, 


( FRANKLIN BALMAR | 
NOY CORPORATION 


Woodberry, Baltimore 11, Merylend 
5855 W. Lowrence Avenue, Chicage 30, Ill. 
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All honds ore top 
hands with o 
“Red End” Blade. 


For Fast Service 
trom 


Complete Stocks 
Call your 

















é i} 


Foctory Bronches » Boston, Checoge, Sen Frencisco ond Portiend, Oregon 


Conod:on Foctory in Montreo!, Que. Simonds Divisions: Simonds Stee! Mill, Lockport, N.Y 


Simonds Abrosive Co., Philo. Po. ond Arvide, Que, Conede 


PHACKSAW 
BLADES 


There is a difference in hacksaw blades. A 
quality blade cuts faster, easier, straighter 
gives more cuts per blade. That's why 
those who know, insist on Simonds “Red End the blade 
that’s famous for quality 
Tough electric furnace steel, accurately milled and preci 
sion set teeth, scientific heat treatment and close production 
control are combined in these blades to give sharper, faster 
longer lasting cut-ability to every blade. What's more, you 
have a choice of three types of blades for lowest cost and best 
results on different jobs: STANDARD STEEL for general 
purpose use; HIGH SPEED MOLYBDENUM for longer 
wear and greater resistance to breakage; HIGH SPEED 
TUNGSTEN for best results in cutting tough alloy steels. All 
blades come in 10 and 12 inch lengths and in standard tooth 
sizes with a choice of Hard Edge or All Hard. Sell “Red End 
Hacksaw Blades and help yourself to extra profits 


SIMONDS 


SAW AND STEEL CO 
FITCHBURG MASS 
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Mr. E. P. Leis, Mgr., Tools & Abrasive Div., 


Ducommun Metals & Suppiy Co., 
Los Angeles, says: 


“When we tell ’em about 
Black & Decker Service, 


it clinches the sale!” 


“Our salesmen move plenty of Black & Decker tools. It’s a top- 
profit line, and good tools like Black & Decker sell fast anyway. 
But when we tell prospects about B&D Service, that clinches 
the sale! They like having B&D Service Branches ‘right next 
door’ to them. They like the fact that these Branches are run 
by the Black & Decker factory . . . that the technicians are 
factory-trained . . . and that the parts they use are made in the 
same factory that made the tools. And they like the fast service 
they get. That's why we stress Black & Decker’s service facili- 
ties. It gives us more sales and more satisfied customers.” 

Mr. Leis is typical of progressive distributors everywhere who 
handle Black & Decker. Make sure your salesmen push Black 
& Decker Service . . . and see how it clinches sales for you! 


Tue Brack & Decker Mrc. Co., Dept. 2407, Towson 4, Md. 


LEADING DISTRIBUTORS EVERYWHERE SELL 


Black’ Decker: 


PORTABLE 
ELECTRIC TOOLS 











4 
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How RB&W oives distributors 
inside track to fastener profits 


Four good reasons to stock...and sell... RBaw 


FIRST IN ADVERTISING AGAIN with the industry's hardest-work- 
ing campaign, RB&W ads sell the name, the product features, 
and the breadth of the line you handle. Campaigns in 14 bus- 
iness publications, including FORTUNE, MILL & FACTORY, 
MACHINE DESIGN, APPLIANCE MANUFACTURER and 
many others, blanket your market and steer prospects to you. 


EASIEST CATALOG TO USE is RB&W’'s illustrated catalog, double- 
tabbed for instant reference. Jam-packed with all types, sizes, 
weights, construction features — the facts on RB&W bolts, nuts, 
cap and set screws, silicon bronze, screw products and rivets. 
Heavy, flexible cover protects this hard-working sales aid. Yours 
for the asking. 


INDUSTRY'S BROADEST LINE of high quality bolts and nuts 
includes cap screws, finished nuts, rivets, machine, carriage and 
lag bolts. Allows you to meet all customer requirements easily 
and exactly. RB&W's cold-forming of heads and threads, heat 
treating and complete quality control provide uniformity, accu- 
racy and holding power — insuring customer satisfaction. 


NEW, STRONGER PACKAGES of rigid kraft-board (larger sizes are 
corrugated) cut spillage, breakage. Upside<down box (another 
RB&W first) and oversized labels speed handling. Stock handling 
gets an assist, too, now that RB&W furnishes cap screws in 
standard case quantities. Russell, Burdsall & Ward Bolt and Nut 
Company, Port Chester, N.Y. 43 


Ww RUSSELL, BURDSALL & WARD 


110 YEARS MAKING STRONG THE THINGS THAT MAKE AMERICA STRONG 


Plants of: PORT CHESTER, N.Y; CORAOPOLIS, PA; ROCK FALLS, ILL 


; LOS ANGELES, CALIF. Additional soles offices at: ARDMORE (PHILA PA.; 


PITTSBURGH; DETROIT; CHICAGO; DALLAS; SAN FRANCISCO. Soles ogents of: SEATTLE. Distributors from coast to coos? 
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wegralulalions to these [5 companies 


FOR CREATING advertising campaigns 
which won the highest honors in the Fourth 
Annual Advertising Awards of the National and 


AWARD WINNERS Southern Industrial Distributors Associations. 


Republic Rubber Division, . ' aa . . — 
yo Seber & Tie Corporation -1 FOR BELIEVING _ in the industrial distrib- 


Simonds Saw and Stee! Company - 2 utor’s importance to the industrial buyer. 


New York Belting and Packing Company - 3 
Tube Turns, Incorporated - 4 FOR PROCLAIMING this belief to indus- 


The L. S. Starrett Company - 5 trial buyers in your advertising. 
Republic Steel Corporation -7 

FOR PROMOTING not only the quality 
HONORABLE MENTION of your products, but the quality of your distribu- 
B. F. Goodrich Company -| 
Norton Company -2 
npn enay-S FOR GIVING generously of your time and 
Goedyear Tire and Rubber Company - 4 
The Torrington Company - 4 
The Jacobs Manufacturing Company - 5 
Sterling Grinding Wheel Company - 6 


tion as well. 


money to make your distributors partners in prac- 


tice, partners in progress. 


FOR MAINTAINING a distributor pro- 


Nicholson File Company - 7 ; 
gram as an integral part of your business. 


Standard Pressed Steel Company-7 
FOR DEMONSTRATING that a distrib- 
utor program, conscientiously conceived and con- 
ducted, can mutually benefit both manufacturers 
and industrial distributors in better serving indus- 


rial buyers. 


ADVERTISING AWARDS 
]—single direct mail piece 2—series of two or more direct mail pieces 3—single advertisement 4—series of two or more advertisements 
5 —manutacturer's catalogs 6 —house organ or annual financial report 7 —advertisement devoted entirely to selling the distribution system 


Ind ustri a Selly the men who Supply industrial Clmerica... 
Distri bution A McGrow-Hill Publication 330 W. 42nd Street, New York 36, N. Y. @ @ 
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THIS BOX OPENS MORE DOORS TO THE DISTRIBUT 


ve 


For decades, =cs has, with conspicuous success, sought 

original equipment sales from all industries. As a result, 

cs” Bearings and Pillow Blocks are today found in more 

different types of machinery and equipment than bearings 

of any other make. 

Thus, wherever the Authorized =e Distributor is located, he 

has many customers. In supplying @csr Bearing replacements 

for so many different kinds of machinery, the distributor’s salesmen 

“get in” to many different departments of many different plants and 
thereby find many more opportunities to serve and sell. 

This is but one of many reasons why the @cs franchise is the most 
valuable bearing franchise. SKF INDUSTRIES, INC., PHILADELPHIA 32, 
PA., manufacturers of SKF and HESS-BRIGHT® bearings. 7620 














BEARINGS AND 
PILLOW BLOCKS 


INDUSTRIAL DISTRIBUTION © JULY, 1955 

















We're putting our “KNOWS” in your business 


Traffic department at Allen routes 
your order best and fastest way... 


“Same day service” at Allen means 
more than just getting your ship- 
ment out of the plant. The Traffic 
Department here never feels that its 
job is done until your shipment 
arrives safely at its destination. 

For every order, Traffic checks 
your delivery needs .. . then sched- 
ules shipment by the route and car- 
rier that will get it to you when it’s 
needed, at the lowest cost. 

Every year, our Traffic Depart- 
ment makes a study of 1000 specific 
shipments. This continuing check 


shows us how the carriers — rail- 
road, express, airline or trucker — 
are actually performing. 

Our Transportation Chart — so 
far as we know the only one of its 
kind —tells you transit time and 
charges for all types of carriers from 
Hartford to 116 points throughout 
the country. It’s revised regularly. 
Copies are yours for the asking. 

Traffic here at Allen has earned 
a record for on-time deliveries. To 
you, that means dependable service 
that satisfies your customers. 


meee i9 








FOR 
INFORMATION 
WRIiIte To 


ALLEN 


MANUFACTURING COMPANY 
Hartford 2, Connecticut 
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DISSTON 


DISTRIBUTOR 


lends you a hand 


He offers you- 


® SOUND ADVICE 


He is a well-informed specialist, 

having wide experience in solving 
metal-cutting problems. As a center of 
information, he can keep you informed 
of the latest developments in your field. 


® QUICK SERVICE 

From a nearby, well-stocked warehouse, 
your distributor can give you prompt, 
personal service. Just make a local 


phone call—and he is ready to help 
you avoid production slowdowns. 


® LARGE ECONOMIES 


By carrying a wide inventory of 

Disston tools that you use regularly, 

your purchasing, receiving and 

bookkeeping procedures are simplified 
thus reducing your cost. 


To learn more about the Disston 
line of fine tools—and how you can 
profit by using them in your plant 
—call your local 

Disston distributor. 


Heary Disston & Sons, inc. 
723 Tacony, Philadelphia 35, Pa., U.S.A. 


Other factories and branches 
Torento, Ont., Seattle, Wash., Chicago, Il. 


He stocks quality tools -— 


DISSTON FILES 


Rugged, long-lasting files 
for every purpose 


DISSTON METAL CUTTING 
BAND SAWS 


Uniform hardness 
and temper, 
durable edges. 


4 


DISSTON 
HACK SAW BLADES 


Sharp, clean-cutting blades for 
hand and machine use. 





INDUSTRIAL DISTRIBUTION © JULY, 





These MEW Walker-Turner Light-Heavyweights 
give you MORE to sell... 


BIG MACHINE 
PERFORMANCE 
at LOWER COST 


No. 2221 — 10” Tilting Arbor Sow — Capacity: 
3%” with 10” blade; 2%” at 45°; with 6” 
dado, 1%”. Speed: 3800 rpm. Table: 32%” 
deep x 32” wide; 32%” x 4534” with exten- 
sion. With 10” combination blade, extension 
tables, miter gauge, guard, splitter, motor 
pulley and belt (without motor) $297.00. 


Show your customer how these 
rugged new saws slice right 
through production costs . . . how 
they start earning their way at the 
first cut they make . . . and you're 
pretty close to a sale! Here’s per- 
formance and accuracy you'd 
normally find only in much 
heavier, more expensive machines. 


Faster, smoother production 
cutting is built right into these 
new Walker-Turners! Motor 


mounting and arbor tilt as a unit. 
Guard and splitter are always 
lined up with the blade for pro- 
tection at any angle. Saw arbors 
mounted on precision ball bear- 
ings on all models. 


Machines like these make a 
Walker-Turner Distributorship a 
very valuable franchise. Write, 
and we'll be glad to tell you if 
one is available in your area. 


No. 2121 — 8” Tilting Arbor Sow — Capacity: 2%” with 8” blade, 
1%” at 45°; with 6” dado, 15%”. Spindle speed: 4000 rpm. Table: 
23” deep, 19” wide; 23” x 37” with extensions. With 8” blade, 
extension tables, miter gauge, guard, splitter, belt, motor pulley and 
sub base (without motor) $192.00. 





No. 2450 — 14” Tilting Arbor Saw — Capacity: 5” with 14” blade, 
3%” at 45°; with 8” dado, 2”. Speed: 3450 rpm. Table: 38%” 
deep x 48” wide with extension. With 14” combination blade, 
extension table, miter gauge, splitter, guard, including 5 hp 220/440 
volt 60 cycle 3-phase motor, with push button statiun. $946.50. 


WALKER-TURNER 


* DIVISION - 
KEARNEY AND TRECKER CORPORATION 
PLAINFIELD, N. J. 


AIR FEED DRILL PRESS ATTACHMENT ° RADIAL DRILLS 
RADIAL SAWS ° JIG SAWS ° LATHES 
FLEXIBLE SHAFT MACHINES 


Feed . 
TUTING ARBOR SAWS ° 
BELT AND DISC SURFACERS . 


DRILL PRESSES — Hand and Power 
Weed end Metal Cutting BAND SAWS . 
° SPINDLE SHAPERS ° JOINTERS . 
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Smith-CourtNey Company 
INDUSTRIAL MACHINERY, EQUIPMENT AND SUPPLIES 


TELEPHONE a ate: SEVENTH © Be nemoeE sTS 


HMOND 11. Vv 
RicnnonD A april 13, 1955 


New York Belting & Packing Cc. 
1 Market Street 
Passaic, New Jersey 


Gentlemen: 


Reviewing our mechanical rubber lines reveals we have 
represented your corpany in North Carolin: en Virginie 
for over fifty years. Our long association with the New 
York Belting & Packirg Co. can only be attributed to 
one thing -- satisfaction with our sanufacturer. 


The re fee. cally serve 

his custorers at ali 3 anc this can only be accomp- 
lished by ccrmplete cceperaticn between the distributor 

and the manufacturer--workinge as a team. Then, and only 
then, are there satisfied custcmers. Te heave « winning 
team, it is necessary tc have factcry sales engineering 
assistance available at all times, te help distributcrs' 
custemers wi rk between « dis- 


trib 


nen handling quality merchandise, becked one hundred p 
cent by the manufacturer, a distributor has no hesitancy 
in recommending to his customers the sanufacturer's prod- 
ucts. This, along with prompt delivery service, makes 

New York Belting & Packing Compeny's mechanical rubber line 
very desirable for a distributor. 


We are happy to say the New York Belting 4 Packing Co. he 
cooperated with us at all times. 


SMITH-COURTNEY COMPANY 
oD 


Sipe «/ Sighno— 


/Geo. W. Sydnor, Se¢retary 








AID 


Over 50 years an NYBzP Distributor! 


This is another in a series of ads 
featuring prominent distributors 
who have represented NY B&P 
continuously for several 
generations. In the final analysis, 
what better reason can there be 
for handling any line than that 
given by Mr. Sydnor: complete 
satisfaction with the manufacturer 

.. complete confidence in the 
quality and performance of his 
producis. 

For 109 years we have done 
our best to build rubber belting, 
hose and packing which would 
merit such confidence. We shall 
continue to do so during our 
second hundred years! 


George W. Sydner, Secretory 
Smith-Courtney Compeny 


o> V.BELTS AND “TIMING” BELTS 





NYBaP INDUSTRIAL RUBBER PRODUCTS 





J America’s Oldest Manufacturer of Industrial Rubber Products 
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“THIS LUBRICANT 
ENABLED Uc 
TO INCREASE 
PRODUCTION” 


soys—PITTSBURGH TUBE COMPANY 











“Our 70,000 pound Draw 
Bench was designed to operate 
at a maximum of 80 feet per minute, full 
load. We decided to increase the drawing 
speed on lighter tubing to 100 and 104 
feet per minute. This overloaded the 
Speed Reducer, however, causing it to 
overheat. We tried four different makes 
of oils without success before trying 
LUBRIPLATE A.P.G. 90. With Lusri- 
PLATE, we are able to pull heavier tubing 
than before at 104 feet per minute with- 
out the Reducer overheating.” 
R. S. Vorous 
Maintenance Engineer 


REGARDLESS OF THE SIZE AND 
TYPE OF YOUR MACHINERY, 
LUBRIPLATE Grease ann 
FLUID TYPE LUBRICANTS WILL 
IMPROVE ITS OPERATION AND 
REDUCE MAINTENANCE COSTS. 




















LUBRIPLATE is available 
in grease and fluid densi- 
ties for every purpose... 
LUBRIPLATE H.D.S. 
Moror OIL meets today’s 
exacting requirements for 
gasoline and diesel 
engines. 


WBAIPLAT 


For nearest LUBRIPLATE distributor see 
Classified Telephone Directory. Send for 
free “LUBRIPLATE DATA Book”. ..a 
valuable treatise on lubrication. Write 
LUBRIPLATE DIVISION, Fiske 
Brothers Refining Co., Newark 5, N. J. 
or Toledo 5, Ohio. 


ITS EASY 10 SELL 
A LUBRICANT 
THAT FITS THE JOB 


The entire LUBRIPLATE Line 
was developed with the basic idea 
of ‘a lubrican tto fit every job 

Whether grease or oil is required 
there is a LUBRIPLATE product 
that meets every lubrication de- 
mand better than other lubricants 


LUBRIPLATE 


progressive wear, protect against 


Lubricants arrest 


rust and corrosion. Because they 
are endowed with special qualities 
not found in ordinary lubricants, 
they are well able to meet the mod 
ern demands of higher speeds, 
heavier loads and extreme heat 
and cold to the utmost satisfaction 
of their many users. These users 
are all your prospects. 

LUBRIPLATE supports its deal 
ers and their salesmen with na 
tional advertising. The columns 
on both sides of this one are typi 
cal of the LUBRIPLATE adver- 
over fhiftty 


tisements offered in 


trade and technical papers that 
cover every industry. Your cus 
tomers, therefore, have read of the 
advantages LUBRIPLATE offers 
The spade work is done before you 
even make a call. This national ad 
backed by 
informative literature. 

BRIPLATE Tag Plan 
continued use of LUBRIPLATE 
on every machine that is initially 


lubricated with it. 


sound, 
The LU- 


assures 


vertising 1S 


This in itself 
is big potential business for you 


The lucky salesman 
LUBRIPLATE to offer need have 


no worry about weekly sales quo 


who has 


tas. All he has to do is ask for 
LUBRIPLATE on 


every call and he will just about 


an order on 


make a sale on every call 


(ADVERTISEMENT ) 
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“THIS LUBRICANT 
CUT BEARING 

REPLACEMENTS 
OVER AD% w" 








a 


say:—HANOVER BUILDING 
SUPPLY CO. of Hanover, Pa. 





“Before using LUBRIPLATE, we replaced 
the wheel bearings in over 50% of our 
trucks each year. Since using it, bearing 
replacements have dropped to less than 
10%. We have also been able to increase 
periods between chassis lubrications from 
500 to 2000 miles. We are very happy 
over our change to LUBRIPLATE, and 
heartily recommend it to fleet operators 
interested in saving money.” 
HANOVER BUILDING SUPPLY CO. 
C. O. Albright, Pres. 


REGARDLESS OF THE SIZE AND 
TYPE OF YOUR MACHINERY, 
LUBRIPLATE Grease aAnp 
FLUID TYPE LUBRICANTS WILL 
IMPROVE ITS OPERATION AND 
REDUCE MAINTENANCE COSTS. 




















LUBRIPLATE is available 
in grease and fluid densi- 
ties for every purpose... 
LUBRIPLATE H.D.S. 
Moror OIL meets today’s 
exacting requirements for 
gasoline and diesel 
engines 


SBRIPLATE 
=| 
_ 


For nearest LUBRIPLATE distributor see 
Classified Telephone Directory. Send for 
free ““LUBRIPLATE DaTA BooK”...a 
valuable treatise on lubrication. Write 
LUBRIPLATE DIVISION, Fiske 
Brothers Refining Co., Newark 5, N. J. 
or Toledo 5, Ohio. 








CLEVELAND [ectial TOOLS 


. / a . 
Lestgned and a MYCHOEHE d Cy Crafliue 4 
é f 


All CLEVELAND Special Tools are manufactured to the same high 
standards of quality as regular tools bearing the famous <> trade 
mark. Why not take advantage of CLEVELAND’s experience, know- 
how” and service in designing, producing and testing special 


Drills, Reamers, End Mills or other tools for your next job? 


THE CLEVELAND TWIST DRILL CO. 


1242 East 49th Street Cleveland 14, Ohio 
Stockrooms New York 7 + Detroit 2 + Chicege 6 + Dollies 2+ Sen Frencisce 5 * Les Angeles 58 
£.? Berrus, ltd. Londen W 3. Englend 


TELEPHONE YOUR INDUSTRIAL SUPPLY DISTRIBUTOR 





Stock these Deming Pumps 


—— 


“us| OISTRiBUTORS 





DEMING “Motor-Mount” Centrifugal Pumps 


I 


These ““MoTor-MouNTS” are designed to 
permit mounting on any motor having 
“Nema” type “C’ mounting flange. Avail- 
able in vertical and horizontal types, as 
illustrated. Capacities range to 200 G.P.M. 


Here’s a quick-action view of what Deming 
“MOTOR-MOUNT” pumps can mean to you. 
Market-wise, they have almost countless 
applications in most industries. Quick ship- 
ments from your stocks would best serve your 
customers. Increasing demand for these 
standard units means faster turnover and 


higher profit per inventory dollar! 


Write for BuiceTin 4350. 
Prepare NOW to meet the steadily rising 
demand for Deming “MOTOR-MOUNT” 


Centrifugal Pumps. 


Thisis MoToR-MOUNTS designed 
for cc mpactness high efficiency wide 
odaptability and economy. The complete 
line covers a full range of capacities up 
to 600 G.P.M. Write for Buiserin 4303. 


se of the 


This type of “MoTtorR-MOUNT"” pump is 
designed primarily for air conditioning 
service but has various other uses such as 
booster service, general circulating service, 
etc. Capacities up to 200 G.P.M. Write 
for BuiteTin 4355 A. 


Complete details about a! 


This is one of the Self-Priming types of 
MOTOR-MOUNT” pumps. These units ore 
especially adapted for air conditioning, 
swimming pools, lawn sprinkling, irrigation 
and general industrial service. Capacities 
range to 140G.P.M. Write for BuLLeTin 3350. 


| types of Deming 


MOTOR-MOUNT”’ pumps are available in Bulletins 
3350, 4303, 4350 and 4355 A. Write for copies. 


THE DEMING COMPANY 


511 Broadway ~- 
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DEMING! 
PUMPS? 


Salem, Ohio 





WYTEFACE’ 


The NEW steel tape 


Rigid, curved blade, 2 inch 
wide, 16 ft. and 20 ft. Replaceable, 
changed in a moment. 








Long winding handle 
for greater leverage. 


Handsome, hard wearing, 
grey Plastide* cover on sturdy 
welded steel case. 


ons TT Ts | 
ee ee Ee ed 
Pfxtittr ees 


MS 


T 





TIT OTT TTS) 


TIT ELT TET GT Ter 


I 





1 


RIGITAPE* 
with 5S great features 





Graduated feet, inches and 
8ths. Black on white background. Exclusive 
K&E feature of foot numbers in red, repeated 
in red at every inch. 








_#: 


SALES-COMPELLING DISPLAY PACKING 
Here is tape news to make your cash register sing! 
This is the l-o-n-g stee! tape that users can push 
around . . . for measurements along floors, up 
walls, or anywhere. Note its many exclusive 
features. Backed by national advertising in Better 
Homes and Gardens, circulation 4,040,587. 


KEUFFEL & ESSER CO. 


EST. 1867 


New York - Hoboken, N. J. 


Detroit + Son Francisco 
Montreal 


St. Lovis « 
Los Angeles * 


Chicago « 


for accurate inside and 
outside measurements. 
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LET US SHOW YOU HOW 


Profitalle THE JOHNSON 


FRANCHISE CAN BE 


This is the most complete line of bearings 
ever marketed through distributors. With 
these different types and the large range 
of sizes in each, you can make more sales 


to a customer. Every salesman’s time is 
valuable, only a few calls can be made in 

a day . . . so get all the business available 
every call. You can sell Electric Motor, 
Graphited, and Powder Metallurgy Bearings, 
as well as Bars and General Purpose Bearings. 
No other line offers so much. Write for details. 





JOHNSON BRONZE CO., 535 S. Mill St., New Castle, Pa 


JOHNSON Baca 
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REAMERS 


CUT COSTS IN HALF! 


Only the heads to buy for replacement— 
this cuts your cost to /ess than half with these 
new-type T-] Reamers! Heads are quickly 
interchangeable sizes from 4" to 24%” 
inclusive, in 1/16’ increments (special 

decimal! sizes available upon request) 

spiral flute. 
Tapered hole in head insures con- 
centricity and a snug fit on smoothly 
ground tapered shank. Reamer oper- 
ates free from binding or sticking, 
due to cutting portion wearing un- 
dersize and creating negative relief 
Performance retains all advantages 
of standard, expensive reamer 
Backed by T-]'s 38 years of know- 
how as one of largest manufac- 
turers of die sinking milling 
cutters. 


~ 


The Tomkins 
Jackson, Mict 


Vi 
38 YEARS EXPERIENCE / 


TOMKINS-JOHNSON 


Please send details about your distributor or representa 


tive plan for T-) Reamers 


Name 


DISTRIBUTOR OPPORTUNITY > 
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Dickinson and Company 


“Why a doctor must never be rushed!”’ 


___ & AirExpress 


GeTs THEFea FrirsasT 2 US. Sel 


CALL AIF EXPRESS iiston of RAILWAY EXPRESS AGENCY 
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THE FERRY CAP & SET SCREW CO. 


e CLEVELAND 13, OHIO 


2153 SCRANTON ROAD ¢ 


“SHINY HEADS” 
America’s Best Looking Cap Screw 
Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished hexagon head cap screws— 
bright finish. Heads machined top 
and bottom. Hexagon faces clean 
cut, smooth and true, mirror finish. 
Tensile strength 90,000 p.s.i. 
Carried in stock. 


“LO-CARBS” 


Made of AISI C-1018 steel — bright 
finish. For use where heat treat- 
ment is not required and where 
ordinary hexagon heads are satis- 
factory. Hexagon heads die made 
to size—not machined. Points 
machine turned. Tensile strength 
in accordance with SAE Grade 2. 
Carried in stock 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots— less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


“SHINYLAND” STUDS 


All studs made steam -tight on ta 
end unless otherwise specitied, 


“HI-CARBS” 
Heat Treated Black Satin Finish 
Made of high carbon stee! — AISI 
C-1038. Furnished with biack satin 
finish due to double heat treat- 
ment. Hexagon heads die made, 
not machined. Points machine 
turned; fiat and chamfered. Ten- 
sile strength in accordance with 
SAE Grade 5. Carried in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertiy 
made by the pioneers in procucing 
Cup Point Set Screws by the col 
upset process. Cup points machine 
ture Carried in stock. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered machined 
point. Carried in stock 


* 
ADJUSTING SCREWS 


Valve nape adjusting screws — 
—~ =A pad i style — to blue print 
heed hard; 





with flat and ch 
int. Nut end, oval point. Land 
etween threads shiny, bright, 

mirror finish. Carried in stock. 


+ 
CONNECTING ROD BOLTS 


Made of alloy steel — heat treated — 
threads rolled or cut — finished to 
extremely close thread and body 
tolerances — body ground where 
specified. Expertly made by the 
pioneers ia poodasins connecting 
tod bolts by the cold upset process 


polished if epeciiiod = — threads soft 
to close tolerance— points machine 
turned; flat and chamiered. 


* 
SPRING BOLTS 


Case hardened to proper depth and 
ground to close tolerances Threed 
end annealed Supplied ia verious 
heed she . with ofl holes and 
grooves of different kinds, end flats 
accurately milled 





FERRY PATENTED ACORN NUTS 


For ornamental pespeses Steel in- Tapped 1/4” to 3/4” inclusive 

sert — steel cover Finish: plein Cross section of Ferry patented 
zinc plated, cadmium plated. Size scorn nut, showing how steel hexze- 
9/16", 3/4", 15/16" across the flats. gon sut fits enugly into shell. 


\ 
\ 
; 


Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 
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TANDARDS 


carried by 
LEADING 
DISTRIBUTORS 





SPECIALS 
furnished to 


BLUE PRINT 





WRITE FOR 
INFORMATION 


SEND FOR SAMPIES 








Your Service 1S AT ITS BEST 
WITH PRODUCTS 
AT THEIR BEST 














IT PAYS TO SELL 


MILWAUKEE 


INDUSTRIAL 


BRUSHES 


* The industrial brush service you give to your cus- 


tomers can only be as good as that given you by us. 
That is why this organization works at all times to 
maintain a high standard of service. Add to this 
the excellence of Milwaukee Industrial Brush qual- 
ity and you have a one-source of supply that's de- 
pendable at all times. 


From receipt of order we work to smooth the dis- 
tributor sales job. Lay your problem in our lap and 


we will have the right answer for you. 
ook Ae ed ——— =O 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-36 NORTH 30th STREET MILWAUKEE 45, WISCONSIN 


SEND FOR 
CATALOG NO. 36-R7-54 
IT FEATURES 
THE COMPLETE LINE 
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NEW #Hook-Tooth 


LENOX HOOK-TOOTH 
BAND SAW BLADES 


With Positive Rake and Rounded Guliets 


Cuts Faster, Freer...tasts Longer 
For Non-ferrous Metais, Wood, Piastics 





The positive rake teeth incline toward 
the work for quicker penetration and 


faster cutting 


Hook-Tooth Blade with a positive rake. Teeth hook Hook- Toothdigs in and takes big full 
themselves into the work. They saw in- chips. from the material. Rounded 
stead of scraping and they cut full helical chips. gullets allow the chips to form and 





Hook - Tooth Conventional 


clear with ease 








Anyway you look at it—in terms of 
Hook-Tooth meets less resistance, gen- greater production, lower. blade costs 
erates less fricticn and heat So, Hook ess man-hours, fewer machines it 
Tooth lasts longer arid gives more cuts all adds up to real savings with LENOX 
per blade Hook-Tooth Band Saw Blad 


AMERICAN SAW & MFG. COMPANY 


SPRINGFIELD, MASS. 








woes ee SR aR Oe 48 £4, 28 Se ee ae oe oa Be oe £8 BR ee ae ee oe ee ~« ~~. vi 
* bs $@@+ @@ + 8: 68 + 6m + 28 + 6O + Oe + 66: 48+ 68: 68: 6H + 2H + OO + BOs 28: 48+ e+ be: 
01 88 08 tee eet Se tees se) aby 881 oases ee) ee) ee) ees 88) 88 | See eet eet ees ee ee ee es 





- J in 





1. FURNISH MERCHANDISING COUNSEL AND STRONG 
ADVERTISING SUPPORT. This is a key plank in the Disston 
Industrial Distribution Policy. Prime evidence is the Dis- 
tributor Advertising and Sales Promotion Manual, being 
shown here to Harry D. Witmer, V. P., Warren Balderston 
Company (distributors), Trenton, N. J., by L. W. Jander, 
Manager of Sales, Industrial Division, Henry Disston & 
Sons, Inc., Philadelphia. The manual outlines the many 
sales promotion helps available to Disston distributors. 


DISSTON 


HAS 
THE 


t ) c >) 





fe of AC TORY 


MANAGEMENT AND MAINTENANCE 























pissTo 
PILE 






| 2 


2. SALES LITERATURE AND ENGINEERING HELP FOR 
DISTRIBUTOR USE. A wide range of product information 
pieces and catalogs is available with individual distributor 
names imprinted for personalized effect. Aiso, a corps of 
experienced sales engineers, each a specialist, is on call 
to help distributor customers with tool applications. 


—- 


3. HARD-HITTING 


4. DISSTON’S INDUSTRIAL SALES BOSS, L. W. Jander, 
describes the role of FACTORY in the company adver- 
tising: “We are convinced of the importance of the 
job which FACTORY can do in helping sell plant operat- 


ing men. This is a vital group to us because of the broad 
scope of our industrial products . . . such tools as files, 
hack saws, metal circular saws and metal band saws."’ 





5. FACTORY's value for Disston lies in its unequalled cir- 
culation among the men who operate America's manufac- 
turing plants. These are the men who buy what you sell. 
They are the very men salesmen find hardest to see . . . 


or even to know. On every product line you handle, ask 
for the sales support that includes advertising in FACTORY. 








A McGRAW-HILL PUBLICATION, 


330 WEST 42nd STREET, NEW YORK 36, NEW YORK 


ADVERTISEMENTS 
“DISSTON HAS THE EDGE" appear in leading business 
magazines. These ads reach buying influences in every 
industry served by industrial distributors. They help to 
“edge-ucate’’ prospects and customers to the advantages 
of Disston tools over competing makes. 
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AUTOMATIC and PAR-A-MATIC DRILLS 


Increased production . . . higher quality 
fewer man hours! Controlled air and hydraulic 
feed... rapid traverse adjustment... ad- 
justable stroke length ...use singly or in 
combinations. Write for bulletin 5546-T 


on Automatic and Par-A-Matic Drills. 


THE ARO EQUIPMENT CORPORATION 
Bryan and Cleveland, Ohio 


Aro Equipment of California, Los Angeles, Colif. 
Aro Equipment of Canada, Ltd., 
Toronto 15, Ontario 


Offices in All Principal Cities 


rs me 
5 _ 
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AIR TOOLS 


Alse .. . Air Hoists 
.. . lubricating 
Equipment . . . 
Aircraft Products 
«++ Grease 
Fittings 
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The Johns-Manvi 
Packing of the Mont 


... one of the lead 
ersina li ° 
profitab : eines ity line that wi 
le business in replacement = = help you build a 
c ings 





STYLE nNoS. 
222 and 223 


A packing with 
long service life 
that’s perfect 
for use in 

small space 


Where to sell it: Every industrial plant uses Style No- 193-ITw isted. The strands of this 
i cking cao be wisted to any desired 


equipment wit all packing spaces where handy P@ 
Mogu! will pa i smaller size- Thus, © lis the needs of 
as a valve stem many different valve stem stufing box sizes. 


east ; ; Style No- 222 — Braided round. This pack 
ing is recommended for valves and reciproc ating 
service where packing space is Limited. 


Style No. 223 — Braided square. Formed 
square after braiding. this style particularly 
recommended for packing small stuffing boxes 
where a square section packing js preferre 


How it is furnished: Style Nos- 193 and 
222 in coil form only, in 5175 “wo l and s 
ro 1", respectiv ely. Style No- 223 1s furnished in 


both coil and ring forms, in sizes “two lL’. 


the packing 
service ; 
comes in three 


Note to Salesmaneger* For copies of this advertisement for distributio® to 


your sales organization, write Johns-Maos ilie, Box 60, New York 16. N.Y. 


INDUSTRIAL 
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Morse HY-VO Drives 
meet customers’ heavy- 
duty service demands! 


A HY-VO Drive, 8” wide, transmits 660 hp to Emsco 


CHECK THESE HY-VO BENEFITS: 


Longer service life 


Easy to assemble, install, 
and service 


Speeds up to 8500 fpm 
Transmits up to 5000 hp 
Saves weight and space 


Less vibration, less heat 











Dependable, economical Morse HY-VO is ideally suited to 
meet heavy-duty service demands of customers. The high- 
velocity characteristics of HY-VO make it an efficient, com- 
pact drive which can be used either as original equipment 
or in conversions. This field-proved power transmission drive 
is sold through Morse distributors. For further information 
on HY-VO Drives, plus the complete line of Morse Precision 
Built Mechanical Power Transmission Equipment, write 


today to: 
MORSE CHAIN COMPANY. 


INDUSTRIAL SALES DIVISION, 
ITHACA, NEW YORK. 











AND CLUTCHES 


MORSE. F cnrins. couriines. 
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Talk of the Trade 


THE LITTLE THINGS: ‘They say the little things 
are what really count in life It’s certainly true in 
selling or, to take the other approach, it’s certainh 
true that little things ruin sales I ran across an 
incident recently that illustrates my point 

THE CASE IN POINT: 
belt manufacturer visited New York for a Sales Execu 
tive Club meeting in December While he was 
ittending the mecting, his wife went shopping 
When Mr. Sales Manager returned to his hotel, his 
wife greeted him with Niagara-size tears Her 
The sales 


Ihe sales manager of a 


wallet had been stolen from her purse 
manager had very little difficulty calming her: “Don't 
worry about it, honey. I carry imsurance that'll cover 
it \s soon as he got home, he reported the 
loss to his agent who filled out a claim for him 

Ihe sales manager estimated the current value of 
his wife's wallet at $5 and the company paid this in 
addition to reimbursing him for the actual money 
loss It was a couple of months later that the 
sales manager received a letter from the department 
store where the purse had been picked Seems, 
the empty wallet had been found and the store wa 


returning it Ihe sales manager figured that wa 


he, too, wanted to play fair so he sa 


right down and sent the insurance company a check 


for $5 When a month had passed without 


right nice and 


acknowledgement the sales manager got a littk 


irked and wrote again, this time asking for acknowl 
edgement Not,” he explained, “that I thought 
but I did think the com 


The insurance 


I should get a merit badg 
pany could send me a ‘thank you’ ’ 
compan\ ime right to the point im its letter We 
saw no | int im answering vour letter Your can 
elled check should be acknowledgement enough” 


“we 


lhe sales manager's letter was brief too 1 see 


point in keeping my po with you; please cancel 
it 
Yes, its at 


‘ e story; if you don’t think so, drop 
me a note and 


Ill give you the names of the prin ipal 
including the ompat that should have know 


better 


4 BULL STORY: When Tommy Thomas (Cowan 
Supply Co., Atlanta) called on Walter Ried, a cus 
tomer, Tommy was limping Walter naturally 
inquired as to the reason Tommy told how he 
and the bull gave 


went out to corral a yearling Angus 
Quick as a flash, Walter came 


him quite a tussle 
back with Ce icvVCI 


trouble throw ng 


thought oud : in 


ANOTHER SALES MANAGER 

tcll-stories-about-sales-managers mot 
Davitt (Kalamazoo ‘Tank & Silo Co.) took an castern 
after the Cleveland convention and was head 
ing home on Sunday morning, a week later \t 
Willow Run Airport, Detroit, Joe learned he'd have 
to lay over until that afternoon for a plane to Kala 
He happened to learn that Central Au 
lines was inaugurating DC4 service between Detroit 
ind Chicago that very day Newspapermen and 


Swing 


- 


MmaZOo 


urline officials were the onl: passengers until loe con 


need the \ p. in charge that it would be a good 
publicity idea to have Joe be the first paying passenger 
At Kalamazoo the publicity conscious airling 
ficials had Joe alight first to be greeted by city 
fhcials and newspaper men Guess it'll have to 


be “Front Page Joe” after thi 


rRAVEL TROUBLES: If you have any travel 
problems the place to take them is to Globe Ma 
hinery & Supy Des 
of that compa just beer | senior coun 
clor of the De oO nited Commercial 


l ravelers of Amet 


Moin Larry Friedel 


RK. W. B. 
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YOULL LIKE THESE OTH-FITTING THREADS 


You can count on fast, accurate 
assembly when you use Bethlehem 
fasteners. This is because the threads 
are so clean, so smooth-fitting. What's 
more, Bethlehem fasteners have 
strong shanks and easy-to-grip heads. 
They’re top quality fasteners all the 


way—just what you're looking for. 


J 

*% 

“* 
ow 
a 
a 
o 
- 
a 
a 
- 
o 
- 


VOVANVARRERAGARRRURODRRRALAAALS 


Bethlehem Bolts 
Are Good Bolts 





PORTABLE GRINDERS 


A Dependable, Heavy Duty Tool for 


ELECTRIC DRILLS Grinding, Buffing, Wire Brushing 


5” and 6" Wheel Diameters. 
Corefully Balanced for Easy 
Advanced Design Handling. 
Balanced Power .—= Sioux Quality Throughout 
Rugged Construction 
A Size for Every Need 
Sioux Dependability 
No Drill is Built to 
Last Longer 


HIGH SPEED WIRE WHEEL 
HOLE SAWS BRUSHES 


Sioux high speed teeth 
hole sows will cut holes 
from %” to 4" diameter 
in any machinoble material. 


Durably built of special 
brushing wire with wide 
foce, even trim, perfect 
balonce. Designed for heavy duty cleaning, 
removing, deburring, descoling, roughing, 
buffing, and polishing. 
Round or plate steel, brass, aluminum, bronze, Torque or saucer shaped brushes cre fast 
wood, even stoiniess steel moy be cut workers for body repoir, removing paint, 
High speed steel teeth welded to chrome scale or corrosion, cleaning welded joints, etc, 
vanadium body give moximum life and cutting Used with Sioux flexible shofts or portable. 
ability. Used in electric tools the brood brushing area cleans large 
drills, drill press, or lothe, creas in less time. 


LI 


SOLD ONLY THROUGH 
AUTHORIZED DISTRIBUTORS 
ELECTRIC DRILLS, SANDERS, POLISHERS, 


ALBERTSON d co INC BENCH GRINDERS, ABRASIVE DISCS, 
an er . PORTABLE GRINDERS, ELECTRIC HAND 
SIOUX CITY, IOWA, U.S.A. SAWS, FLiXIBLE SHAFTS. 
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A 


A CONVEYOR BELT 
that will handle 
HOT MATERIAL up to 400° F. 
ECONOMICALLY 














Republic’s New Butyl-Glass Belt 


. . will satisfactorily handle hot materials at tem- 
peratures up to 400° F. It is constructed with suffi- 
cient plies of glass fabric to give proper transverse 
flexibility—and at the same time, adequate strength 


to pull the load. 


Leads All Belts in Field Test! 


In one sand plant where the temperature of the hot 
sand runs consistently over 300° F., belts of all 
leading manufacturers have been tried. Republic’s 
Butyl-Glass Belt has handled five times the average 
tonnage delivered by conventional hot material belts 


before replacement becomes necessary. 


Economy—Plus 


Laboratory tests, backed up with evidence from 
actual use in the field, prove that longer service life 
is being built into Republic's Butyl-Glass Belt. Re- 


placement costs can now be kept at a minimum. 


For More Information 


. contact your local Republic Rubber distributor. 
If his name is not in the yellow pages of your phone 


book, please write us direct. 








REPUBLIC RUBBER DIVISION 


LEE RUBBER & TIRE CORPORATION, YOUNGSTOWN 1, OHIO 


INDUSTRIAL RUBBER PRODUCTS 
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‘Industrial Distribution— 


Who's Looking Out For You? 


F” rHE PAST COUPLE OF MONTHS I've devoted 


this page to comments on the lessons to be 
learned from reading “Growth of an Industry 
Che History of a Century of Change in the Distri 
bution of Industrial Supplies and Equipment” 
special 48-page feature article in the April issue 
l'oday, I want to explore industry recognition and 
representation at the national level 


Built-in Dispersal 


\s you read the history of our industry in World 
War I, in World War II, and in the Korean build 
up, vou see a lot of false starts, a lot of running 
to put out fires, a lot of pulling and hauling 
(his indecision, in the face of a national emer 
gency, stemmed from the lack of a uniform and 
consistent industry policy on vital matters—a 
policy which had been thought through and care 
Let’s talk about action which 


could be taken in a couple of areas 


fully formulated 


Here, the environmental conditions within 
which we are contemplating action become grim 
Certainly our potential national enemies are not 

to change their course of action nor be dk 
our heads buried in the 
get a bombing. What then? 


Ihose that are still around are going to have 


Suppose 


imry on and start the rebuilding and rehabilli 
our production facilities. Did it eve 
to you that this industry has a built-in dis 
persal plan for vital industrial supplies? Ever 
listributor warehouse is full of the vast range of 
roducts that would be essential in clearing th« 
vteckage and getting our factories going again 
One might well ask: Has this national resourc 
ely dispersed distnbutor stocks—been int 
in our defense thinking and planning? 
ou see signs around all major cities, “This road 
be closed in event of an enemy attack Isn't 
should have 
P 


irranged clearance for distnibutor trucks 


reasonable that the industr 


the essential supplies needed to get a str 
ack on its feet again? This invaluable nationa 
uuld well go undiscovered and unused if 
til the bombs fall 

mentioned earlier, we've been through 
le of wars and a defense build-up in the past 
\ lot of us were around during World 
in recall the hassle we went through 


ur industry recognized in the na 


t.onal effort. Many of the men from our industry 
who actually served in the WPB are still around 
Drawing on their experience, the industry might 
well consider formulating an industry plan to 
insure the effective distribution of industrial sup 
plies in an overall mobilization scheme. Since 
the industry deals in the most essential of es 
sential materials, we know we are going to be 
in the center of controls 

How should this industry be handled? Should 
distribution of supply and equipment items be 
handled in the product divisions? Or should 
there be a separate distribution division that 
would handle the function? There were respected 
industry members in both camps in World Wat 
II. From the vantage point of a decade, it should 


be possible for the manufacturer and distributor 


representatives to get together and come up with 
a “best” procedure for the industn 

Under the relatively mild pressure of the Korean 
build-up, we got along okay. But, in the event 
of a real emergency, we should have a1 
plan formulated. Even now, we should have thes« 
proposed procedures registered with the Feder 
wency currently working on defense mobilizati 
plans Then, too, in the Korean build 

lustry was fortunate in having Franz Stor 
the show There is no assurance } 
that next time the show will be run bv som 


who knows industrial distributors. Wors« 


could be run bv someone who dislikes 


It's a chance we can’t afford to take 


it Begins with You 


t these areca vhere con 
mticipatory action 1 
striving for recognition as an industry. We can al 
most fervently hope and prav that we don't ha 

preparation Wi an all I 

wish that the work will be done i 
i0ot, however, be wasted Phe mdustn 
vith a lot of recogniti 


the nght direction. Her t ‘ can t 


~ 


iced ror our 


ifford the luxurv of QUIesé nt indiff rcm™ Neither 
de ourseives hildlike belief 


else will 


Hhltn A owreber 
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This Salesman Knows Where He's Going 


By Don McGill, Associate Editor 


\sreD TtrMeE bothers James Siegfried, outside sales 


man with W. H. Taylor & Co., Allentown, Pa ning 

put more than ordinary effort mto 1. Know Where You're Goimg: At kk 

trimming fat from his sales timetabk he result veek iple of hour 

with customer t his t routes (he ers n¢ 
] 


prospects, and also getting more mileage o 


Con quently he 


He spending more “selling” time 
East vell as Allentov 


nt 
; 


2. Know What You're Going After: 


ord of 


tf the time thus spent 
At the root of Mi Siegfred’s time-saving is that 
much-touted, underworked word—planning. But with his m 


; 


\W 





IT’S YOUR MOVE ad pene teragh 
Pencil sharpened to better organize your selling paperwor 

time? Jot down the calls you made last week. 

Then, take a rough cut at the time you spent 

on each .. . the time you spent waiting 

the time you spent jawing about the ball game 
.. Surprised? Or, tally up the little requests and mut 1 ( pph 
inquiries you could've routed to inside personnel. ily mushroom into a morning-long 
Still surprised at the amount of valuable selling 
time you let go by? 


roing and what he’s 
then faces the probl 
edless detail ind du 
hedule—which isn’t eas* 


salesman’s routine 


problem 
he’s constantly warring o1 


Cicnces 


Irivia (Too Much Talk): Mr. Siegfried goes eas 
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And What To Do When He Gets There 


olf anecdotes, an 
the like istomer isn’t waiting breath Siegfried wa 
lessly for an ou your hobbies. He wants to 

then get bac to 


He 
climinate the ligh I na ng him 
from his person ’ ts, but insists If vo pplier on the road 

me right to the point and let him know the purpos: Duplication 
of you sit, the customer likes you better.’ umself a 
Detail: Much of it ndigenous to supph elling hr raciluties, i 
but much of it is needless. For example: spending r of working out 
time with a tomer writing out small orders. Whil example. No engi 
he isn’t averse to taking such orders on his calls, M1 weating « 


Siegfned believes the time is better spent studying naturally, he ha 


) plant problem or going over a new product's feature rod he sells, Mr. Siegfried 
Accordingly, he’s encouraged his customers to route } ylor who specializes or 
orders and requests for mall items by phone to problems, leaving his own time f1 
lay] ide men wl | liate pr I] 

aylor s inside men who Can furnish immediate price 
stock, and deli 


Then there 


ery information \ contemporary statistician ha 
letter-writing. “For every situation man spends only 30% of his time in a 
demanding a letter,” he says, “there must be dozens with customers and prospect The other 
which can be handled better and faster by phone for traveling, waiting, drinking coffee, paperw 
With a letter you have to wait for a reply, and often By tightening up his schedule, Mr. Siegfried ha 
a misunderstanding develops which means another away with the nuisance factors that obtrud« 


letter 4 $1.50 long-distance call turns out to be planned sales day 


And Here’s How He Adds to “Selling” Time —> 





This Salesman Knows Where He’s Goi 


ORDERS ARE ORDERS, but Mr. Sicefried encourag 
rders into W. H. Tavlor’s 

€ quick answers on inventory 
Above, left) ¢ 


inside 
del 
5s W 


customers to phone small « 


men who are able t 


ihcation 


ries, sp istomer Fran 


y 


= 


ng (Cont’d.) 


<4THIS, NOT THIS 
time spend » half hour 
1 an 


im 
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4 Often a salesman 


<4THIS, NOT THIS4 


fn & 


STOP SELLING? Never, says Mi SWEATING over blueprints isn't M WRITING’S WRONG 


+ offen ¢ 


Siegfned. H ds Siegnied dea 
; elf s hipping | He takes all tec ; aor yr 


Ja s Mu 
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mesTAUCTIONS TO 


Te: 


TS FORM HAS BEEN DESIOMED TO SPEED TRAMSMNSSION CF INFORMATION 
oe7y MAY Bt TYPED O8 WRITTEN witw Bau 


Semone 
\ Offa YEROWw 2 SEND WHHTE 46nD Pree COMPS wi'r 
corr CamsOrs 1O PEESON a00EESDEO 


J PART FORM 88 ‘ —_— 


POT FON O8 FENCR 1O AVOW OELAT 
STEUCTIONS TO StCHPTENT 
. were oer 2 Offech StuR Sflam Weere COFT ane 
al sorros Tven Pua COPY TO Senote 


From: 
LAKESHORE 
MACHINERY & SUPPLY CO 
400 WEST LAKETON AVENUE 
MUSKEGON, MICHIGAN 


ed cng 





rue = MESSAGE 


Slash 
Red Tape 


..+ With this commu- 
nications form used 
by Lakeshore Ma- 
chinery & Supply 


Co., Muskegon 


RECIPIENT 





Reply Message 








PHREE-PART FORM, 


space for both message and reply and provid é ypies for sender and recipien 


Ce AWAY SOME OF THE RED TAPE that entangles 
correspondence is one of the steps taken by Lake 


shore Machinery & Supply Co., to lower its clerical 
costs. The firm has achieved this correspondence sim 
plification by utilizing a three-part form designed to 
facilitate exchange of information between the dis 
tributor, his suppliers, and customers 

It consists of three perforated vari-colored sheets 
with carbon inserts. Printed instructions tell the user 
“This form has been designed to speed transmission 
of information. Reply may be typed or written with 
ball point pen or pencil to avoid delay.’ 

rhe space for the sender's message is outlined 
at the top half of the page. He is instructed to detach 
the yellow copy for his own records, and to send the 
white and pink copies with carbon, to the person 
addressed. The address space is so located that a 
window envelope may be used 

The recipient is instructed to write his reply at 
the bottom of the page in the space provided. He 
then detaches the stub, retains the white copy 


original), and returns the pink copy of the sender 


lesigned t De ke mi 1 f mfrormation mitains 


nt 


“We use the form mostly for correspondence with 
our sources,” says Mr. A. G. Andersen, president 
of Lakeshore It's especially good for inquiries, 
follow-ups, and for order clarification purposes. We 
also use it to request catalogs and other manufa 
turer's literature 

“It’s useful when some of our men are working 
late in the day or on weekends, and want to clear 
away rush correspondence. They don't have to wait 
for a stenographer; they merely write the note in 
longhand and mail it. Naturally, we still make use 
of the 
this form has had 
wouldn't be surprised to see it get increasingly popu- 
lar. We've found too that it has lowered our clerical 


mventional forms of correspondence but 


1 good reception here, and | 


costs—and that we're getting answers back quicker.” 

(here was one occasion when the form didn’t 
save Lakeshore any time. Seems one manufacturer 
received a message on the form and held it up a few 
davs—he liked whole idea so well, he wanted 
to get al imate on having some printed for his 


Own COTNpat' 
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Selling costs higher than they should be? 


Perhaps you should. . . 


Review Your Sales Territories 


\ THESE DAYS of high selling costs, 
l both the large and small distribu 
tors can improve their performance 
by doing a careful job on the analysis 
control of 

Che following suggestions, derived 
from a recent Small Business Admin 
istration management aid, will be 


and selling activities. 


useful to the distributor who wishes 


to set up new sales territories, or 
will be equally valuable when used 
as the basis for a review of existing 
ternitones 

Several methods may be used to 
market 


salesmen. One procedure, used fre 


iSSigT responsibilities to 
quently by companies which have a 
small sales organization, is to have 
each salesman handle a specified 
list of 


then, keeps the accounts which he 


customers. Everv salesman, 


has obtained and continues to work 
with them, regardless of their loca 


tion. When a new salesman is hired, 


neid a { btains 


wherever he 


o the 
an find 
1 period of time, how 
is almost certain 

sale men a4 
r¢ emble d 


Result 


ating in this fashion is penalized 
competitively by the higher costs 
resulting from inefhicient marketing 
coverage. In addition, it is often not 
possible to fix sales responsibility 
properly. The longer this type of 
organization is permitted to func 
the 


becomes 


tion, more unmanageable it 


Ihe market pattern is 


literally a hodgepodge. Further 
more, once this method of covering 
a market is allowed to take root, it 
becomes harder and harder to shift 
to another approach. Changing to 
a system of assigned territories dis 
rupts the working relationships be 
and customers 


tween salesmen 


endangers the morale of the sales 
organization, and frequently results 
in the loss of both customers and 


salesmen 


Assigning Responsibilities 


4 much better way of handling 
held hold the 


salesmen responsible for a particular 


assignments is to 
geographical area. This technique 
helps to insure that the company's 


market will be 


entire thoroughly 


overed. Hard-to-reach points are 
ot avoided, and people who may 
potential customers are 
likely 
It becomes the responsiblity ot 
to get his 


full share of the potential business 


be good 


much less to be overlooked 


each salesman, of course 


in his territory. Appropriate sales 


quotas and other goals—inciuding 


ost controls—can then be set up by 
territory, with some expectation that 
the Each 
man becomes an expect in the sell 
peculiar to his 


definite area of r 


will be reached sales 


ing problems area 
ind he has a 
sponsibility which serves as a con 
stant challenge to him. In addition 
ire reduced as the 


nt coverage of 


held se lling cost 
result of more effhici 
the market 
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Five Guideposts For Setting 
Up Territories 


It is not difhcult for small 


business operator to set up sales 


territories which will give the desired 


results and the necessary degree of 


control. Only a few basi prin ples 


should be kept in mind 


Keep territory size practical. ‘| he 


territory must be one which can be 


properly covered by the salesman 
taking into account the number of 
customers new 


existing potential 


customers, the amount of time the 
salesman is expected to spend with 
and the 


each expected call fre 


quency Salesmen must be abl 
with reasonable eftort, to make th« 
md give 


their 


number of ills 


to each of 


lesired 
uitable attention 
iccounts 
Plan efhcient sales call routes 
l he 


an be routed properly 


one which 
That i 
to cove! 
it efhciently by automobile or publi 


Ihe 


topographical features, h 


territory must be 


the salesman must be able 


transportation location ot 


Wious 


iS mOUNntaIN ranges, major rivers and 


lakes, will have a considerable bear 


Continued on page 165 





SYMBOL OF INTEGRATION 


posting and warchousing functions is 


of inside 
this “pass-through’ Hollev-I 


sales, inventory window 


Promote Sales Consciousness 


Integrated sales-service unit in Jacksonville, Fla., firm makes 


sales-minded warehousemen and service-minded sales personnel 


|e INSIDE SALESMAN and inventory 
clerk at Hollev-Edwards Sales 
Inc., Jacksonville, Fla 


two desks in a quiet, tidy, well-equip 


ope rate from 


ped room adjacent to the warehouse 
entrance. ‘The segregation is umque 


ince most industrial supply and 
quipment firms locate these fun 
tions in the general or sales office 


little from the 


usually a distance 
stockrooms 

Robert Edwards, president, justi 
fies the segregation with the simple 


Accord 


accurate 


gencralization, “It works!” 
ing to Mr. Edwards, the 
identification of products, whether 
in a written desc ription or on a stox k 
shelf, is facilitated if the inside sales 
man and inventory clerk (to whom 
such identification is most import 
ant) are close to the products. If 
the inside salesman is dubious about 
some product a customer is inquit 
ing about, he can check with either 


clerk or warehous but that s 


immediately lhe 

the inventory clerk int if we 

irtment 
When 


man he 


the inventory perhaps 


same goes It probabl would 
called it « 
Its empha 


1 custome! 


Coordinate Functions 


can give hin 


urate information 


Actually, Mr. Edward la 


plained, “the location of the n ind delivery without 


salesman and inventory clerk in t ng all over the place ar 


warehouse office is part of ow g too much time 


hand 


} 


all idea of developing, thorough On the 
operation between sales and service se people are brought 
ontact with sales and 


other 


tions t fice 


our two most important fun 
We trv to look at our business 
integrated unit with related fu 


rk and have developed an appre 


ition and knowledge of the two 
tions organized to develop the max nctions which has helped them to 
lhe relationsh i 


between the functions of inside sale \ 


mum cooperation better job 


the peopl in thi 

shipping r¢ ing ind 
We expla ned 

ich our objectives as a firm and 

better 


onstitute 


The better the 


and inventory recording on the on rked on 


hand and the warehouse functio1 housing have 
the other Hence. v 


put them together. We're 


is Very close 


happy v these objectives selling 


with the results better service their 


We call this unit the wareh nterest als 
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ORDER IS TAKEN by Kenneth Bass who passes warehouse 
tomer and office copy 


and stomer’s copy to warehouse 





WAREHOUSE COPY is used to fill on 


f vemientiv abe 





firm, ti better the job; the morc 
ecure the firm, the more secure the 
explained that 
evervone in the organization 1s an 
omponent of the firm 
that everv job is vital in the achieve 
ment of the objectives aimed at 


truck driver. stock clerk, inventory 


clerk ilesman: that the oTganiza 
tio! like a clock mechanism, if 


one gcal fails, all fail 


lhe truck-drver, for instance 


very often comes into contact with 
custome! more than a salesman 
He can make a good impression, or 
3 ba mpression, On a custome! 
We explain to new employees that 
when it comes to customer contact 
] itter what ipacity an em 
plover in the same position as a 
salesn he can't afford to make 
a ba IpTessio! that by showing 
in t t ng ustome»+;s, the 
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to Dom 


» posts data t 


’ 





inventory record. H 


billing 





HOLLEY 


53-4738 


‘ED 


SALES. IN 
Indi 





by J. W. Hibl CUSTOMER'S COPY handed | warchot inag 
Bob Shafer to B M dr vith any instruct 
employee contributes as much to warehouse manager, says that the 
the good will of the company a other personnel under | upel 
the salesman. The idea isn't hard vision—two shipping and receiving 
to get across. We have one driver clerks and two drivers—have devel 


who developed this interest in the 
to such an extent we have 
trouble-shooter He 
a better job for himself and 


custome 
made him a 
made 


for the company 


Develop Service 

In the same wavy, our warchous« 
manager is something more than a 
warehouse man. He functions as the 
service and personnel manager of 
the combined functions He has 
the responsibility of following 


through on the order from its re 


through posting, filling and 
ery. He 


nd maintain 


cipt 
| ilso trains personnel 
morale and standards 


Bob Shafter 
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oped onsiderabl sales onsciou 

ness l'rom the close daily contact 
with the inside salesman, they have 
learned much about customers 
their requirements and their opera 
tion It urprising Mr. Shafer 
Said how much more attention 
they give to an order whe they 
know to whom it is going, how the 
products will be used, and what 
substitutions are una ceptable, or 


wcceptable how individual cu 


tomers like to have things delivered 
Little things, but they do contribute 
to performance 


Due to the location of t lephone 


ales and inventory record, much of 
the order handling routine on 
ntrated in this unit When an 


( ntinued on pag 1s 








Customer 


STRAIGHT 


Martin BZA 46 I BVG 


Blueprint 


INSTRUCTIONS 


MINIMUM OF DATA IS RECORDED on 5 x 8-in. cards 


GC BF MFé_ Co. 


l% 


Type 
List Price 7-60 


| QUANTITY 


Mr. Crowe keeps separate 


card for each abrasive wheel filed in desk drawer alphabetically and by size of wheel 


Card's reverse side, shown on right, contains purchase information 


A distributor salesman cites eight reasons why you should... 


Record Your Customers’ Requirements 


methods, Mr. Crowe finally devised 


rWO YEARS OF USE, 

Salesman Melvin Crowe of 
Smith & Klebes, Inc.. New Britain, 
Conn.., reasons for 


FIER OVER 


can cite eight 
marking the day be began a card 
record file of his customers’ require 
ments 

Three and a half years ago, Mr 
Crowe, a former appliance salesman, 
started with the firm to fill a need 
After 


indoctrination and train 


for an abrasive specialist. 
company 


By George L. Bottari 
Assistant Editor 


ing at supplier's school, Mr. Crowe 
was confronted with the big change 
trom retail appliance selling to in 
dustrial selling of a technical line 
This change presented many prob 
lems, and Mr. Crowe vividly recalls 
the confusion of that breaking-in 
period. 


After hit-and-miss 


discarding 





Maybe you've got a good memory and can remember 
customers’ requirements, trace the cause of lost sales, 
keep check on customers’ ordering patterns, etc. But 
if normal memorywork is circumscribing your full sales 
potential, why not try this salesman’s card system on one 
of your volume lines—like abrasives, or twist drills? 
And try it long enough so it becomes “a tangible summo- 


tion of your experience.” 
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each 


Cards 


1 simple card (5 x Sin.) for 
wheel used by each customer 
ire filed in his desk drawer 
betically and by wheel size—smallest 
wheel first | very morning Mr 
Crowe spends a half hour running 


through orders received and noting 


ilpha 


on the cards the quantity of wheels 


ordered. He also edits the orders 

for clarity 
Here are Mr 

advocating his system as an 


tive means to fill the assignment of 


Crowe's reasons fot 
ceftec 


specialty salesman 
1. The system cuts down on con 
fusion as to what is required, and 
ninimizes crror on factory yrders 
2. By 
nomenclature, 
without 
organization 


orrect 
handled 
both 
the 


insuring standard 
orders are 
promptly question 
within his and 
supplier's. From data on the cards, 


special orders are easily clarified by 





notations such as, “same as furnished 
on previous Order No. ——.” 

3. A repeat 
enables 


record of business 


Mi 


tomers on future needs for specific 


Crowe to check cus- 
wheels. If they expect to order with 
regularity, he can regulate his in 
ventory to conform to their produc 
tion requirements 

4. The inside telephone salesmen, 
the file, 


readily determine what is required 


by referring to card can 


when a customer phones in for “six 
like the 
months ago I'he records eliminate 
constantly checking with Mr. Crowe 


wheels ones we got six 


about such vague, questionable 


orders 
cus 


the 


tomer’s need for a special wheel is 


5. Occasionally, when 
urgent and delivery is extended, Mr. 
Crowe has substituted a stock wheel 
With this note on the card, he can 
follow through to determine how 
the stock wheel did the job. If it 
the substitu 


tion will be okaved on the card for 


worked satisfactorily, 


future, similar occasions 


Check On Inventory 


6. When 


sumed 


Mir 


assignment, 


Crowe hist as 


his inventory 
consisted of relatively large numbers 
A number of common 
Utiliz 


ing the records as a history of the 


of few items 
wheels was not carried at all 


needs of his trading area, Mr. Crowe 


was able to diversify inventory so 
that 


wheels on 


today there are always some 


hand of every size and 


type in use. By knowing his cus 
tomers’ annual purchases of each 
wheel, plus their frequency of order 
ing, it is relatively simple for Mr 
stock 
Many 


~ Spe 


Crowe to insure a balanced 
designed to serve most needs 
wheels, formerly considered 
ire now stock items 

check of the entire 


ird 


cials 

\ periods 
file occasionally turns up a 
a long 


A recent 


showing past activity, and 
lapse since the last order 

investigation of such a case disclosed 
that Mr had lost the busi 
ness to a competitor who offered 


costing 11¢ less 


Crowe 


a wheel Originally 


HALF HOUR EVERY DAY is all that 


devised by Mi 1 Crowe 


abrasive spt 


had recommended a 


Mr 


premium wheel on the basis that it 


Crowe 


would run cooler and last longer 


The 
with Mr. Crowe ird re 


ing the history of his past 


custome! oO impressed 
ord show 
that 


hance to regain the 


us 
he gave him a 
business with a cheaper wheel. Re 


checking the card records shortly 
the ust 


erved the 


ne! decided 


business on 


Mi 


more ipt 


thereafter, 
Mr 


his original recommendation 


Crowe dc 


Crowe points out this 
to occur with smaller pla who do 
not maimtain idequate performance 
records 


8 When Mr. ¢ 


new account that has a requirement 


rowe runs into a 


similar to an application he has sold 


elsewhere, his card record provid 


data cnabling him to offer a recom 
ictual 
with 


makes his 


mendation based on 
Having run test 


Mr. ¢ 


recommendation to 


cxpe 
rience the 
rowe 

the 
pointing out if 1 
with 


original user, 
prospect 
with confidence 
based on previou expc;icnice 
a similar application 

using a differ 
old else 


row 4 k leading 


If a new account 
ent whecl than one he ha 
Mr ( 


questions, such as, Ar 


where 
you getting 
1955 


INDUSTRIAL DISTRIBUTION © JULY 


ialist at 


required 


i ) mamtain customer 
Smith & Klebes, In Ne 


inv burning? If so, he 
the wheel is probably too 


uggests a softer wheel 


one he is selling elsewher 


VcI the 
hed possibly 


better 


yrospect ! cr\ 
i 

the wheel 
Mr. ¢ 


custo 


row 


than 
ition to hi 


may lead to suggesting a 


hi istomer 


Memory Falls Short 


Ihe 
the 


Mr. ( 


yourte if 


row i\ 


this 


| in ills 
busin 


longe: 


vou build up, and 


more 
it rtually 
vthu 


( xp rIcnice 
impossible to keep 
head. Whether 


1 specialist or not records 


im yout 


indi pensabl Lhev re 
take 


relving 


ilmost 
to maimntamn little tine 


hy mee 


man ha 


a distributor sale 


is the accumulation of expe! 
My 


1 tangible summation of mv 


ind service card 


ence. It enables me to give 


inswer ind improved delivers 


I dropped the system now, I'd 


lost 





Customer's Complaining! 
What Do | Do Now? 


Keep your shirt on, advises Charlotte, 


N. C. sales veteran, and attend to 


the complaint promptly and fairly 


HEN A CUSTOMER MAKES A COMPLAINT about a 
Worries a mistake, or a delivery, you don’t get 
into a dither but handle it promptly and fairly, advises 
W. F. “Bill” Finley of Industrial Hardware & Supply 
Co., Charlotte, N. ( Mr. Finley has been with 
the Charlotte firm for four years but has more than 
25 years selling experience in the industrial field with 
firms from Texas to the Atlantic Coast 
Handle complaints from customers promptly, cour 
weously, efficiently and fairly,” says Mr. Finley, “and 
rAKE IT FROM W. F. FINLEY. a veterar ya'll me egret it. You'll earn vour customer's 
elling industrial supplies and equipment, a rs co respect t, by handling trouble properly, you can 
t is nothing to be afraid of increase v« es in some cases.” 


he way a tomer reacts to trouble, Mr. Finley 
adds, depends on the promptness and thoroughness 
with which a salesman handles a complaint. Prompt 
ness and ability on the part of the salesman tend to 


make tie customer cooperative and tolerant of error 





Che older a complaint gets, the harder it is to straigh 
re ten out. Complaints are usually caused by a customer 
We're Not Complaining, BUT... receiving the w g material to do a specific job. In 
You must admit that returns, exchanges and cus- many case h a mistake can cause delay in his 
tomer dissatisfaction cost somebody money. Most productior 1 shutdown 
likely, it cost you some money last year. But what 
have you done about it besides worry a little and Delay Increases Ire 
gripe a little? When it comes to customer com- 
plaints, “Bill” Finley, who has been around in this This mz t urgent that you handle a complaint 
industrial supply and equipment field, quotes in the prompt! vith dispatch. Otherwise, your cus 
above article the old bromide about an ounce of tomer will me disgusted. His ire will grow with 
prevention being worth a pound of cure. At today’s each minute the complaint is left unanswered. In 
inflated prices, it ought to be worth a ton. Get variably ustomer is tempted to call in your com 
your salesmen to read this article and discuss it petitor to furnish the proper merchandise. Then. you 
at one of your sales sessions. Ask them how they not onlv lese the order but all the customer’s other 
handle their customers’ complaints. Ask them why business as we You can imagine what is does to 
they handle them that way. Ask them what type your standing with that customer. 
of complaints are most frequent, are most diffi- It is Mr. Finley’s experience that the best thing to 
cult to handle? Kick the subject around. You'll do when a customer makes a complaint is to find out 
get some ideas worth money. And, if you do, send immediately why he’s complaining. . This gives you 
them on to us. Share them. an idea of how to handle the situation. Basicalls 
either the customer is at fault or you or your firm is 


at fault. If the customer made the mistake. the way 





you han the complaint means the difference be 


tween losing money and making mone, If you show 
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By Jack Wertis 


Senior Associate Editor 


the customer he is at fault (circumspectly, of course 
he will generally bear the attendant expenses involved 
in returns and exchanges. ‘The matter requires a lot 
of tact and preparation to explain the details to him 
to make your claim of his error indisputable 

Undoubtedly, the case where the customer is at fault 
is probably the most difficult to handle, according to 
Mr. Finley The best rule to follow is to try to 
give the customer an impression that vou are trving 
to help, not to blame him 

But,” Mr. Finley added, “an ounce of prevention 
is worth a pound of cure. Don’t ever make a promuis¢ 
without being able to fulfill it to the letter 
never forget what you have promised to do, regardless 


Peopl« 
of how large or small it may be. It is a good idea 
to keep a record of what you promise. Let me give 
vou an illustration of preventative measures 

\ laundry bored a well and asked a sales engineet 
to recommend a pump for the well. ‘The original well 
was 180-ft. deep and the pump that the engineer 


recommended performed ver satisfactorily 


Called In Again 


About a year later, the laundry planned some 
expansion of operations which required an additional 


water supply. The same engineer who sold the original 


installation was on the job and the customer demanded 
1 duplication of the original installation, despite th 
fact that the new well had not been bored vet 

(he engineer protested. He advised waiting until 
the well was bored to see what the conditions would 
But the 


laundry people, impressed by the satisfactory pet 


be before ordering a complete installation 


formance of the original installation, insisted that it be 
duplicated and ordered immediately, or they would 
purchase it elsewhere 

‘Instead of being panicked into an unwise sale, the 
engineer considered the matter coolly and carefull 
He wanted the order and decided he'd take it, but 
he insisted on a stipulation on the order that the 
ustomer would assume all responsibility in case the 
duplicated equipment failed to fit the purpos The 
customer agreed and signed the order and stipulation 

‘The equipment was then ordered and shipped 
In the meantime, the customer went ahead and started 
drilling the well. It turned out to be a drv hok 
After several attempts, water was found at 240 ft 
his meant that the pump, and other equipment the 
customer had so confidently ordered, was inadequate 
All of it had to be returned to the 


\ new set-up was ordered and installed 


for the new well 
factors 
“Due to the written and signed statement assuming 


DRIVING HOME A POINT a young fel 
Mr Fi Sane ; prox 


th ad antag 


i ma wh mas ft 


7 


i responsibilit ror orderme the equipment wain 


wcivice, the ustome! paid the over 


In fact, hi 


the Engineer s 
harges without a murmur of complaint 
respect for the engineer increased considerably, both 
tor his capacity to recommend the proper product and 


When two addi 


nstallation were req red some time later 


method of doing business 


} 


laundry people immediatel illed in the sal 
ngineer to handle them in his own wat 
Evervthing pos ble hould be done to satisf 
omplaining customer, if the fault lies with the sal 


nan, regardless of time. expense and effort require: 
I i 


And one ought to be iim about it and not get 
excited I he complaint hould be studied md 
examined coldly. Get the full details to make sure 
where the fault lic Ihe difference between having 
1 satished customer and a dissatished customer is 99 

if the salesman’s livelihood. In satisfying a customer 
’ 


+} 


he salesman create onhdence dependability mn 
good will 
And, concluded Mr. Finley, if the salesman om 


pany is at fault, the salesman should never shrug the 


matter off or make exuses to the customer which put 
the blame on company personnel The salesman 
hould never forget that he is the company to the 
ustomer and those individuals whom he blames fo 
alesma 


ire merely nar to the ustomer The 


hould handle the matter as if the blame were his own 
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Non-Stock Items Aren't Paperwork Headaches 


Trenton distributor adopts 10-part form that speeds 


ordering and has built-in cost-control 


uey-Hucnes Suppry Co., Trenton, N. ]., has 
W adopted the use of a 10-part form which has 
materially reduced the cost of ordering “non-inven 
tory” items for customers. The new “NOI” forms 
have enabled the firm to cut typings from three 
to one, and also effect a 25% saving in direct clerical 
labor 
“The labor savings, expeditious handling, and ease 
of control,”’ states Lee A. Wiley, secretary of the firm, 
“have made this form a happy solution to a most 
dificult and costly problem.” 


Ten Parts: One Typing 


When non-inventory items show up on a cus 
tomers order, Wiley-Hughes puts the NOI form into 
operation. With one typing a whole series of tran 
sactions 158 
are finally received from the supplier and shipped to 


put into motion, ending when the items 


the customer. 
Here's a rundown of the various parts of the form 
Original invoice, together with a duplicate and 
office copies 
Salesman’s copy for later distribution to salesman 
involved 
Acknowledgment, which is mailed to customer 
some day his order is received, and asking him to 
check the back-order for any error 
Return receipt, customer's delivery copy, receiving 
department copy—all of which are sent through 
to the receiving department to await arrival of the 
NOI items. 
Purchase order, which is mailed to supplier same 
day order is received; an expediting office copy is 
retained 
Vhe original invoice, its copies, and the salesman’s 
copy are all filed pending receipt of the NOI items. 
Thus, with the forms being held on file (numerically 
by manufacturer), the essential paperwork necessary 
to complete the transaction has been put in readiness 


Important Feature: Cost Control 


Once the NOI items have arrived at the firm’s 
receiving dock, the clerk makes the necessary nota 
tions on the shipping papers (the customer's delivery 


feature 


copy and the return receipt), which then accompany 


the shipment to the customer 

“Since we run scheduled trips with our trucks,” 
says Mr. Wiley, “we can now have the morning parcel 
post NOI items on the first trip. Before, the cus 
tomers on that trip would normally lose an extra day 
because that truck would have left before the receiv 
ing slip got into the office, shipping papers made 
up, or pulled from the file and returned to the ship 
ping department 

A particular feature of Wiley-Hughes’ new form 
set-up is that “transportation charges” is plainly 
printed on all parts (except the purchase order) so 
that charges payable by the customer will not be 
forgotten This feature, Mr. Wiley says, “has 
reduced the habit of customers taking cash discounts 
on the transportation charges.” 

Ihe receiving copy is sent into the office where 
it is checked against the office copy and is then priced, 
or, if already priced, the price is checked. By this 
time the return receipt has been initialled by the 
customer and brought back by the driver, and with 
the other copies is attached to the invoice original and 
sent to the accounting department where prices and 
other charges are extended and typed. The invoice is 
mailed, and other copies are distributed 


Old System: More Work 


Wiley-Hughes’ previous system involved more work, 
yet didn’t afford the same degree of cost- and mistake 
control 

Ihe customer's purchase order would be edited, 
then typed complete on an “N” 10-part invoice form. 
After the stock items were shipped, the inventory 
copy would go to purchasing after going through the 
inventory system. A “B” purchase order would then 
be typed from this inventory copy, and on the 
righthand side would be typed the customer's name, 
his order number, and Wiley-Hughes’ “N” number. 

Should every item on the original order be NOI, 
the invoice copies would be filed until the material 
came in, then they would be pulled and used to ship 
and invoice on. Should the invoice part be already 
used to ship stock material, then upon receipt of the 
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WILEV-yucucs 
Cmrthing for the Rachenieas apply co lic 


TRANSPORT Ary 


10-PART FORM includes all parts for complete transaction 


from invoicing to final delivery. To make sure transporta 


NOI items, another “N”’ form was made out and used 

Considering the amount of clerical labor and the 
tendency to error in this system, it’s litthe wonder Mr 
Wiley has described the handling of non-inventory 
items as “one of the most costly operations for an 


industrial distributor 


On Receiving End of Sales 


In setting up their new NOI paperwork system, 
Wiley-Hughes had the pleasant experience of being 
on the receiving end of good sales technique 
Mr. Wiley states, “have 
in their employ who can properly design a 


Verv few distributors,” 
anvone 


form economically. An open-minded, intelligent sales 


tion charges payable by customer are not overlooked, item 


printed on face of all copies except purchase order 


engineer from a first class forms manufacturing com 
pany is a necessity.” 

Here, then, was a distributor proving for himself 
that service is an integral part of selling 

loo many salesman,” Mr. Wiley goes on to say 
want to recommend forms without even studying 
your operations 

Thus, the salesman with whom Mr. Wiley worked 
spent considerable time watching the firm's 
procedures, and finally worked out the present solu 
tion to its NOI problem In addition, the same 
salesman is continually bringing new ideas or products 
to his attention, and keeps an accurate count of “the 


firm's usage and inventory of forms 
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SAVINGS IN LABOR, COSTS AND TIME were effected 
by President Henry R. Stacben, who simplified the system 
contimuous form 


and based it on a self-designed 


order is received 


which incorporat 


HANDWRITTEN INVOICE can be 


it time 


ter, 


ompleted 
Three-part form is contained in regi 


vy drawer for 


Small firm installs new order writing system and finds . . . 


Office Expenses Cut In Half 


pe grog PAPERWORK SYSTEM 
used by Rasmussen Industrial 
Supply Co., Milwaukee, has’ cut 
ofhce expenses by more than one 
half; radically reduced the time re 
quired to write, price and extend 
orders, and to invoice customers; 
and effected a considerable saving 
of labor. 

Suitable for the small industrial 
supply house (Rasmussen Industrial 
is staffed by five persons, including 
salesmen), the system hinges on a 
three-part, prenumbered, continu 
form contained in a register 
Phone and pickup orders are written 
immediately on the form with ball 


Mail orders are copied 


ous 


point pen 
on the form upon receipt 

The original copy, a white sheet, 
is the invoice. Second sheet, yellow, 
is the office copy; and third page, in 
pink, is the packing slip. 

Many orders are priced right in 
the register, making the entire 
process a one-step operation. The 
more complicated or lengthy orders 
are priced, extended and checked 
after the order is written, and the 


% 


forms removed from the register. In 
voicing is always prompt, however, 
since it is already hand written, and 
requires only the pricing to com 
plete it. The office copy is used for 
purposes, back 
when necessary), posting in the 
sales journal, and finally, for the 
office file. 


his three-part form superceded a 


inventory orders 


necessitated tw 


electri 


system which 
multiform 


typewriter, and two four-part forms 


machines, an 
—one for cash and one for open 


accounts. 


$300 Saving in Paper Costs 


[The new form was designed bi 
Henry Staeben, president, with the 
help of his one office assistant. “We 
wanted exactly what we needed on 
it,” he says, “and, although it cost 
us more than a pre-printed form 
there’s still a $300 saving in paper 
costs over the previous system.” 

The form has been kept simple, 
and allows space for routine in 
formation, such as customer’s order 
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number, invoice date, shipping date, 
method of shipment, and point of 
shipment. Also incorporated is a 
space to indicate whether shipment 
is partial or complete. The body of 
the form simply gives quantity, de 
scription, price and 
l'erms are not preprinted, but they 


extension. 


ire indicated in the proper space on 
the form 

\ir. Staeben does plan one change 

the svstem—the addition of a sec 
ynd invoice sheet, to accommodate 
those customers who require two 
opies 

He points out that the present 
simplified method represents a re 
too 


iction to a system which was 


omplicated for an operation as 
small as his firm’s 

With this method,” Mr. Staeben 
sums up, “we've had a considerable 
saving of clerical labor, a shortening 
if the time required to prepare 
orders and to submit invoices, and 
a drastic reduction in expense—in an 
operation the size of ours, and with 
margins what they are today, that’s 
pretty important.” 





Trucks—A 24-Hour Operating Headache 


By Van Ness Philip 


Assistant Editor 


What's wrong with operating your own trucks? 
“Plenty,” said three Newark, N. J,, distributors, 
They sat down and listed 10 major worries: 


. Wage rates had skyrocketed; larger payloads were needed 
to make each truck stop economic. 


. Maintenance was more complex and costly. This included 
licensing, insurance, service and repairs. 


. Replacement cost was high when old trucks wore out. 


. Risk of accident, fines, breakage and pilferage was constant 
and harrassing. 


. Personnel was a major problem. Absenteeism, overtime, 
difficulties with part-time drivers increased. 


. Traffic caused new hazards and delays as congestion grew 


worse. 


. Poor coverage of territory resulted as management found 
that many deliveries did not pay. 


. Inadequate distance was being travelled; firms had too few 
trucks to cover outlying customers. 


. Big Parcel Post expense resulted for orders trucks could not 
handle. 


. Small-order problem was getting worse due to high han- 
dling and delivery costs for each order. 


And Then They Did Something About It ——» 
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Trucks —A 24 Hour Operating Headache (cont'd) 


Drivers Buy Trucks From Three Firms 


ERE § WHAT THE THREE Newark, N. J., DISTRIBUTORS 
HH pip to get out of the trucking business and still 
insure themselves of getting the same or better service 
on deliveries 

\cting together, Abrasive Machine & Supply, 
Seither & Ellis, and Jones & Auerbacher sold their 
trucks to their drivers and leased them back as a single 
delivery service for all three firms. The three firms 
are now served jointly by one delivery concern called 
North Jersey Express—and, in most cases, by the same 
trucks and drivers they had before. But they no longer 
pay drivers’ wages and insurance, maintenance and 
license costs, or assume any of the risks of accidents 
or absenteeism 

And each firm has the service of more trucks than 
formerly, plus a greater delivery range and more 
thorough territory coverage Ihe cost in each case 
is no more than the expense of operating company 
owned trucks before with comparable service 


How the Plan Was Set Up 


\ simple solution, worked out in a cooperative spirit 
is the way the managements of the three firms describe 
it. Without claiming that it solves any and all 
problems, they feel it goes a long way toward relies 
ing many of their former worries. The companies 
compete directly on many of their lines, but heads 
of the firms point out that friendly relations have 
always been maintained and it was not difficult to 
get together on the solution of a common problem 
One firm started the ball rolling by selling its trucks 
to its drivers, who in turn were enthusiastic about 





Call up some of your competitors— 


if they, too, are worried about the big problem of 
delivery costs, ask them to join you in working out 
a solution together, the way three distributors in 
Newark, N. J., did. They got themselves out of the 
trucking business, with all its headaches, but still 
enjoy specialized service, with better coverage. 





going in business for themselves; the other two com 
panies followed suit; the drivers were convinced of 
the desirability of joining forces themselves to insure 
a good, stable volume of shipments from all three 
firms; and North Jersey Express was born 


How It Works 


lhe only responsibilities of the three distributors 
are to have the shipments ready for a daily pickup 
and to pay a flat fee weekly for the service. ‘The trucks 
make their rounds of the three companies at schedu'ted 
times in the late afternoon, with delivery the follow 
ing morning. Pickups ordered from other distributors 
of factory branches are handled on the way back when 
necessary 

Next-dav delivery 
trucks operators, with stable revenue assured from 


s virtually guaranteed, since the 


the three firms, are able to organize their time, 
resources and routing for maximum speed and efh 
ciency Ihe three distributors are their only cus 
tomers, and drivers are familiar with routes, customers 
and handling operations from their past experience in 


the direct employ of the distributors 


How the Service Is Paid For 


The fee is worked out individually and confidentially 
between the trucking firm and each management 
and is based on the estimated number of stops per 
vear for each. If a company exceeds its estimated 
number of stops by 10% in one year, or provides less 
than 10% of the estimated number, the rate is 
adjusted either upward or downward for the following 


year 


What Territory Is Covered 


Ihe truck operation cover five delivery zones, the 
furthest one about 40 miles from Newark The 
truckers assume responsibility for arranging routes 
for speed and ease of handling, with particular atten 
tion to the economic handling of small orders so 
that as many as possible for the same destination are 
combined on one truck. In the case of all three 
distributors served, additional communities are now 
covered that had not been covered previously when 
the firms ran their own trucks 

While one truck often delivers to the same cus 
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Organize United Delivery Service 


tomer for all three distributors, shipments are generally 
loaded first on separate trucks and later transferred 
A distribu 


tor seldom sees his competitor's shipments in the 


at a central point according to routing 


loading process 

Though deliveries are pooled, competition be 
tween the three firms has not been affected, say their 
managements. All say they have yet to complain of 
inequities in the service, and none feels that the 
truckers have favored one firm over another in carr 


ng out the contract. 


What Participating Distributors Say 


Here's what executives of the three distributor firm 


have to say about the new method 


Almost Eliminates Parcel Post 


James Lindsay, president of Abrasive Machine & 
Supply, says the changeover has held over-all deliver 
expense line during a period of rapidly increasing 
costs for firms that operate their own trucks. Hi 
total delivery expense—for the rented service plus 
Parcel Post—has increased only about 2-3%% over what 
he paid tor the same services in 1945—truck operating 
and maintenance expense, wages, express and Parcel 
Post—when the firm operated its own fleet of three 
trucks And, during this period, wages have about 
doubled and other costs have risen considerably 
Also, like the other two firms, the company now gets 
wider coverage of areas and customers 

Much of the saving, Mr. Lindsay says, is traceablk 
to the elimination of 90% of his Parcel Post ship 
ments Last week we only sent eight small orders 
to New Jersey points by Parcel Post,” he pointed out 

Mr. Lindsay feels that efhcient management of 
delivery service may have greater financial impact on 
1 distributor than is generally realized. If a company 
spreads its delivery obligations too far, he points out 
there may be no alternative to adding branches, with 
the heavy capital investment such expansion entails 
But a good delivery system can help to forestall thi 
need 

Mr. Lindsay thinks competitive conditions will 
eventually force all distributors in large industrial 
centers to adopt the most efficient and modern opera 
When 
each of us invests thousands in identical equipment 
such as motor trucks, which can only be operated 


tional equipment to win the race with costs 


at partial efhciency when used individually, then it 
seems we would be better off if we cooperated 
Cooperative use of equipment, he feels, could be 


applied to other functions besides deliver 


Ends Operating Problems 


Robert L. Jones, general manager of Jones & Auer 
bacher, says he is relieved to be out of the trucking 
business, since maintenance costs, breakdowns, pilfet 
we and personnel problems had become a continual 


headache management decided to 


The company's 
ict when confronted with the problem of finding 
1 relief driver for a two-week period We checked 
ill the alternatives,” said Mr. Jon 


the best way out because it solved several problems 


and this seemed 


at once.” Coverage is better, daily delivery is now 


yssured and part of the firm’s small order problem 
is solved, he points out here is less lost time in 
measuring and weighing packages and less book 
keeping because of the flat-fee delivery charg 

We couldn't run five trucks ourselves, or rent 
them exclusively, for what we pay for this service 
says Mr. Jones 
estimate that it would cost one of thei 


>-40% more to hire the same service on an exclusive 


Ihe North Jersey Express operators 


ustomers 


basis Mr. Jones sees ovly one disadvantage: if 
ales drop off, his unit cost of delivery will rise due to 
the flat annual fee, and can’t be adjusted until the 
But he feels that the financial risk 


of running his own truck fleet were greater than this 


end of the vear 


Saves New Truck Investment 


Fred Seither, of Seither & Ellis, says the arrange 
ment provides his firm with the services of five trucks 
instead of the two it had operated formerly itselé 
Now, for the first time, truck delivery is provided 
for 95° of all shipments, and one large community 

overed where the firm did not deliver before. Also 

ompany saved itself the cost of buying two new 

cks as its old ones were ready for repiacement. One 
panel truck is kept for emergency deliveries Of 
ourse, now that we have sold our trucks, we have 
savs Mr. Seither 
but to us it means no more breakdowns, no insurance 
It costs 


given up a degree of self-sufficiency 
bills, no more lost time and driver troubles 
ibout the same—but delivery is faster and it covers 


more territory.’ 
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Four Points For Sales 


by Eddy Allen, Salesman 


M. L. Foss, Inc., Denver, Colo 


anvthing toda‘ 
hacksaw 


have 


MY SELLING. | find it falls 
into four general principles, headed by the sales 


“Treat the purchasing agent the 


NALYZING METHOD OF 


your 


A 


man’s golden rule 


well 
And 
you've 


It 


custome! 


rt 


whe 


got i 


way you'd like to be treated if you sat at his desk.’ 


| follow these principles in a calm, determined way 
I like mv customers 


It isn’t just business with me doesn't 
ind my work—after observing the four rules, there's 
ask for the 
I key my calls to my prospect—frequency of visit 
When making my first 


con 


all | 


only one thing left to do order most conveni 


‘ } 
>wu 


me OT a 
hour of call, length of stay 
all on a potential customer, I operate on the 
viction that I'm there for two things: to learn 
can about him, and to let him learn about me 
himself; I try 
his hobbies, what he’s interested in. Of course, it’s 
often possible to find out a lot of this before I even 
make the call. But | don’t talk about business on 
the first stop 

Once an acquaintance has been established, I talk 


about a cr 


instance 


| ask the customer about to learn 


that the a 


an order blank 


mad and 
business to the customer after the first five minutes sometimes you 
This can vary—but we always get around to business 
I look around to see what he needs, starting with 


hacksaw I 7] 


gic 
attitudes 


conscious 


an 


items I know his company uses every day 
blades, drills, files, cap screws, machine bolts, grind 
ing wheels—and once you get an initial order, vou're 


on your way to building up an account go in and 


Once in a while, a customer'll say, “I don’t need using certain 
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mmpentor 
he ignored this 


nt was 


finally 


I can understand hi 


have to know when 


I make it a poin 


that case. I say Well, | 


ire getting low 


it ll save vou time later 


ustomer 


you might 


nonce 


as 


on ” 


one item, vou keep on until 


ized order 
to find 
me: and 


And my 


out how 


just 
see which 


Min 


hours 


otten 


are 


initial visit tips 


f relationship will work best 


ar 


told 


} 


* mv good accounts 


ilesman who lost out 


He used tO 
low 
down his throat 
told him to get out and stay 
feelings—and it taught me 
in get too enthused. I believe 
to talk and when to shut up 


t not to 


push anything too far 


£ie 


ryct 


ince 
ipproach is keyed to that fact 


him how he money 


stock 


can 
One 


Save 


ve of nm 


mc 


cCAUSC 
go in, see something 
on. and practically force 


Ihe customer got 


out 
that 
you 


So 


les pitch toward specific customer 


one of my contacts is price 


by 


first sales 





vs 


INSURE A FULL WORKING DAY—that mean ORGANIZE YOUR OWN COMPANY 
tarting arly quitting late ind utilizing two-hou j [ I ident W ! 
od. Once a week my average 16 daily calls include 
John Veenstra, Cummins Diesel Sales Cx 


a price sale. He was shopping for a c Sel partment treat your customer 
g compound, which they buy in 100-Ib. lot you yourself do—if they don't they car 


We carry two types—one quite a bit cheaper tha n five minutes something that might ha 


sweepin 


the other. If I quote him on the cheaper but stil vears to | d 


rood lines occasionally, eventually he'll decide 


Well, this man is as reasonable as anyone Choose An Inside Team 
Last week when drill bits went up 20°, I made 


sure my customers, especially the price-conscious on¢ Natura everyone in Our company works for 


xc customer. But some are a little better than other 


learned about it in advance They all appreciates 
it, and most of them stocked up nore experienced or more friendly So | pi k out 
Another of my good customers wants Service men in each de partment who'll rive mv custome}! the 
when I make my regular call, it very often happen service. I get my better customers and the on 
needs something right away. So I get it for wi! re a little ticklish to deal with to ask for them 


elf, the same day In fact, hardly a day go« or instance, on back orders A lot of times the 


I don’t make at least two deliveries. If the tomer |! call in and, if he doesn’t get the good 


something, I say. “I can get it for vou right m lable to be told “We don't have it 
’ 


ind I do Ihe result: He buvs every one | But there are a ouple of men who alwa 
stocked items from us that he can use gi ustomer the right treatment—they explaii 
I average 16 calls daily. I've found that I can make tuation, and tell him specifi 
that mam ills, and still take good care of each cu ave delivers 


tomer. | start at 8:00 a.m. work until 4:3 me do the same thing with coun 
take a snort inch I know which customers ; one 1 he wants to com 


call or it 11:30—and those who come back fr | tell him the fellow 


lunch rly Lhis means that | keep m lead |i nh : nan who knows a lot about the 


minimum ra phi Me ilesmen are 
| 


iT salesmen Zo in ind jabber ind talk ; Tr to call om per 


tell them he’s busy. vet thev’re determi DI nd his stock and ha 1M personality 


talking Enough purchasing agents have e made mistakes in my day w instance, | called 


ibout this for me to know it ' ' no } yunt for a year, observing these rules that 


rortn ind never got n order | 


they want vou to state vour busine t tT | that I'd been illing on the wrong tan 


t anything new, show it to him and get out rted o l on wain, and now that firm 


nize my own firm—-that is, I pick s if 


, 
; 


t back me ul It important tha 
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COFFEE BOY Frank Cr 
loaded with coffee, emerg: 
kitchenette located just off the 
oom of Industrial Hardwar 


plies, Inc., Baton Roug 


his tray 

the 
will call 
& Sup 


ALL, VISITORS are offered 

) manufacturers men, a ‘ 
taking a coffee break. Left to rig 
Flanagan, vice president of Indu 
Co.; Coffee Boy und A 


I Pu 


K 


Treen; 


r MAY BI 
will call” counter of Industria 
in Baton 


Hardware & Supplies, Inc 
ontrol 
purchasing in their companies. But 
even so, Carter H. Chambers, Sr 

and Harry J. Flanagan, president and 


vice president, believe that all such 


Rouge, are not the ones who « 


sitors should become booster 

It was this type of thinking that 
prompted the two executives to un 
dertake a renovating program for the 


Mr. Flana 


gan walked through the room, noted 


will call room last vear 


SIZ 


shapes and colors; some were bright 


display boards of various 


others soiled 
Mr 
whole room with 


he looked 


warehouse aisles behind the cou 


and attractive, WCIC 


unattractive Flanagat 
the 


eve; 


and 


studied 


critical down tl 


ter 
ti 


he tried to find a place to sit 


was none; he looked for a pla 


extinguish a cigarette. H« 
It's a mess.” 


that 


cluded 


It was then they 
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rank Blackston, Stanlev 1 H. J 

W. R. Roberts, P. ¢ Abbott & 


For Coffee? 


iould extend to will call 


| _ : } 
degree of the hospitality ex 


to purchasing agents. Being 
section noted for coftee drink 
Mr. Flanagan Mr. Cham 
lecided that their hospitality 


iround coftec 


ind 


revolve 
first step, though, was the 


iting 


Chey installed oak pan 


eliminating completelv all 
ylacards, display boards, et 
neling ft the 


( of the 
Wrought iron stools with foam 


of course ut 
warehouse _ aisles 
rub 


ber shions were placed before the 


1 


\ kitchenette was built 


ff the will call roon 

was pul hased 
hired a full tim 

ittee-maker wait 


ppel He 


nstructions to 


oper ites 
otter 
comes He 


tt ex 

1 who 
200 and 1,400 cups weekh 
hospitality supplements the 


lity extended to purchasing 





} 


I for custo s of the d lano, an Industrial Hardware sal 


if | ! } 


4 WEEKLY LUNCI 
tributing firm is pr ded 


ind C. H. Cha 


‘ ; 


Well, Then, How’s About Lunch? 


wents for the last seven vears. It 


was seven vears ago that Mr. Flan 
wan held the first lunch for pur 
chasing agents and buyers. It went 
over so well, that now. everv Thurs 
day is “Industnal Hardware & Sup 
lies Lunch Day he company's 
five salesmen all arrange to be on 
hand that day. They telephone pur 
chasing agents and buvers. remind 
ing them that they have a standing 
inviation to attend the lunch; ar 
rangements are made to pick up 
inv of the guests who do not have 
transportation. All factory men in 
town on Thursdays also are invited 
Ihe supply company’s sales 
men and executives mingle with the 
buvers but they all adhere strictly 
the luncheon rule Don't dis 
isiness unless the guests bring 
the subject 
Ihe nice part of it is, a ording 
to Mr. Flanagan, many of the buy 
rs do take the opoprtunit to dis -eaegene gem BINS » Rall 


acTs it -* " 
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FIRST CHAPTER in ‘ torv begins when employee 
hows extra interest. Phone Man Merrill M. Sheldon at 
tended night course in machine sh p work at LD Moine 


| nstruct th i nod fd 


Are You Looking 
For Advancement? 


By Robert Slater 


Associate Editer, Chicago 


MEMO TO TELEPHONE SALESMEN: This is the story of a 
distributor's telephone salesman who took a night course in 
machine shop work at his local university—on his own initiative, 
and his own time. Here’s what his company thought of the idea, 
and the benefits this phone man—and his company—derived. 


Lge NTY-POUR-YEAR-OLD Merritt M. SHe.pon is one 
of six industnal sales department product managers 
at Globe Machinery and Supply Co., Des Moines, 
lowa. His job consists of phone sales, expediting, 
stock control and purchasing of expendable tools. He 
has been with Globe for five vears; the first two were 
spent im the store and at the pricing desk 

“Since I fimshed the machine shop course,” says 
Merrill Sheldon, “I find I can help customers with 
their problems and on tool applications. Before, when 
a customer called and said he wanted a grinding wheel 
for a surface grinder, i wasn't even able to picture it 

While I was taking the course I worked with the 
same material that my customers use in their busi 


Ness steel, cold rolled stock ind so on That's why 


the course was t of help to me in my job—the 
tools | handle are those used in machine shops.’ 
Globe management was pleased at Mr. Sheldon’s 
initiative, and proud of the scale model drill press 
vise which he made during the session 
“We didn’t « 
until after he had started 


Bald ne k 


initiative that we 


1 know Merrill was taking the course 
says Vice President A. W. 
It shows the interest in his job, and the 
re glad to see. This is why 

In my opinion, the inside man is as important 
as the outside If I had to choose whether to 
have a stron 1 nside and a weak one outside, o1 
a strong man « de backed up by a weak character 
skilled man here—on the phone.’ 


his belief on the fact that the 


inside—I'd put th 


Mir Baldo i ist 
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MANAGEMENT PAID HALF the cost of 60-hr. course started,” says Vice 


President A. W. Baldock 
We didn’t even know he was going to school until after he initiative we look for when promotions come 


inside salesmen are probably in most frequent contact 
with the firm’s customers who continually call in to 
check availability of stock, delivery information and 
price schedules 

For instance,” says Mr. Baldock, “we have one 
xccount which has gradually built itself up with us on 
phone orders. We don't get inside there, but one of 
our factory men does—and one day he asked them 
why we were getting the increased business. ‘The 
said they give us more because all requests, inquiric 
and orders are immediately attended to—and that 
an account Mermnill handles.’ 

Phone Salesman Sheldon isn’t planning on graduat 


ing to the job of outside salesman, although the in 


portance of his job, and the product knowledge an 
experience gained from working as a telephone sales 


man makes it a logical ambition. He has his sights 
set on advancement to a position inside—and accord 
ing to Globe management, he has taken a giant step 
toward his goal 
Outside Salesman Larry Friedel feels that 

—_ 
fited from this phone man’s increased grasp of perish 
ible tool knowledge If more men on the inside 
would do what Merrill did, it would help,” he says 


It’s good background for that job—and we know our 


Globe’s customers and Globe's salesmen ha 


COURSE COMPLETED, Mr. Shek 


ca how te ti xpcnda 


ustomers get the proper treatment when Merrill ; 


on the line 
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After a year and a half experi- 
ence as a branch manager, 
Robert P. Edwards lists . . . 


Ten Keys to Help You 
Operate a Branch 


TRAIN SALESMEN at meetings. with manu 
e facturers’ men participating. Mr. Edwards and 
three outside salesmen, Joe Smithling, Brack Byrne 


7 DEVISE ORDER ROUTINE insure speed and 
e ¢ficiency. Inside salesman FE. J]. Anderson stamps all 
phe ne and mail orders; Holly Murra t I hetor 
after filling, depending on urgency. A 


reg at h ord rs 








Il. HIRE LOCAL PEOPLE 
is No. 1 suggestion of Robert P. Edwards, manager 
of the Syracuse branch of LeValley McLeod, Inc., 
Elmira. Any “outsider” stigma is eliminated and, 
in addition, local people are more familiar with the 
industries and personnel in the branch trading area. 





t sales pitch from A. Wood 
M etings ar¢ foll wed by 


tr held alis 


. 
& BACK ORDER FOLLOW-UP is essential part of 
e ord : I t Brookshire checks supplier for 
lelivery, ta h romises, inform customer f 


king until order has | 
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2. SPONSOR OPEN HOUSE 
to acquaint everyone with your facilities. LeValley 
McLeod played host to approximately 4000 visitors 
during two-day open house. Tours were conducted 
through warehouse and office; refreshments were 
handled by local catering service and served in 
large circus tent erected on grounds. 








3. ADVERTISE YOUR OPENING, 
advises Mr. Edwards. Spread advertisement in 
Central New York Purchaser, and mail piece used 
about same time as open house, featured message, 
“New Branch Warehouse and Offices Bring oa 
$2,000,000 inventory as near to you as your tele- 
phone.” Full page newspaper ad publicized open 
house. 





5 CONTROL ADEQUATI STOCKS with perpetua 
e ntor vsten Cards reveal stock movement anc 
t Peter Sassi to gear pur has 
ecords when consulting wit 
and supplier salesmen, abx 


t branch needs 


CALL-FOR COUNTER, manned by Warehouse Man 
e ager Sidn 4. Shoemaker, is located adjacent t 1S 


Wil 


UTILIZE TELETYPE SYSTEM which in this case 
e nk SVra ition wit! ‘ } ther warchouse 


wonthts 


4 


Mr. Edwards and Ralpl 
t ce i Major lines are promoted 


} ithh silines t ret r and prospe t hist and kent 


4 ) 
10 DIRECT MAIL PROGRAM is continuous and 
e planned penod ati / 
hare : 


Wa 


FS 


' 
ind rate by C personne! 


INDUSTRIAL DISTRIBUTION © JULY, 1955 











An Index of Industrial Distribution Articles 


Here’s a listing of articles that appeared from January through June 1955 





SALES HELPS FOR SALESMEN 


Courtesy Is rue Seciinc Secret Jan. 55 82 

It’s worked for Peoria salesman during his 19 
year career 

A $15,000,000 SaLesmMAN 

Never knock your competitor, says Philadelphian 


Jan. 55 90 


with 55 years of selling experience 
Ane You Knocxinc Your Heap AGAINs1 
rHe Wat? Jan. “55 104 
Elizabeth, N. J., salesman discusses techniques for 
selling in today’s market 
Propucts AND MArKeETs 
Feb 
Mar. 
June 
Turn Mistakes TO Your Own Apvan 
TAGE Feb 
Three cases in point are cited by Omaha 
salesman 
Wuart Doers Ir Take vo Sett? Feb. 55 102 
I'wo Providence salesmen state their views and 
methods 
lneee-Srep Sectinc ProcRaM Mar. 55 82 
It's employed successfully by Fort Worth sales 
lan 
Ine ‘Toucuesr Sate I Ever Mape” Mar. °55 86 
Grand Rapids salesman tells about the four 
obstacles he had to overcome 
E.NrHusiIAsSM Is Nor A Marrer or Ace..Mar. 55 88 
In the held for 43 years, Boston salesman proves 
his point 
How vo Seti Acarnst Prict Mar. °55 90 
New York salesman chooses his ground carefully 
\ Sau May °55 82 
Here's the procedure followed by a Milwaukee 


One, ‘Two, Ture 


salesman—with results 
Se_uinc—A Fut anp Happy Lir1 Mav 55 84 
It's the opinion of an Alabaman, after 41 years 
Disrrisutor’s Mosr INTERESTING 
SALI May ‘55 88 
Cambridge salesman turned 
call into $1,000 order 
Don't Forcer Your SALESMANSHIP 


crackpot” phone 


June 55 8¢ 
As important as knowing his product to Tampa 
salesman 
How to Sez. Wrrnovur Secuimc lune 55 88 
Baltimore salesman makes use of intangibles 
SALESMAN’S Apitiry TO Wear Wet. .June, 55 92 
It’s a Des Moines salesman’s key to making sales 


Arrer Aut, Tue Buyer Is Onty Ht 
MAN June "55 100 
Brunswick, N. J., buver turned sales manager 
gives pros and cons 
Wuen CaLumsc on Cusromers—T ALK 
June "55 102 


by a Charlotte salesman 


Propuc rs 


Vaniations on theme 


SALES IDEAS 


One-Day-A-Week SALESMEN Jan. 55 84 
Inside men perform this function for Providence 
distributor 
It Can Happen to Yor Jan. 55 91 
How two West Virginia firms faced the problem 
of technological changes in coal mining 
Tuey' re RecuLtar COUNTERMEN, BUT 
Feb. '55 86 
“double in 


Arso SPECIALISTS 
Five Peoria distributor personnel 
duties 
SALESMEN 'S SELLING—CuSTOMER'S Buy 
IN‘ Mar. 55 84 
How Orlando firm deals with switch of buyer- 
seller market 


Be PLEASED Mar 


distributor handles orde 


ro Ler Busrness Bi 
Mai 
Newark t tor has formula for 
downward sales trend 
How Ortren Do You Get An IDEA? Mav 
Read ID arti 


they'll up your quota 


IDEAS FOR MANAGEMENT 


How vo Ser Up a Sares Porenttiat 
STUDY Jan 
Cleveland firm has devised a 5-step method 
Price Book Dousies as CATALOG FOR 
SALESMEN Jan 
Spokane salesmen unanimously endorse 


COOPERATION BETWEEN 


SALES AND 
Crepri Jan 
Here's how Buftalo company treats this es 
factor 
Supervisory Trarinc Pays Ort Jan. “55 102 


Los Angeles firm cites procedure and results 
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SAFEGUARDING YouR Assers Makes 

SENS! 6 Jan. 55 106 

How to prevent burglary, petty theft and 

embezzlement 

Ine Wuorte House Learns Jan. "55 108 

Everybody profits from product meetings at this 
Grand Rapids firm 

To Save Trousie Later, Keer a Copy..Feb. "55 93 

Photocopies perform valuable service for 

Secaucus, N. J., firm 

Cart Reporr Can Br 


RECORDS Feb. 55 94 


CUSTOMER 


One form has dual function for Augusta 
distributor 
Propucr Quizzes Keer Tuem Awake. .Feb. 55 96 
How Baltimore distributor stops drowsy sales 
meetings 
It's Dont \UTOMATI 


Feb 55 (10) 


Four-page form has proved successful for Kansas 


EXPEDITING 
CALLY 


City company 
FinpiInc AND Deve toprnc Goop Em 
PLOYEES Feb. 55 104 
Evansville firm cooperates with local university 
Give Emp.toyees a Lirr wirrn Mus Feb. °55 107 
“Start the music” 
Divive Purcuasinc Duties Feb. '55 108 
Fourfold 
company 
WAREHOUSING ON WHEELS 


s sh gan 


is Memphis distributor 


dividends resulted for Day enport 


Mar. "55 9 
Los Angeles distributor makes use of novel 
method 
Researcu Proyectrs Pay Ort June *55 84 
Plant surveys give 3-way benefit to Utica firm 
Benerir BY [Hem Mistakes June 55 104 
Here’s what Muskegon firm learned about putting 
on an industrial show 


Tuts Disrrrsuror’s Orrice Tartxs A 


ComMMoN LANGUAGE June 55 105 


Cleveland company utilizes mechanical methods 


GENERAL 


Meer Osyecrions anp Ger ACTION Jan. °55 
I hird and final article of “Habits of Success” 
Are You Reapy? Jan. 55 10) 
Can vou answer these 10 questions about taxes? 
Wrat Do YOU Tuinx Feb. 55 88 
Eight salesmen give their views on entertaining 
ustomers 
Wuy I Buy rrom Inpusrriat Disrrit 
RS Feb 


ind wherefore’s from the 


Here are the why 
le of the tence 
More ComPetiTion But Berrer Evrnics 


Topay Feb 
Newark distributor after 60 vears 


supply businesss 


So savs 


rdustTia 


ANNUAL Survey or DisrripuToR Opera 

rions—1954 Mar. °55 97 

Regional and national figures are below 1953's 
I. D.’s Eprrors GO. ..GO...GO Mar. °55 105 
Here's a pictorial report of how editors get stories 
GROWTH OF AN INDUSTRY Apr. 55 97 
AMERICA INDUSTRIALIZES 10] 
Tue INpusrRY ORGANIZES 110 
Boom AND Bus! 12] 
DisTRIBUTION IN OUR TIMES 131 
AmeERICA Ss NEEDS AND Resources June 55 90 

Economics Dept. brings 1947 report up to date 
Now ‘Tuar I've Rerimep June ‘55 94 
Work and fun take up time of retired distributor 


PROMOTION 


Sates Were IN THE CARDS 


June 55 82 

Direct mail campaign won award for Allentown 
hirm 

Make Your Own Promotion Pieces... .June °55 100 

Photocopies are solution for New York distributor 


MEETINGS 


Poricy-Makinc Executives Tacx, Listen 
AND PARTY Mar 
Mid-year Biloxi meeting attended by 430 
New EnNciaNp Dtsrrmurors Inrriati 
Circies or INFORMATION” PRO 
GRAM Mat ; LOY 
NIDA meeting features 
Trice CLeveLAND Meetinc ArTrRacrs 


2,200 May 


Distributors plan public relations program 


round table discussion 


LAYOUT AND DISPLAY 


INCREASE EmrpLoyee Errectiveness, Not 
Feb. °55 


story of how a Portland 


error’ 

The “before and after 
Ore firm dealt with physical operating 
problems 
Warren & Barry 
NESS Feb 
Picture story on Los Angeles distributor 


$500,000 building 


hrearures Roomi 


Goop Housexerepinc Reatry Pays Orr. .Feb 


Seattle firm clearly define tockroom poli 


EDITORIALS 


Are You Keepinc Up? Jan 
Lets Srop Ta cxinc, Ani heb 
lue Faste or THe Foousn Brick 
LAYERS Mar 
GROWTH OF AN INDUSTRY Apr 
Your Spor ww History May 


How Are Your Pusiic Retations? June 


INDUSTRIAL DISTRIBUTION © JULY, 1955 





SALES QUIZ: Test your knowledge of . 


Products and Markets 














Solid Rivets: 


owl 
To 


1. FASTENERS 


Possibly your overall sales will hold together better 
if you rivet your attention on some of the fasteners 
illustrated below. 

Try your eye, identify, then ask yourself if possibly 
you are missing a bet on some of the items illustrated 
at the left—and if so—why? 








2. ELECTRICAL CONTROLS 


Most industrial supply salesmen who sell electrical 
equipment realize that, to insure maximum efficiency, 
safety of operation and long service, it is essential to 
recommend proper maintenance. Salesmen who have 
spent considerable time in customers’ plants note that 
few electrical controls actually operate in clean 
places; oil and moisture are frequently present 
Here are some questions to stimulate your thinking 
about helping customers provide effective, proper 
maintenance 
A. Which of the following cleaning methods would 
you suggest: vacuum or dry air at low pressure 
30 to 50 Ib) to remove loose dus? or dirt, small 
paint brush dipped in solvent for cleaning hard- 
to-reach places, wipe with rag moistened in 
cleaning fluid or solvent. 
B. When an electrical control is used infrequently, 
a coating of copper oxide forms on the copper 
contacts; also a film of dirt may form on the 
silver contacts. How would you recommend 
that these contacts be cleaned? 
C. Can you name at least three causes of chatter- 
ing contacts? 
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3. FANS & BLOWERS 


During the hot months it should be a pleasure to 
pause a moment and think about the fan and blower 
potential in your territory. 

No definite line exists between fans and their 
counterparts—blowers and compressors. In general, 
however, units for high-pressure work are compressors; 
those for low pressure use are fans. Blowers usually 
run in the middle pressures. 


. Can you name the fans illustrated above? 

. Can you name at least five industries that repre 
sent major markets for fans and blowers? 

. Fans and blowers running unbalanced get stead- 
ily worse, and can result in serious trouble like 
burning out bearings, weakening their supports, 
loosening piping, springing shaft or damaging 
the wheel. What are five causes of unbalance? 



































4. HAND TOOLS 


Though today’s products are primarily manufactured 
with machine tools, many hand tools are used for 
final assembly and adjustment. Hammers, wrenches, 
chisels, screwdrivers, pliers, punches, and hacksaws 
are used in all types of shops and plants. In addition, 
there are a number of miscellaneous hand tools used 

Can you identify, describe, and briefly explain the 
use of the miscellaneous hand tools illustrated in the 
drawing at the left? 








5. GRINDING WHEELS 


The speed at which a grinding wheel revolves is im 
portant because too slow a speed means wastage of 
abrasive without getting much useful work in return, 
whereas an excessive speed may result in hard grind- 
ing action and may introduce the danger of breakage 
A. For best results, resinoid and vitrified bonded 
diamond wheels should run between—and— 
surface feet per minute. At lower speeds they 
will cut—and weor—. 
B. Which of the following are causes of out-of 
round grinding? 
foreign material on work centers or in work 
center holes 
angles of center holes in work not matching 
angle of work center points 
insufficient lubricant on work center points, 
causing them to weor 
insufficient amount of play between driving pin 
and slot of driving dog, causing binding 
insufficient number of work rests to support 
work 
inadequate flow of coolant 


FOR ANSWERS, PLEASE TURN PAGE 





Answers to Sales Quiz on pages 110-111 
2. Electrical Controls 


A. For a good maintenance program you should 
recommend all three cleaning methods. 

B. Coating on copper contacts should be removed 
The bolts shown are: a. carriage bolt, cut (pointed); with sand paper; dirt film on silver contacts can 

b. machine bolt, hex; c. lag bolt, square head with be removed by cleaning with carbon tetrachlo- 

hex., also cone-point. Nuts shown are: d. square, ride. 

e. jam, f. castle, g. plain slotted. Solid rivets shown C. Possible causes of chattering contacts are: ex- 

are: h. flat head, i. button head, j. countersunk head, cessive jogging by the operator, poor contact in 

k. truss head, |. cone head. the contro! circuit (check contact or interlock, 

check contact spring pressure), low voltage, 

defective pole shading coil which needs replac- 


ing. 





1. Fasteners 














3. Fans & Blowers 


A. The four types of fans illustrated are: a centrif- 


ugal, b. propeller, c. tubeaxial, d. vaneaxial. 


B. Major markets for fans and blowers will be 


found in the following industries: metal work- 
ing, chemical processing, food processing, tex- 


tile, coal mining, metallic and non-metallic 
mining. 


C. Some causes of unbalance are: wear, misalign- 


ment, weak foundations, bent shaft, worn bear- 
ings, dirt on rotor blades. 





4. Hand Tools 


A. Scrapers—frequently made from old files by 
annealing, forging to shape, and rehardening, 
are used for finishing smooth flat or curved 
surfaces 

B. Scribers—long, slender, sharply pointed tools are 
used for scratching lines on metal for layout 
work, the metalworker’s equivalent to the drafts- 
man’s pencil. 

. Pin vise—a small handle, having a chuck at 
one end, used for holding pins and other tiny 
work. 

D. C-clamp—an adjusting screw passes through 
one of the arms and has a swiveling shoe to 
prevent marking work, used as temporary fas- 
teners for holding two pieces of material 
together. 


SL — 
—— 











5. Grinding Wheels 


A. Resinoid and vitrified bonded diamond wheels 
should run between 5000 and 6000 sfm. At 
lower speeds they will cut slower and wear faster. 

B. Out-of-round grinding is usually caused by any 
one of all conditions described, or a combina- 
tion of two or more of them. 
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THE PERFECT BALANCE 
e Dependable Bolts 


e Sturdy Packages 


Durable steel! Uniform, smooth threads! Heads that hold 
with extra strength! That's the quality you'll find in 
National's most complete line of bolts. 

The color-coded label on the National package tells 
you immediately what type of bolt it contains. And high- 
visibility printing makes it easy to read ... helps speed up 
selling and makes stock handling a cinch. Smudges or 
finger stains won't show on the glossy surface of these 
sturdy boxes either, so they always look good on 
your shelves. 

Stock the complete line of National bolts. Their de- 
pendable quality and attractive packaging are a perfect 
balance for repeat business. All sizes and thread types 


are available. 


THE NATIONAL SCREW & MFG. CO. 


CLEVELAND 4, OHIO 


Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave., Los Angeles 22, Cal. 


CARRIAGE BOLTS « MACHINE BOLTS « LAG BOLTS 
CAP SCREWS « WOOD SCREWS « PIPE PLUGS 
MACHINE SCREWS « NUTS « TAPPING SCREWS 

STOVE BOLTS « COTTER PINS 





- 


orn 


/Vational 
and Fasteners | Hodell Chains Chester Hoists 
* 
Sf 
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U.S. TOTALS 


April 1955 
Compared with 
March 1955 


April 1955 
Compared with 
April 1954 


Ti 





First 4 Mos. 1955 
Compared with 


First 4 Mos. 1954 








Compitep sy Inpusratat DisraisuTion 


-3% 
Z 





| +1 % 


+4.% | 





- 





Supply Sales Trend 


Final Figures For April 1955 





April 1955 
Compared with 
Mareh 1955 


April 1955 
Compared with 


April 1954 


First 4 Mos. 1955 
Compared with 
First 4 Mos. 1954 











NEW ENGLAND 
Connecticut 
Maine 
Massachusetts 
New Hampshire 
Rhode Island 
Vermont 


MIDDLE ATLANTIC 
New Jersey 
New York 


Pennsylvania 


EAST NORTH CENTRAL 


Illinois 
Indiana 
Michigan 
Ohio 
Wisconsin 


WEST NORTH CENTRAL 


lowa 

Kansas 
Minnesota 
Missouri 
Nebraska 
North Dakota 
South Dakota 


- 1% 








J 





+ 9% 


- 6% 
2% 


370 
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Quartet with “Sales!” for a theme song 


" €SSages wi 
“oe ‘ 
SALES fo 


tors 


DIRECT MAIL 
ADVERTISING 


Catalogs, envelope stuffers, and 

self-mailing pieces are proven 

profit-builders, telling 

the complete story on 

the world’s most com- 

plete line of threading ; +2 TRA DE 
equipment. They're SHOW 
yours for the asking, EXHIBITS 
with your imprint on ; Oster Products . 

the cover. They’re de- : shows throug} — adir 
signed for selling | re ~enout > country % trade 
action! : 








Here’. 
al Cus 
ic i 
ts in 4ction, dis. 


h your door! 


THE OSTER 
THREADING ENGINEER 


He’s the man with all the threading 
facts, ready to serve you and your 
customers with sound advice and 
technical assistance. And he can 
show you how to move pipe thread- 
ing equipment fast! Call him up and 
talk it over now! 


MANUFACTURING CO. 
Main Office and Factory: 
2064 East 61st St., Cleveland 3, Ohio 


New York Factory Branch Seles and Service, 


5-6 Jackson Ave., Long Island City 1, N.Y 


BUILDERS OF COST-REDUCING THREADING EQUIPMENT SINCE 1893 
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SALES TRENDS (Cont’d.) 








April 1955 April 1955 First 4 Mos. 1955 
Compared with Compared with Compared with 
March 1955 April 1954 First 4 Mos. 1954 





SOUTH ATLANTIC 
Delaware 
District of Columbia 
Florida 


- - 1% | +15% | +13% 


North Carolina 
South Carolina 
Virginia 

West Virginia 


EAST SOUTH CENTRAL 
Alabama ] O% + 6% 
Kentucky — 

Mississippi c Q 
Tennessee 


WEST SOUTH CENTRAI 


ead - 4% | + 5% 


MOUNTAIN 


Arizona 
Colorado 


oe + 1% | - 5% 
a 


PACIFIC 


a. — T% +21 % 


Washington 
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now is the time to sell 
arway Impulse Steam Traps 
to Processing Plants 


@ Summer sales of Yarway Impulse Steam Traps and Fine Screen 








Strainers are “ripe for picking”. . . in chemical, food, paper, plastics and 


other industries where heat processing spells production. 


YARWAY Impulse Steam Traps that ‘‘get equipment hot in a hurry and 
keep it hot’’ pay off not only in better production for users but in extra 
profits for you. Remember, each time you sell a YARWAY Steam Trap 
there is potential sale for other material... and... these sales 


frequently lead to good repeat business, 


Don’t wait for another “heating season.”’ 

Sell these popular and efficient steam 

traps NOW ... thousands of plants USE 
* , ss vada traps and BUY them all year ’round. 
= Be sure to get your share of this 


growing and profitable business. 


a 
Fs ” YARNALL-WARING COMPANY 


- 
oe 111 Mermaid Avenue, Philadelphia 18, Pa. 


impulse steam traps 


FINE SCREEN STRAINERS 


YARWAY 
FINE SCREEN 
STRAINER 
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The Outlook For Business 





By The Economics Department, McGraw-Hill Publishing Company 


O the exceedingly bright prospects for business 

in 1955, there has now been added the even 
brighter hope that we may be able to enjoy our pros 
perity in a more peaceful world by 1956—to enjoy 
it at lower tax rates and without the disturbing thought 
of being blown up any minute by a hydrogen bomb 

This is the hope that has been raised by the new 
willingness of the Russians to sit down and discuss 
world problems. If the meeting of chiefs of state 
this summer makes even a small] start toward turning 
the hope into a reality, it will mark the most import 
ant change in international relations since the 
announcement of the Marshall Plan in 1948 

A turn for the better in foreign affairs would require 
new policies on defense and taxes. It has been 
common thinking that a high level of both are built 
But if the Soviet men 


ice really starts to diminish, our defense expenditures 


into the American econom 


obviously can come down 

After the Big Four conference this summer, Presi 
dent Eisenhower may have a new viewpoint when he 
looks over the defense budget for 1956. And the 
whole government program of spending and _ taxes 
could well be affected 


Defense and Taxes—Inevitable? 


Ihe reduction of world armaments may be under 
Negotia 


ind have 


serious consideration by the end of 1955 
tions have been proceeding for some tim 
recently made surprising progress in the disarmament 
If eventual dis 
irmament seems more likely as a result of these talks 
. the U. S. government 


commission of the United Nations 


wd sudden war less likely 
may decide next vear to begin a gradual adjustment 
in the defense program, rather than face a sharp 
cutback later on 

Expenditures for many types of equipment would 
drop sharply from present levels. And the military 
part of our atomic energy program would stop entirely 
On the other hand, the remaining troops would be the 
most highly skilled and would be paid more, on the 
average 

lhe government would probably increase expendi 
tures for scientific rescarch, and also subsidize indus 
trices like airlines, clectronics, and machine tools 

So, overall, expenditures for defense might well 
hold up to $20 billion yearly, even with the U. N 
disarmament plan fully effective 

Would such a cutback ($20 billion a year is onh 
half the present defense spending rate) bring on a 
severe recession? Yes—if the cutback occurred all 


at once. But if it followed a gradual schedule of bemg 


reduced no more than $5 billion a vear, the economy 
might ride out such a decline. Defense expenditures 
have declined $14 billion over the past two years, 
and the nation is more prosperous now than in 1953 

Tax cuts—made in 1954—have played an important 
part in stimulating the rise in consumer expenditures, 
and in holding capital expenditures by business at a 
relatively high level. The government also took steps 
in 1954 to ease business and consumer credit, and 
to make available special aids for housing. Private 
business has played a key role in recent expansion 


by developing and marketing new products 


Prosperity Needs a Plan 


All this points up need for economic planning in 
making the transition from cold war to real peace. 
Ihe latter 


some business recession—no recession could be as 


certainly preferable, even if it involves 


painful as a hydrogen blast 

l'o make peace a blessing requires that the federal 
government will have to tur over some of its 
present defense revenues in the form of well-timed 
and appropriately distributed tax cuts. The federal 
budget is approaching a balance now, so that defensc 
cuts could easily be passed on. 

There is no lack of opportunities for new spend 
ing, if defense requirements are pared down. We 
have a $200 billion backlog of public works—to wipe 
out the backlog by 1965 would take $20 billion a year 


Tools Are Antiques 


In the field of business plants and equipment, 
technology is moving at such a pace that it’s casy 
to visualize further increases in spending, if the 
money is available. ‘This is particularly true of small 
and medium-size firms, which generally have been 
unable to keep up with their bigger competitors in 
the race to modernize 

Lower tax rates would greatly increase the ability 
of such firms to purchase new equipment 

According to the Jones & Lamson Machine Tool 
Co., all machine tools in industry are antiques 
J&L, has recently installed a set of machine tools that 
run themselves, test their output, and reset themsclv« 

And the 1953 census showed 55° of machine 
tools in use were antiques by modern production 
standards 

American business and consumers will have no 
trouble spending money if the Russians have the 


sense to let us alone 
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* SILVER STEEL 


@ SILVER STEEL 


ATKINS 


Silver Steel ,» BLADES 


ARE THE FINEST MADE 


...4ad somebody 
always asks why! 


Our metallurgists have found the right alloy . . . our engineers 
have designed the right cutting edge—the result is the Atkins 
Silver Steel Blade . . . designed to give you 


consistent low-cost operation 
maximum production 
minimum down time 

reduced do-overs 

...@nd more cuts per blade 


Show your customer the complete Atkins line of Silver Steel 
hand and power hacksaw blades—to meet every metal-cutting 
requirement. Ask your customer to test the Atkins Silver Steel 
Blade—on his toughest job. 


TUNGSTEN-—HIGH SPEED-— Silver Steel blades 
for cutting hard, extra tough steels and highly abrasive 
materials. 


MOLYBDENUM= SOLID = Silver Stee! blades for 
general purpose cutting of all metals. 


MOLYBDENUM=WELDED EDGE= Silver Stee! 
blades that are shatterproof for top production and 
extra life in general purpose cutting. 


THE ATKINS LINE ALSO INCLUDES: 


© metal cutting band saws ® carbide tip saws 
® circular metal saws ® precision ground flat stock 


® segmental metal saws ® files 
@ shear blades 


There is action at 


ATKINS 


SAW DIVISION 


BORG-WARNER CORPORATION 
INDIANAPOLIS 9, INDIANA 








Manufacturers’ New... 


Training Programs « Displays 





Chart Checks Chain Care 


AMF Offers Booklet 
On Simplified Drafting 


American Machine & Foundry 
Co., Greenwich, Conn., has issued 
36-page booklet entitled “Simpli 
fied Drafting” presenting 1) basic 
rules in drafting technique. Sample 
drawings of engineered parts and 
assemblies compare traditional and 
simplified drafting methods. 

According to the book’s author, 
|. H. Bergen: “It is possible to cut 
by 40% or 50% the total number 
of hours required to complete a 
given volume of work.” 

LaSalle Steel Issues 
Dictionary of Terms 


LaSalle Steel Co., 
issued a 32-page dictionary of steel 
terms for the benefit of those buy 
ing or using cold-finished steel bars 
Entitled “Simplified Steel ‘Terms 
ind Engineering Data,” the booklet 


Chicago, has 





The McKay Co., 
brought out a new edition of its 
Sling Chain Chart 
help plant personnel in the selec 


Pittsburgh, has 
designed to 


tion and maintenance of chain 


slings. Printed on an 11x20” card 
for hanging on the wall, the chart 
has one one side tables and line 
drawings presenting specifications of 
the firm's line of one-, two-, three-. 
and four-branch “McK-Alloy” slings 
On the other side it has a ruled space 
where relevant maintenance in 
formation can be recorded 


Columns in the ruled = space 


Cratex Has Kit 
For Polishing 


provide room for writing in chain 
size, length, number of branches, 
type of material, serial number, date 
inspected or repaired, and miscel 
laneous comments. ‘The mainten 
ance side of the chart contains, also, 
1 panel of drawings illustrating basic 
rules on the care of slings 

Printed underneath this record ing applications. 
are definitions of the terms “work 
ing load limit” and 
together with instructions governing contents 


the servicing of chain slings 
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taining an assortment of 24 of its 
polishing wheels, cones, blocks, anc 
mandrels for numerous industrial 


proof test,’ sheet describing the 
Specihcati 


polishing wheels are g 


ontains over 180 definitions fre 
quently used in the purchase, manu 
facture, treating, machining, and 
finishing of steel 

Photographs, graphs, and tables 
over subjects such as standard 
zrain sizes for steels, Shepherd grain 
size fracture standards, approximate 
hardness conversion numbers for 


steel, etc 


ELPA BATA BULLET in 


Cratex Mfg. Co., San Francisco 
has devised a “polishing kit 


Simplified 
Steel terms 


deburring, smoothing, and polish 


The firm has also issued a catalog 
kit and its 


| 


is 


well 
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Vaco Offers Hanger 
For Screwdriver Display 


Vaco Products Co., 
devised a display for an assortment 


Chicago, has 
of its screwdrivers. Consisting of a 
12x24” panel, the display permits 
the distributor to show other small 


\ acCO 


Special hangers permit a 


tools in addition to screw 
drivers 
variety of tool arrangements on the 


panel 


Behr-Manning Previews 
Two New Motion Pictures 


Behr-Manning, Troy, N. Y., has 
ready for distribution two new 16 
mm sound 
“Coated Abrasive 
Metalworking 
“The Manufacture of 
Coated Abrasives.” 

Ihe first of the 


trates and 


motion pictures 
Belts 
Production,” and 


Modern 


Speed 


two films illus 


automat semi-automa 


tic coated abrasive machines in 
action, and the adaptation of these 
methods to various shop and plant 
operation 

The second film is a trip 


Behr-Manning plant 


Ov i 


thr 


Wittek Has New Display 
For Hose Clamps 

Wittck Mfg. Co., 
new dealer display case 
lite 


clamps il} il} 


Chicago, 1s 
oiferinmg a 
for its ‘Sure 
Holding 


ment of four sizes, the all-metal case 


hose clamps 


assort 
has a transparent hinged cover with 
a selection chart printed on the top 


high 12” 


Case Cal 


border Measuring 6’ 


wide, and 53” deep the 
be also used as a wall display It is 
black, white 


finished in red and 


enamel 
I'he firm has also issued a catalog 
CD-455 


pege describing the new 


display 


Skil Offers Display Stand 
And New Spring Catalog 


Skil Corp 
through its branch office 


tand 


oftening to the trad 


tool displ i\ 
used a ounter 


salesmen 
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The display was designed especi 
illy for the industrial distributor 


who handles a limited assortment 


f Skil tools 
lhe stand has a three-tt 


with a metal 


squarc 
rein 
42-in 


gh. to which adjustable shelves are 


ry wood bas« 


pecy board 


upright 


ecured with mounting hardware 


As many as 


lools iT¢ 


eight tools can be fea 
tured viewed from four 
sides when stand is used as an island 
display 

Skil's 


released, boasts a new format 


spring catalog, recently 
more 


comprehensive sales information 
ind lists user prices for the first time 

lhe 60-page booklet gives the 
sales story on more than 150 models 


of portable electric and pneumaty 


power tools for manufacturing, con 


truction and automotive industries 


Rapids-Standard Catalog 


Features Wheels and Casters 
Standard (Lo (ram 


Nl 


Rapid 


id tic : 


5 Pp int 


if omplete line 


wheel 


casters and 


of “Rapistan 


for ight through heavy-duty use on 


ot port ible equipine nt 





77-79) Republic Flexible Plastic 
i Starts with 100% Virgin 


aw 


‘STO Wr. REPUBLIC ce @ SFT 


VBLIC Fe @ SET 


ee eee 3 ARTY 18 Ate 


REPUBLIC STEEL CORPORATION 
3156 East 45th Street 
Cleveland 27, Ohie 


Please send me literature covering details on 


(_] Republic Flexible (_] Berger Steel Shelving 
Plastic Pipe 


4 
i 
i 
i 
i 
i 
i 
i 
t 
[_] Republic Steel Pipe [] Republic Bolts and Nuts 
y 
i 
y 
i 
i 
4 
! 
i 
# 


Pe nseuesmmmnnnnsese — 


Company— 

QUALITY OF PRODUCT mokes Republic Stee! Pipe a fovorite in the plumbing, 
heoting ond air conditioning industries. Made by the Continuous Butt Weld 
process, Republic Stee! Pipe is carefully guarded by rigid controls every step 
of the way. As o result, pipe is uniform in size, weld strength and length. It's 
easily threaded, reodily bent— and has o tight adherence of the galvanized 
cooting. Here's a good turnover item. Send coupon for literature 


Address 


Zone —-— = 


; 
} 


r 
i 
i 
i 
i 
i 
i 
i 
i 
i 
I 
' 
i 
i 
i 
i 
i 
i 
i 
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Pipe Quality 
~ Polyethylene 


Right off the bat you know that every inch of 
wall in every foot of Republic FE Plastic Pipe is 
homogeneous in structure—that you and your cus- 
tomers are protected from weak spots. 


Supplied by nationally known prime manufacturers, 
this top-grade polyethylene is typical of Republic’s 
high standards of quality. Also typical are the 
modern machines, the latest manufacturing tech- 
niques, the rigid controls employed. These com- 
bine with more than 50 years of pipe-making ex- 
perience to make Republic one of the world’s 
foremost manufacturers of tubular products. 


We're proud of the plastic pipe we're produc- 
ing and the acceptance of Republic Flexible by 
customers everywhere. It’s a natural on the farm 
for jet pumps, watering livestock, brooder houses, 
and other cold-water applications. It’s ideal for 
residential and municipal sprinkling systems— 
for pumping drainage water on construction jobs. 

Highly resistant to acids, alkalies and many 
chemicals, it’s also immune to electrolytic action. 


men handle this 90-foot loop. It's a small section of the extensive sprinkler system 
recently installed in the fairways of the Manokiki Country Club, Willoughby, Ohio, 


It's available in coils—sizes “s\" through 3"; in 25- 
foot straight lengths—sizes 4° and 6". Booklet 


It’s lightweight—installs quickly. And joining is 
so easy the most inexperienced person can do it. 
Only tools needed area knife or saw, plus ordinary 
screwdriver for tightening stainless steel clamps. 


603 will give you all the facts. Send for your free 
copy. Imprinted literature and display material 
are also available. For immediate information 
contact your local Republic District Sales Office. 


Nationally advertised Republic Flexible Plastic Also ask about Republic's Semi-Rigid Butyrate 


Pipe comes in 9 sizes from %" to 6” diameters. and new Kralastic. 


REPUBLIC STEEL 
Werlels Widest Kauge ” Standard, Steels avi, Stk. Prodigy 


PART OF EVERY REPUBLIC PRODUCT 


QUALITY OF CONSTRUCTION 
mokes this pipe rack strong 
ond long-lasting. Units 35 

and 70% long can be joined 
to produce racks of ony 
desired length for han 

dling your storage require 

ments. Seven arms on each 
side ore easily odjustoble 
will support one ton each 
Bose is 28" wide and strong 
enough to keep rock in o 
vertical position even when 


eufilifefts 


eccentrically loaded. This 
is just one of mony quolity 
products produced by Re 
public's Berger Division 
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QUALITY OF PERFORMANCE ix the true test of any product. And 
Republic's wide range of high quolity fasteners enjoys on out 
standing reputation for top performance in all types of indus 
try, whotever the requirements. Republic mokes and stocks 
more thon 20,000 regulor types and sizes of headed and 
threaded products—including mochine bolts, hot and cold 
punched nuts, cop screws ond sheet metal screws. lt will poy 
you to stock this big line, 
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Manufacturers Elect Four Presidents 


i = 


Alexander L. Naylor 
The Fairbanks Co. 


Alexander L. Naylor 
clected president of The Fairbanks 
Co. succeeding his father, George 
M. Naylor, who died in April 


Executive vice-president of the 


has been 


company for the past ten years, the 
new president served before that as 
His 


assistant to the president 


father became president in 1924 


Wayne Belden 
Named Ajax President 


Wayne 
president of Ajax Flexible Couplirg 
Co 

William ‘T 
the board, also announced election 
of the following officers: Charles W 
Belden, vice-president; Harley | 


Belden has been elected 


Welch, chairman of 


Northrop, treasurer, and Robert G 
Cady, secretary 

President Belden joined the 
1929 as assistant to Mr 
Welch and became 


Colm 
pany in 
executive vice 
president in 1953 

Mr. Welch, who with his father 
Dr. C. E. Welch, founded the com 
pany 1920 
1926 


ime pre sident in 


124 


Conde Hamlin 
DeWalt. Ine. 


Conde Hamlin, formerly executive 
vice-president of DeWalt Inc., has 
been elected president of the com 
pany 

Named general sales manager in 
1952, he later became director and 
vice-president in charge of sales an: 
executive vice-president last Novem 
ber. Before joining DeWalt, he wa 
issistant to the director of sal 
the General Products 
American Machine & Foundry (¢ 
of which DeWalt is a subsidian 
years he was a sak 


Group 


For seven 
representative for the Ozalid Di 

Aniline & Film 
Army for 


seven years during and after World 


War Il 


ion of General 


Corp. He served in the 


John Weekes & Son 
Opens New Building 
John Weckes & Son Co., Wate 
town, N. Y., has opened its new 
ofiice and warehouse building on 
Black River Road 
Unveiling of a _ plaque 
histor 


} 


memorating the firm's 


followed WwW open brent 


tomers and fnends 
JULY 
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Douglas H. Thomson 

The E. Horton & Son Co. 
Douglas H 

elected president of The |! 

Co., 


who 


has been 
Horton 
succeeding Robert S 


Thomson 


& Son 
recently resigned to 


full 


( oOopel 


levote his time to other 


nterests 
lwo 
imed to fill vacancies on the board 
lirectors: George S. Chiaramonte 


company exe utives werc 


neral sales manager, and Philip 1 
yherman, treasurer and comptroller 
With Horton 1948, Mri 


ymson been vice-president 


since 
has 
He negotiated the 
Co. of 


secretary 
juisition of Gabb Mfg 
Kast Hartford, and its 
merger as a Horton division. Before 
World War II Army service, Mr 


investment 


Conn., 


Thomson was with an 
banking firm 
Marv A 


| 
lL homson 


suc ceeds Mr 


Caftrey 


is secretary 


Vice-President Named 
Permacel Tape Corp. has appoin 

ted Dr. Harold M. Sonnichsen, 

livector of its division, 


1 Vice president of the corpora 


technical 





Hardware Golfers 
Gather on Delaware; 
Worthington Champ 


Golfers from throughout the east 
competed recently in the three-day 


Link-Belt Names Three Distributor Supervisors 


annual tournament of the Eastern | 


Hardware Golf Association, held at 
Shawnee on-the-Delaware 

Henry M. Worthington, of H 
Linn Worthington & Co., 
\id., was winner of the champion 


Garrison, 


George L. Gansz Albert 


ship flight, with Charles P. Harlow, | 


Colorado Fuel & Iron Corp., runner 
up 
Mr. Worthington and Leonard 
S. May, Mav Hardware Co., Wash 
D. C., tied as medalists 
flight 
Prescott Brigham, Bridge 
Hardware Mfg. Co.; Wilbu 
Starline Inc.; J. H 


ington 
Other 
were: H 


winners, in order 


port 


Higgins, Jr 


f Eastern 

Flight were 

rad ; j & 

Henry M. Worthington 
Worthington & (¢ 


Iron, and 
H. Linn 
Md 


‘ (arr 


son 


Putcher, Butcher & Hart Mfg. Co.; 
C. McDonald England, Jr., Logan 
Hardware & Supply Co., Logan, W 
Va.; G. W. Donahue, Jr., Stacy Sup 
ply Co., Springfield, Mass.; V. P 
Peterson & Lowe, Balti 
more; R. G. Edwards, The Stanley 
Works; H. M. Webster; M. ‘I 
Hutchinson, Roberts Hardware Co., 
Utica, N. Y.; Samuel Wardwell, Jr.. 
Wardwell Hardware Co., Rome, 
N. Y.; R. H. Herzog, Herzog Suppl 
Co.,. Kingston, N. Y.; F. M. Willis 
R. F. Willis Co Grove 


Lowe, Jr. 


P¢ ns 


Link-Belt Co 


the company’s distributor activities 
Gansz, operating from headquarters in Philadelphia, will be 


George | 
the 
States 


for 


representative 


N. ].; Frank W. Carey, Brodhead 
Murphy Co., Elizabeth, N. J. S. M 
Jones, New York Wire Cloth Co 
D. M. Roney, Gilbert & Bennett 
Mfg. Co.; V. J. Roddy, American 
Screw Co., and (¢ H. Bunker 
Diamond Expansion Bolt Co 


New Officers Elected 
Francis P. May, May 
Co., Washington, D. € 
president of the association for 195¢ 
Joseph C. Walker, Buftalo Bolt Co 
and Charles B. Leinbach, Supple« 
Biddle-Steltz Co 
named vice 
Gilliam, Wood Shovel & 
Co., secretary-treasurer 
John J. Wallace, Clems 
is chairman of the board. Three 
tors are John J. Coy 
Co.; Hobart Phil 


Hardware 





was elected 


Philadelphia 
and 


lool 


wer'c presidents 


mn Broth 


iG 


vear term dire 


lips, Herbert Hearn Hardware Co 
Alexander R 


Prov id 


i 
American Screw 


Cambridge, Md., and 
Walsh, Barker-Chadsey Co 
ence, R. | 

I'wo-vyear term dire love 
W. Berdan, National Carbon Co 
iH Prescott 
Hardware Mfg. Co.. 
Laird, Edw. K. Tryon Co., 
phia 

Elected directors for one year wer 
Henry Lee Clark, New York Wire 
Cloth; Gordon W. Farr, Decatur & 
Hopkins Co., Boston, and Alfred R 
| Wright, ¢ Vallev Mfe 

Co 


tors are 


Brigham, Bndgeport 
and Edward ¢ 
Philadel 





onnecticut 


A. Quinn 


all distributors 
Albert A. Quinn, with headquarters in Chicago, will handle the 


Harold J. Guiver 


has appointed three reg.onal representatives to supervise 


in the Eastern and Southeastern 


Nlidwestern Southwe ter! 
ind Harold | 
responsible for the West Coast from 


San Francisco headquarters 


ici 


tors Guiver will be 


lhe three representatives, working 
Link-Belt district offices, wil 
prom 


with 
spearhead distributor sales 
all phases of 


th 


tion and coordinate 


distnbutor-company relations, 
management stated 


Mr. G 
19]7 


Link-Belt ; 
in Philadelphia and started 
sales work in 1923. He became mat 
wer of the Philadelphia 
ofhce in 1935 1 di 


manager in charge of 


11SZ joined 


clistri t 
ind later isiona! 
tran 


1949 he 


manager of 


powe! 


mission equipment Since 


has been assistant sale 
Link-Belt’s Philadelphia 
Mii Quinn with the 
it the Philade Iphia plant cng! 


1929 | 


an estimator in the 


plant 
tarted com 


department iter 


he became gC 
department and in 193 
Pittsburgh sales staff 


has been district sal 


cral sales 
jomed the 
Since 1946 he 
engineer there 

Nii 
194 


sales engineer in 1947 


Cuiver jomed the firm in 


ind became a 
at 


manager ot 


it San | rAancisco 
becam«< 
the San 


assistant sales 


Francisco plant in 1952 


Wood's Salesman Named 

Joe | 
ted factory salesman 
Wood's Sons Co 
ind South Carolina 


Seawell has been appoin 
for | B 


covering \ ifgitiia 
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Charles C. Lewis Show Draws 978 


Guests representing 384 companies attended recent one 


c 


126 


vening Industrial Supply Show and Metal Cutting Clinic 
# The Charles C. Lewis Co., Springfield, Mass. 


Visitors showed close interest in demonstrations by 20 manu 
Sponsors said 62 direct inquiries were developed 


facturers 


Special mquiry forms were used for prospects 


J. M. Tull Receives Starrett Plaque 


ed 


Roy M. Peckham (center), Southern 
sales manager, The L. S. Starrett Co.. 
presents plaque to J. M. Tull, chair 
man, J. M. Tull Metal & Supply Co., 
Atlanta, Ga., marking Starrett’s 75th 
inniversary. Looking on are K. G 
Saunders, Tull vice-president and im 
dustrial supply manager; J. Pollard Tur 
man, president, and J. A. Naylor, vice 
president and general sales manager. 


Heller Brothers Holds Sales Conference 


Representatives of the Newcomerstown, Ohio, manufacturer, series of mectings on sales and industry developments. A. M. 


gathered from throughout the nation recently for a week long Thomas, director 
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of sales 


was in charge 











Hardware Trade Group Plans Outings 


— 


1955-56 officers of the New York Hard 
ware Trade Association, with Roy 
Schmidt, Stanley Tools, entertainment 
chairman, are Armold Martin, Fayette 
R. Plumb, secretary-treasurer; Kenneth 
Yorke, Hansen & Yorke Co., New York 
City, Ist vice-president; Robert W. 
Richards, J. H. Williams, president; 
and Ralph S. Allen, Diamond Expan- 
sion Bolt, 2nd vice-president. The 
group plans golf outings July 19 at 
Tamarack and September 20 at Siwa- 
noy. The first outing was held recently 
at Boonton, N. J. Brownie Jalbert, Bay 
State Tap & Die, is chairman for the 
golf events. 


Detroit Stamping Celebrates 


Bouquet was presented to Mrs. Gloria Roberts, former presi Duluth, Minn., distributor was honored recently by plaque 
dent and widow of the founder of Detroit Stamping Co., by for full year without an injury among 300 employees. Prin 
her sons William H. Roberts, vice-president, and Glendon ciples in cememony are Warren Rappley, Hardware Mutuals 
H. Roberts, president (with his wife). Some 500 emplovees P. B. Moore, Kelley-How-Thomson warchouse manager 
and guests attended the celebrations marking the firm's 40th L. A. Thorsen, warehouse superintendent, and C, L. Gold 


anniversary treasure! 


Rawiplug District Managers Meet 


_ 


District heads of The Rawlplug Co 
met recently in Cleveland to discuss 
distributor policy and sales plans with 
Fred B. Powers, president, and other 
company officials 
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Serson Supply Co. Opens New Building 


An estimated crowd of 300 attended the recent open house Officers of Serson Supply Co. are R. J. Serson, treasurer 
n Supply Co., Chicago, to celebrate com J. B. Serson, president and E. J. Barnes, vice president. ‘The 


sponsored by Sers 
h fronts on two streets, incorporates / ,>V 


pletion of the firm’s new quarters. Serson is also maintain new building whi 
y its old building at 109 I Ist St q. tt. of space 


a Serson Supply Co., Chicago, has 
San Antonio Firm Opens $200,000 Building ded caep 4 eee aad 
“ building at 4537 South Archer 
Ave. In a corner location, it features 
a 100-ft frontage, and 1,200 sq. ft 
of display space. 
Steel shelving, some of it custom 
built, is used throughout the 5,000 
sq.ft. warehouse, which also incor 


orates inside loading and garage 
New Harlingen, Texas, branch of San Antonio Machine & Supply Co. has 40,0 - grag 


ft. of space on a 3-acre tract. Modern building will serve lower Rio Grande Valley space 


Other features include a 25-car 


. . yarking lot, a 30-ft. sales counter 

Stray Addresses North Jersey Distributors va dees ellen 
. - a i. [he company is maintaining its 
old store located at 109 E. 31st St 
industrial pickups and additional 


varehouse space 


Beals MeCarthy 
Names Two Officers 


Iwo new officers of Beals Mc 
Carthy & Rogers, Inc., Buffalo, N 
Y., were announced by Paul W 
vans, company president, at the 
firm’s recent employees’ dinner 

Robert E. Mills, purchasing agent, 
was promoted to vice-president, and 
Carl W. Gregory, comptroller, was 
named secretary of the company 


— Both officers will continue their 
What are the benefits of local organization? This question was the theme of a recent 
meeting of the North Jersey Distributors Association, attended by 26 distributor 
Newark. Miles I. Stray (right) Charles A. Templeton, Inc., Waterbury, Conp., a David G. Baird, company director 
guest speaker, described the Connecticut supply group. With him at head table ar ind senior partner in Baird & Co.. 
Ray Jedell, Seither & Ellis, In Newark, secretary-treasurer of the North Jersey Rieu Wask- tie ineastenend tenaiem 
group; Jack Madsen, Madsen & Howell, Perth Arboy; and Frank Carey, Brodhead gi © ent Danke 
Murphy Co., Elizabeth, president 
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present duties 


iddressed the dinner 





There's a Yale Hoist for every lifting job! 


The Yale Pul-Lift gives 
one man the strength of 150 


YOU CAN OFFER CUSTOMERS THE HO/ST THAT DOES HUNDREDS 
OF JOBS— QUICKLY, SAFELY, ECONOMICALLY 


Your customers in every industry can use the amazing power 

Mf the YALE Pul-Lift Hand Hoist that allows a single worker to 

lift or pull loads up to 15 tons! Universal ratchet action makes it as 
simple to operate as a wrench. Portable, versatile, designed and built to 
YALE's exacting quality standards, the Pul-Lift will go anywhere 
handle routine or specialized jobs with equal ease ...outwork 

and outlast any other hoist of its type! 


Offer your customers the important savings that the rugged power of 
the YALE Pul-Lift will bring them. 


Y A L FE * INDUSTRIAL LIFT 
TRUCKS AND HOISTS 
Gas, Electric, Diesel & LP-Ges Industrial Trucks + Worksovers 
Werehousers « Hand Trucks « Hand & Electric Hoists 
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Price Index for 19 Product Classes 


(1947-49— 100) 


%> Change 
Apr. From 


NAME OF PRODUCT CLASS 5! 5! °S4 Year Ago 


Abrasive Products a a 116.9 0.3 
Cutting Tools 126.0 121.6 3.6 
Fans and Blowers 3. 143.6 143.7 0.1 
Fasteners 55. 55. 153.9 1.1 
Incandescent Lamps od 2 136.9 7.5 
Industrial Rubber Products 35. 35.7 127.6 6.: 
Lubricants : 71. 2. l. 

Materials Handling Equipment 134.. 


Mechanics Hand Tools 146. 146.7 


(Files, saw blades) 
Metalworking Accessories 137.6 137.6 
Motors 109.6 109.6 
Paint 114.8 114.0 
Portable Power Tools 120.9 120.9 
Power Transmission Equipment 137.5 137.0 133.1 
Precision Measuring Tools 27. 25. 118.3 
Pumps and Compressors 131.9 


Steel Products 140.9 
(Pipe, bars, nails, wire rope, ete.) 


Valves and Fittings 35.3 131.3 


Welding Machines 29.: 124.3 


(Equipment, rods) 


Total Index 128.3 
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e Key men in companies throughout the country 
have given Lyon five times more first choice votes 
than any other steel equipment manufacturer! And 
more than the next thirteen combined! 

Those are the findings of a nationally known 
research organization that asked executives in 5,000 
companies this question: 

“If your company were in the market for steel 
equipment such as steel shelving, lockers, work 
benches, shop boxes, etc., what manufacturers 
would you consider?”’ 

Your nearest Lyon Dealer offers the world’s most 
diversified and most preferred line of quality steel 
equipment. (A few are shown below.) Equally im- 
portant, he can show you how to get the most out 
of steel equipment in time, space and money. 


LYON METAL PRODUCTS, INC. 
General Offices: 753 Monroe Ave., Avrora, Ill. 
Factories in Aurora, lll. and York, Pa. 


4 
sf 








A PARTIAL LIST OF LYON ‘STANDARD PRODUCTS 
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ON THE MARKET.... 


HERE ARE THIS MONTH’S NEW AND IMPROVED PRODUCTS 





Masking Machine 
Portable, 
Lightweight 
Designed for both two and three 
tone masking and general masking 
trucks, 
the maker's new 6 Masker measures 


of automobiles, buses and 
3x 9x 84-in 

Weighing 74 lbs without tape or 
paper, the masker is also suggested 
industries as avia 


for use in such 


tion, furniture, marine, television, 


radio, painting and interior decor 
iting 
I'he new masker dispenses either 
a 3 of Gin width of masking paper 
with masking tape in widths of 4 to 
l-in aligned along one side 
Permacel Tape Corp., New Bruns 


wick, N ] 


Drill 


Reaches Around 
Obstructions 


Since both chuck and handle of 
the new Proto all-angle drill are ad 


will 
work 


close to floors and walls, and operate 


justable to various angles, it 


reach around obstructions, 


in close quarters 

No. 370 drill features a 0-in to 4-11 
capacity chuck that swings in a 270 
deg. arc with a spring lock for chang 
Ihe handle turns in a 
te thi 


ing angles 

180-deg. arc at right angles 

chuck movement path 
Plomb Tool Co., Los Angel 


Countersinks 


Complete Range, 
Available In Sets 


\ complete range of sizes of high 
speed countersinks or center reamers 
has been added to the maker’s linc 

In addition to 60 and 82 deg. in 
cluded angles in either high speed o1 
carbon steel, the countersinks are 
also now available in high speed 
steels with included angles of % 
100, 110 120 degrees 
include $ through 3-in. diameters by 
" 


as 


and Sizes 


Countersinks are available in pack 
aged sets with either 60 or 82 deg 
angles. 

Chicago-Latrobe, Chicago 


INDUSTRIAL DISTRIBUTION © JULY, 1955 


Grinder 


Heavy Duty Cylindrical 

and Surface Grinding 

Series 25, a new 3 hp tool post 
grinder, is said to convert any basic 
tool 


ternal grinder and is designed for 


machine into a precision ex 
mounting on lathes 20-in or larger 
planers, shapers and vertical boring 
mills 

Powered by a constant speed in 
duction motor, the Series 25 is said 
to swing wheels up to 12-in diameter 
by 14-in face at speeds of 1750 rpm 


lbs; 


three 


weight is 176 
ivailable for 220 or 440 \ 
phase, 50/60 cycle, AC 

Dumore Precision Tools, Racine, 
Wis 


Operating 


operation 


Impact Wrench 


Reversing Button 
On Handle 


180 cycle, high fre 
impaet 


Iwo new 


quency electric wrenches 
have been introduced in the manu 
facturers No. 24 series. Both models 
ire 4 im. square drive wrenches de 
gned with heavy section metal in 

rear field case and steel impact 
housings to protect them from 
ibuse 


Model HF24R features a revers 





TODAY 


- PRODUCTS WITH SALES POSSIBILITIES FOR INDUSTRIAL DISTRIBUTORS 





ing button in the handle to permit 
the 


his 


operator to reverse the tool with 
thumb, for complete one-hand 
operation. Model HF24 is non 
reversible 


Although 


driving and 


for 
bolts 
ind threaded fasteners, the wrenches 


commonly used 


removing nuts, 
may also be used for drilling, ream 
ing, tapping, stud setting, sanding 
id other operations, the manufac 
turer sa 

Thor Aurora, Ill 


Power Tool Co.. 


Magnetic Chucks 


Made in Holland, 
Supplement Line 


\ complete line of 
chucks to 


their line of lathe chucks has been 


permanent 
magnetic supplement 
announced by the manufacturer 
I'he new additions, made in Hol 
land, are said to enable the company 
to offer a 
I'wo types of rotary perma 


complete size and price 
range 
nent magnetic chucks are now 
available: the Parallel ‘I'ype with pat 
allel 


width of chuck face, 


entire 


Cir 


lines of force running 


and the 


FOR AN INDEX OF THIS MONTH'S NEW PRODUCTS, SEE PAGE 


cular Type with circular lines of 
force 

Ihe rectangular chucks feature a 
lower overall height which reduces 


the size limitation on pieces to be 
held 


Horton Chuck, Div. The I 
& Son Co.. Windsor 
Conn 


Hor 
Locks 


ton 


Fire Extinguisher 
Pressure Range 
150 to 250 Ibs 
\ new 10 Ib pressurized dry chem 
ical fire extinguisher, said to work 
150 Ibs of air 


pressure is available, has been intro 


satisfactorily if only 
duced 

The new unit features a pistol grip 
dust 


ind moisture-proof gage which shows 


trigger release mechanism, a 
unit's charged pressure, and the mak 
ers diffuser horn for extra coverage 
of the discharge pattern 

Walter Kidde & Co 
ville, N.] 


Inc., Bell 


Center 


Shank Type, Available 
With Interchangeable Points 


A group of new interchangeabk 
points for the maker’s Red-E shank 
ball 


type, anti-friction bearing 


4, 
“~ 
~ 
= 
a 


centers has been introduced 
Said to perfe 
threads to match those of the 


rour 


have tly ground 
head 
types are available tandard 
standard 


bull 


femal 
ott tool steel 


standard 
bl ink 
nose point 


Point 


male; 
round 
sizes range froi 
in diameter 

Ready lool ( 


Conn 


Jacketing 
Aluminized, 

Fire Resistant 

called 


ton has been introduced which 


\lumimized pipe jacketing 
Ashe 


is resistant to hire, iter 


acid and y 

Made of aluminum foil laminated 
onto vapor prooted asbestos cloth, it 
can be used to cover pipe insulation 
in heating, piping, refrigeration and 
ur conditioning systems. It i 
the manufaeturer 
not absorb 
uit if 


food processing plants and 


Ca ily 
leaned claim 


ind does odors, prop 


erties which for use in brew 
cTIcs 
laboratorie It requires no painting 
\ square yard weighs 12 ounce 
United States Rubber Co. New 
York City 


Continued on page | 
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For Sales Appeal: 


TAPS 


—general purpose or ‘‘special application’’ 


Whether your customer wants GENERAL PURPOSE taps, or taps for SPECIAL All Winter 
APPLICATIONS’, you can offer the sales appeal of Balanced Action. This means > odvertisements say 
advanced design, precise limits, and production by experienced craftsmen oe CALL 

is YOUR INDUSTRIAL 


J” 
r DISTRIBUTOR 


*When your customer is working with aluminum, plostics, zinc, brass, or cast iron, you con save | 
him money by selling him Winter Balanced Action Tops made especially for these metals 


The WINTER line is the Sales Appeal! line 
WINTER NOW MAKES PLAIN AND THREAD GAGES 


WINTER BROTHERS COMPANY Rochester, Michigan, U.S.A. 


Distributors in principal cities. Branches in New York + Detroit « Cleveland « Chicago « Dallas « San Francisco + Los Angeles 
Division of National Twist Drill & Tool Co 
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NATIONAL 


TWIST DRILL 
& TOOL 





SELL THE CUTTING EDGES 


Painstaking care by the cutting tool manufacturer makes good cutting edges | Nationa! advertisements say 
With reasonable care by operators, good cutting edges stay good Once CALL 

ou introduce National tools the line with the famous cutting edges rey n es : 
you v , 7 — oy ~~ = YOUR INDUSTRIAI 


expect steady repeat sales 
“J DISTRIBUTOR 


NATIONAL TWIST DRILL AND TOOL COMPANY Rochester, Michigon, U. 5. A. 


Distributors in principal cities. Branches in New York + Detroit + Cleveland + Chicago + Dallas + Son Francisco + Los Angeles 
9g 9 


AMIR . Nite . . Yd ‘ . N " . . AR BIDE AN 


\ 


Biggest selling news about fitinas mel 


| 


\\ individually packaged ! 


@ Clean ~— 
Alemite has done it! Originator of the lubricating 


packaging — no more . 
ec returned, damaged @ Saves your fitting — acknowledged leader in the field — Alemit« 
ompod fittings! time — makes sales now brings you fittings individually packaged. You 


a \ fost —costs no sell ‘em in handy strips — clean — protected — every 
; \ one positively identified. No more fumbling, no more 
misfilled orders because bulk fittings get mixed when 

weighed out like scrap metal ! 

And you'll sell "em! Your customers like the way 
they stay clean in their stock, too, right up to the 
time they are installed. No chance for dust o. grit 
to be carried into bearings on a new fitting. No time 
lost in finding the right fitting for the job! 

And only Alemite has this packaging. Your custom 

identification — ne ers know they are getting the original, the genuin 
more misfilling Alemite lubrication fittings! So order the display 
of orders! (Model 2180) right now —and let it seLL for you! 


Al] ALEMITE 


1826 Diversey Parkway, Chicago 14, Illinois 
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A MESSAGE TO AMERICAN 


INDUSTRY ® ONE OF A SERIES 


Lagging Public Construction — 
A Spreading National Blight 


The most recent editorial in this series dealt 
with the plans of American industry for expand- 
ing and modernizing its pliant and equipment 
over the next four years. These plans call for 
the expenditure of $113 billion over that period. 
There is a good prospect that the money to carry 
them out will be available. If the plans are car- 
ried out, manufacturing capacity at the end of 
1958 will be double that which existed at the 
end of World War IIL. And this industrial plant 
will be modernized. 

In sharp contrast to this picture is the condi- 
tion of our public plant and equipment — the 
roads, schools, water supply, health and sani- 
tation facilities upon which industry, as well as 
the average family, depends. According to a 
recent estimate by the Twentieth Century 
Fund, the people of the United States must 
spend almost $100 billion on new public 
works projects during the next five years 
merely to meet the minimum needs of our 
growing economy. 

Other estimates by the President's 
Council of Economic Advisers, by state 
agencies and by private construction econ- 
omists all show the same condition: a stag- 
gering need for public works. Yet no steps 
have been taken that even offer a promise 
of closing the gap between the public facil- 
ities we are building and the greater facili- 
ties we really need. 
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How did we come to let our public facilities 
fall into this sorry state? Here are some of the 
reasons: 

(1) During the years of depression and 
war, from 1930 to 1945, these facilities were 
neglected. New construction declined, and 
even maintenance was cut. 

(2) Since the end of World War II, in- 
creased construction costs have made it 
diffeult for communities to get the needed 
construction with the funds budgeted in the 
past for that purpose. 

(3) The great postwar upsurge in popu- 
lation, and the spreading of our population 
into new areas, has created a huge demand 
for additional community facilities before 


the neglect of earlier years could be made up. 


Responsibility Divided 


Now the need for more public construction 
has become apparent to everyone, on jammed 
highways and in over-crowded schools. But, un- 
fortunately, the responsibility for doing some- 
thing about this situation cannot be so clearly 
fixed as can the responsibility for maintaining 
industrial facilities. A business firm must ex- 
pand its capacity when markets are growing or 
lose its trade position. It must modernize its 
plant and equipment or be undersold by more 


efficient competitors. In the case of public facil- 
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ities, there is no such competitive incentive. To 
be sure, a city or state may lose population and 
industries if its public facilities are inadequate. 
But such shifts are very slow to take place and 
difficult to relate to any specific public program, 
or lack of it. 

Moreover, the responsibility for constructing 
public facilities is divided between state and 
local governments and federal authorities. 
Within each of these governmental units there 
are specialized bureaus or departments with 
varying responsibilities. This division of re- 
sponsibility obviously adds an element of difh- 
culty to the development of an adequate 


program of public construction. 


Breaking the Log-Jam 


How can this administrative log-jam be 
broken and the financial difficulties overcome? 

One course would be to have the federal gov- 
ernment step in with a nation-wide new program 
of direct spending on public works. That would 
utilize the resources of the federal treasury for 
immediate action. But there are weighty objec- 
tions to such extensive federal participation. 
One is that federal spending cannot be greatly 
enlarged without a corresponding increase in 
the federal control of decisions that normally 
have been left to local communities. Another 
objection is based on the fact that so long as we 
must maintain a large defense establishment, 
such an addition to federal spending means 
either higher taxes or a chronically unbalanced 
budget. 

The other course is to rely primarily on local 
initiative, but with new and more effective fed- 
eral aid to local governments. Such aid would 
help speed up planning and construction, and 
contribute toward a solution of the most burden- 
some financing problems, but in amounts sufh- 
ciently limited to require that most of the capital 
be raised locally. 


No Single Formula 


No one formula can be applied to make such 
aid effective. The raising of funds for new 
schools, for example, involves problems very 


different from those of financing highways, or 
water-works, or hospitals. But it does seem 
clear that, in all these fields, the federal grants 
must be designed to stimulate more local plan- 
ning and financing than has prevailed in the 
past. Among the new ideas that may offer such 
incentives are federal grants for planning and 
initial costs and federal guarantees of local 
bond issues. Such aids have been remarkably 
effective in the fields of slum clearance and 
public housing. 

While the federal government clearly has a 
role to play, we cannot afford to postpone in- 
auguration of an adequate public construction 
program while we seek a formula to apportion 
governmental participation that would be gen- 
erally accepted as ideal. Every year about 2'/2 
million more Americans are putting increasing 
pressure on a public plant already dilapidated 
and inadequate. The result is an increasing 
menace to comfort, health, education and safety. 
It is also an increasing menace to the effective 
performance of American industry. 

The appropriate public response to this 
situation is a driving public determination 
to eliminate this increasingly dangerous 
lag in public construction. At this june- 
ture, the development of such a determin- 
ation is basic. Nothing stands in the way 
of an adequate program of public con- 
struction that a determined electorate can- 
not remove. 





This message is one of a series prepared by the 
McGraw-Hill Department of Economics to help 
increase public knowledge and understanding 
of important nationwide developments that are 
of particular concern to the business and pro- 
fessional community served by our industrial 
and technical publications. 

Permission is freely extended to newspapers, 
groups or individuals to quote or reprint all or 
parts of the text. 


PRESIDENT 
McGRAW-HILL PUBLISHING COMPANY, INC. 
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On The Market Today 


(Starts on page 132) 
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fittings for the hose, have been 

added to the company’s line 
Incorporating rayon ply, the hose 

is recommended by the maker for 


Hydraulic Hose 


cial 
aa 


Fiber Braid, 

With Fittings 

Rubber covered single fiber braid 

(non-metallic) hose for low pres- fluids but also water, crude and 
sure service, and brass re-usable (Continued on next page) 


service not only with hydraulic 
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Index of This Month’s New Products 


BEARING UNIT 
Sealmaster Div., Stephens-Adam 
son Mfg. Co., Aurora, III 
BELT 
Boston Woven Hose & Rub 
ber Co., Boston 
CENTER 
Ready Tool Co., 
Conn 
CHUCK 
Toledo Pipe Threading Ma- 
chine Co., Toledo _ 
COAL CUTTER 
Carboloy Dept., General Elec 
tric Co., Detroit 
CLAMP 


Bridgeport, 


Jergens Tool Specialty Co., 


Cleveland 
COUNTERSINKS 
Chicago-Latrobe, Chicago 
DRILL, ALL-ANGLE 
Plomb Tool Co., Los Angeles 
DRILL, MASONRY 
Super Tool Co., Detroit 
DRILL PRESS 
Lupear’s Tool & Die Co., Farm 
ington, Mich 
EXPANSION SHIELD 
U. S. Expansion Bolt Co., York, 


Fostoria Pressed Steel 
Corp., Fostoria, Ohio 
FIRE EXTINGUISHER 
Walter Kidde & Co., Belle 
ville, N. J 
GEAR PUMP 
Nathan Mfg. Co., Long Island 
City, N. Y : 
GLOVE 
Pioneer Rubber Co., 
Ohio 
GRINDER 
Dumore Precision Tools, Ra 
cine, Wis... 
HOSE CLAMP 
Aero-Seal Hose Clamps, Union, 
N. J 
HYDRAULIC HOSE 
“Tube & Hose Fitting Div. 
Parker Appliance Co., Cleve 
land . 
IMPACT WRENCH 
Thor Power Tool Co., Aurora, 
Il 
JACKETING 
United States Rubber Co., New 
York Cit) 


Willard, 


JUNCTION UNIT 
The Rapids-Standard Co., 
Grand Rapids, Mich 
MAGNETIC CHUCKS 
Horton Chuck Div., The E.. Hor 
ton & Son Co., Windsor 
Locks, Conn 
MAGNIFIER 
S. B. Logan & Co., Genoa City, 
Wis 
MASKING MACHINE 
Permacel Tape Corp New 
Brunswick, N. J 
PIPE THREADER 
Beaver Pipe Tools, In War 
ren, Ohio 
PORTABLE WELDER 
rhe Sittler Corp., Chicag: 
PRESS, ARBOR 
Mead Specialties Co., Chicago 
PRESS, 37-TON 
Sales Service Machine Tool Co., 
St. Paul 
REFLECTOR 
Sylvania Electric Products, Inc., 
New York City 
RULE 
The Stanley Works. New Brit 
ain, Conn 
STUD DRIVER 
The Titan Tool Co., Fairview, 
Pa 
TORQUE COUPLING 
The Technifiex Corp Port 
Jervis, N. Y 
TROLLEY 
Rapidstan-Keystone, Inc., De 
troit 
TUMBLING MEDIA 
Crown Rheostat & Supply Co., 
Chicago 
VACUUM CLEANER 
Pullman Vacuum Cleaner Corp 
Boston 
VALVES 
Edward Valves, Inc., Sub. Rock 
well Mfg. Co., East Chicago, 
Ind 
VALVE, FLOAT 
Klipfel Valves, Inc., Hamilton, 
hio = 
WIRE STRIPPER 
Ideal Industries, Inc., Sycamore, 
Il 
WRENCH 
The Beryllium Corp., Reading, 
Pa 


Winute lax 
KEYWAY BROACH KITS 


a ‘must’ in every machine shop 
and maimtenance department 
For cutting keyways from Vie" t& 
1* — by hand in one minute 


sUsUsUe0ED 
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yp - 
Winute Wan 
SQUARE BROACHES 


to meet the demand for stock 
broaches that will finish cast or 


drilled holes in one pass. For “« 


ial 


JSUS0 St 








MAGNETIC BASES 


hoid dial indicator 
gages. 360° horizon 
tal 180° vertical 
swing. Saves set-up 
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du MONT 
H. S. GROUND 
TOOL BITS 


hold a keener cutting edge 
longer due to special “bal 
anced” steel used 





The du MONT 
CORPORATION 
GREENFIELD 


MASSACHUSETTS 
x 





offers more profits 
because it builds 
repeat sales 








Each new Speed Vise that 
is sold is sure to build 
repeat orders because once 
production men have used 
Speed Vise they quickly 
discover several other 
places where additional 
Speed Vises will save more 
time and money. 
If you ore not selling 


the Speed Vise line, 
write for complete information 


CARDINAL 
MACHINE CO. 


1819 Dana St., Glendale, Calif. 


Priced lower than other drill press vises 


$9.75 to $19.75 list 


* Field assistance for your sales force 
*% Sold only through industrial distributors 


“900” LEAD 


EXPANSION SCREW 


ANCHORS 


Stondord machine screws 
stort ond turn easily 
in precision threads. 


x Special composition lead 
sleeve expands fost in 
masonry — cuts down 
“cold flowing”. 

Correct taper on 
threaded steel 
insert creates 


Entirely rvust- 
proof — won't 
deteriorate in 
damp locations. 


12 sizes — for holes maximum expon 
$4" to 1%" in diom- sion. Fost, sure 
eter — hold from 50 action every time. 
up to 10,000 Ibs. 


Size and directional Up 
errow on every anchor. 


Setting tool, in 
every box of 50. 


EASY TO USE 
DO THE JOB RIGHT 
SAVE TIME AND LABOR 


when you anchor in-masonry or concrete 


BEST CRAFTSMEN ALWAYS TAKE pAINE’s 


THE 


THE PAINE COMPANY, 17 Westgate Road, Addison, Illinois 
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fuel oils, hot oil, diesel fuels, gas- 
oline, and air. 

Fitting sizes for 4, &, 4 and é-in 
inside diameter hose are available 
in three body types: 45 deg. flare 
end, 45 deg. flare swivel nut, and 
male pipe thread. 

Tube & Hose Fitting Div., Parker 
Appliance Co., Cleveland 


Press 


High-Strength Alloy Frame, 
Heavy Reinforcing Ribs 

No. 34 Press-Rite 37 ton press is 
said to feature reinforced construc 
tion to eliminate any possible die 
wearing deflection even under max 
imum Capacities. 

Some of the other features 
lamed include: positive single 
stroke safety clutch, cam actuated 
brake, full vee ram ways, heavy ram 
slides 

With the four point mechanical 
clutch the standard speed is 120 
strokes per minute; press may also 
be equipped with variable speed 
drives, with Airflex air-friction drum 
type clutch and electrically con 
trolled brake for maximum operating 
speed 

Sales Service Machine Tool Co., 
St. Paul, Minn 


Valve 


* 
Toggle-latch, 
Two Floats 


\ new differential float valve has 
been introduced which the manu 
facturer says is especially suited to 
ontrol ejector or motor driven 








pumps where a pressure switch is 
used. Elimination of seepage and 
short cycling of pumps is claimed. 

The valve may be used to main- 
tain liquid levels in tanks and other 
containers and to control automa- 
tically ejection of gathered liquids 
in sumps or other collecting areas 
and devices. 

The unit is fast operating from 
full closed to full on positions, it is 
claimed, because of the toggle-latch 
mechanism and the use of two 
floats. 

Minimum differential maintained 
is 12 in. The direct operated valves 
are available in four sizes: 3, 4, 3 
and | in. Larger sizes are pilot- 
operated using a direct-operated 
valve as the pilot. 

Klipfel Valves, Inc., Hamilton, 
Ohio. 


Portable Welder 


Precision Timer 
Prevents Burning 


\ new portable electric welder, 
the heavy-duty Hi-Amp Model 5403, 
has been introduced. 

Its manufacturer claims it gives a 
high rate of production on light 
metals and includes features making 


get more sales hits 
with these new . 


BILLINGS STARS 


Ist Inning — You won't get thrown out at first when you offer 
Billings quality! 

2nd Inning — You won't foul out when you recommend Billings 
rugged construction! 

3rd inning — You'll be playing in the big leagues with a pres- 
tige line like Billings! 

4th Inning — You'll bat with confidence with Billings depend- 
ability backing you up! 

5th Inning — You'll be safe at home with Billings straight-down- 
the-line selective Distributor Sales Policy! 

6th inning — You'll get more hits with Billings consistently 
advertised tools! 

7th Inning — You can take a 7th inning stretch with o repeot 
sales maker like Billings! 

Sth Inning — You'll get customer satisfaction with Billings . . . 
“no doubts” means “no outs”! 

9th Inning — You'll be a home run sales leader with these new 


Billings stars on your team! 
YOUR TERRITORY MAY BE OPEN. 
INTERESTED? WRITE! 


JLUINGS wc 
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You profit most from the most complete line. . . 


A Zrnourured CRIPBELT 


FOR EVERY PURPOSE! 


eo neauce 


eeneseu 


DOUBLE-V GRIPBELT 


For multiple shaft drives. Driven 
shafts may operate in the 
same or opposite directions 


This unique beit assembles to any 
length needed. ideal where 
obstructions hinder belt replacement. 


FHP BELT 


Special safety channel adjusts during 
molding to maintain exact side 
wall dimensions. Smooth 
brationiess power, longer |i 


STEEL CABLE GRIPBELT 
Transmits heavier loads with smaller 
sheaves or fewer belts. Negligible 
siretch, longer iife, greater economy. 
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POLY-V* BELT 


New multiple V-belt in single unit 
Delivers more horsepower, 
cuts space requirements, 
eliminates matching problem 


© ® Loybestos Monhotion, inc 


GRIPROLL 


For special applications where 
endless belt cannot be used 
Cuts to any length, splices readily. 


Serve your customers’ every 
V-belt requirement efficiently 
and easily from these depend- 


_ able Gripbelts. They combine 


with Browning's wide range of 
sheaves to form the most com- 
plete V-drive line. Join the 
many distributors who are 
cashing in on the high quality 
and salability of these products. 
Write for Catalog GC101. 


MANUFACTURING COMPANY 
MAYSVILLE, KENTUCKY 
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it possible for less-experienced op- 
erators to use it successfully. It has 
a built-in “Electronic Thyrotron 
Timing Control and Solenoid Con- 
tactor” designed to provide welding 
accuracy from 1/10 of a second to a 
full second so that danger of burn- 
ing through the work is prevented. 
A wide throat depth of 6 in. can 
be extended to 18 in. by the use of 
readily available extension arm acces- 
sories. The welder’s opening is ad- 
justed from 3 in. to 114 in. Both 
transformer and welding arms are 
watercooled. Welder output is 3 
amps for secondary open circuit 
voltage and over 20,000 amps for 
short circuit. While the welder 
weighs only 55 Ibs. and can be 
moved about by hand, its carrying 
handle can be used with a sky hook 
\ floor stand is also available for 
foot operation. 
lhe Sittler Corp., Chicago 


Glove 


Comfort, 
Dexterity 


An industrial glove of flock-lined 
Neoprene has been designed to give 
comfort and finger dexterity, the 
manufacturer claims 

The Stanzoil NS-35 glove has a 
lining of thousands of tiny eotton 
particles bonded to the inside of the 
Du Pont milled Neoprene outer 
glove, and a molded non-slip grip 
on fingers and palm. It is suitable, 
it is claimed, for assembly, inspec 
tion, parts handling, photography, 
polishing and painting operations, 
leather and textile processing and 
laundry work 
Pioneer Rubber Co., Willard, Ohio 














Press 


Base Designed 
For Rigidity 
lhe CP-12-S, a new arbor press, 
has its solid steel column mounted 
on a redesigned base which the 
manufacturer claims prov ides greater 
rigidity 
It is adjustable both vertically 
and radially and the length of 
stroke can be regulated exactly by 
means of the lock nuts and collars 
on the upper ram. Taller columns 
are available for applications requir 
ing more clearance under the ram. 
Mead Specialties Co., Chicago 


Reflector 


For Lighting 

High Bays 

\ new line of porcelain enameled 

reflectors has been designed for high 

bay mercury vapor or incandescent 
lamp mounting 


product 


ACCO’s Great New Chain... 


ACCOLOY 125 
accor’ X-WELD 


.- the Chain that identifies Itself 


You can spot it instantly! Even in the company of other 
fine AMERICAN-made chains, the great new Accoloy 
X-Weld125 chain identifies itself on sight by its unique 
link formation. Each link’s big,outsize welded area is 
2% times that of links welded by other processes. 

Accoloy X-Weld 125 has welds as strong or stronger 
than the alloy material . . . welds that won’t break when 
links are bent sharply . . . welds whose projecting lugs 
prevent dangerous kinking of the chain. These chains 
hang straight as a die. And they have greater strength 
with less weight! 

These great chains—in \",%", 4", %" and %" sizes 
—are ideal for slings, bundling, towing, general utility 
chains. Write American Chain Division, York, Pa., for 


descriptive bulletin. 

: ee fe American Chain Division 
shops, power plants and 0 eT ap : 
plications where high mounting AMERICAN CHAIN & CABLE ' Better 
heights are necessary and light must 
be concentrated, the manufacturer 
states. Slotted necks provide for 


The slotted-neck reflectors are 
adaptable for foundries, machine 





York, Pa., Atlanta, Boston, Chicago, Denver, Detroit, Houston, Value y) 
Los Angeles, New York, Philadelphia, Pittsburgh, /, 
Portland, Ore., San Francisco, Bridgeport, Conn 
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PLATEGRIP 


Make strong dust-tight 

joints in belts of any width. 
Special design spreads tension 
across belt, allow natural 
assures smooth 


(So 2 Bee ok Boe 8 2 eee Be e+ 
COAL Teel 4 HICAGO 3 i , A 








“VISES MEAN PROFIT SINCE WE STOCKED WILTON” 


Carl Ailmaquist, Jr., Almquist Bros., Los Angeles, Calif. 


No. I wasn't asked for a statement because I'm Wilton’s oldest Los Angeles 
distributor—I didn’t join until 1952. I was tough to convince, but I've never 
been sorry. Here is a case where a vise isn't just a vise—we've got Wilton’s 
tangible points of superiority to sell, and we sell them Just as important, Wilton 
has always protected me! Not with fancy certificates, but with decisive action, 
and that’s what counts! | know of two cases where Wilton was approached direct 
on large orders in my territory; both were promptly referred to an “authorized 
Wilton distributor” What more can | ask? Carl Almquist, Los Angeles 





ATTACH THIS AD TO YOUR LETTERHEAD AND MAIL FOR NEW CATALOG 


“The Finest Name In Vises” 


WILTON too wre. co., ic. 


925 WRIGHTWOOD AVE. «+ CHICAGO 14, ILLINOIS 


WILTON TOOL CANADA LTO. GUELPH, ONTARIO, CANADA 
6.7 
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onstant natural air circulation, 
minimizing deposits of soot and 
grime and providing for cool opera 
tion and long lamp life, it is claimed. 
Pressed and drawn from steel, lip 
edges of the reflectors are turned 
and rolled to provide adequate 
stiffening. They are finished with 
1 white interior reflecting surface 
containing titanium oxide 

Lamp fittings and neck sizes ac 
commodate 1,000-watt incandescent 
lamps and 400-watt high or low 
pressure mercury vapor lamps. A 
twin mounting bracket is available. 
For areas where excessive dust, 
smoke or acid fumes prevail, glass 
overs are available. A heavy welded 
wire guard and a moisture shield 
ire other available accessories 
Sylvania Electric Products 
New York City 


Drill Press 
Magnetic Base 
Holds It 


[he Portomag, a recently an 
nounced lightweight, portable, mag 
netic drill press, permits the op 
erator to take the drill to the work 
instead of the work to the drill 

It locks in place by means of a 











powerful magnetic base which per- 
mits the operator to drill without 
physical strain, according to the "NAT a © NA LL.’ 
manufacturer. Three models are 

avaiable for use with standard heavy- 
duty drills of §, § and 14 in. bit 





-_~ 
> 


capacities. By incorporating a revers- 


ron VC 
ing switch, tapping up to | in. capac- to 
ity can be accomplished. A magnet NS R od: D | | lp 
control switch has four positions; “$ 
low, for positioning drill bit to : - ugg op 
punch mark location; medium and 
high, for holding while drilling; and Block Camdons 
a demagnetize position. A safety 
feature is that the drill press clings = mre 
securely even if the electric current Frail, 
is discontinued 
lhe magnetic base action is pow 
erful enough to withstand a direct 
pull of from 1,000 Ibs. for the small 
unit to 2,000 Ibs. for the largest. 
Permissable pressures at drill bits 
range from 500 Ibs. to 1,200 Tbs 
Lupear’s Tool & Die Co. Farm 


ington, Mich 


National makes a complete 
line of portable sanders... 
air or electric driven with 
either straight-line or orbital 
action. Their simple and 
rugged construction, illus- 
trated by the cut-away draw- 
ing of the Model 400, means 
long years of dependable oper- 
ation to the user... and 
satisfied customers to the dis- 
tributor. Thousands of these 
machines are now being used 


in manufacturing and mainte- Semrenttdie : ae om 
nance work. See how you can bell bearings . . . ne crenksheft 


fit into National's distribution 2) sar pom - 
. ; 3 Crenksheft assembly 4) Completely sealed 
Spin- Torque system in a profitable manner. Gly Gan oun foaane. 


Wri day. 
Closes Jaws ~~ 


\ Spin-Torque Chuck with rock- SELL MNATIONAL’S COMPLETE LINE... 


ing-wedge jaws that tighten as 
torque is applied has been intro 
duced 

\ spin of the large hand wheel 
closes the jaws quickly and smoothly, 
making hammering unnecessary be 
cause the jaws pull up tight under 
normal hand pressure. Diagonal 
serrations on the jaws prevent end 
thrust slippage and permit either 
clockwise or counter-clockwise ro- 
tation. The chuck clamps rod or NATIONAL AIR SANDER, INC. 
bolt stock from 4 in. up and pipe 
or conduit 4 to 2 in. The inter-lock 
feature of the jaws enables the chuck 





2820 AUBURN STREET, ROCKFORD, ILLINOIS. 
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the BROAD LINE 


that's 


EASY T0 SELL 


MARLOW PUMPS | 


Excellent engineering — dependable 
design—modern manufacturing methods 
have gained wide customer acceptance 
for Marlow Pumps. 

“Day-in and day-out” performance of 
Marlows, with their low maintenance and 
high efficiencies, has further broadened 
this acceptance. 

These factors—plus progressive head- 
quarters sales organization and aggres- 
sive advertising and merchandising 
programs—make Marlow Pumps mighty 
easy to sell, 

There are many other advan- 

tages in selling the Marlow line. 
Marlow district engineers, each 
one a pump specialist, help 
dealers maintain inventories at 
balanced levels . . . help train 
dealer salesmen and help on 
tough application engineering 
problems. 


The Marlow line is complete. 
Marlow builds pumps 
exclusively for: 


Write today for information on this ecasy-to-sell, 
broad line of Marlow Pumps — 


“MARLOW PUMPS °°: 
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EWOOD, NEW JERSEY 


to handle this wide range of sizes. 

Jaws are set flush with the face 
of the chuck to prevent injury to 
fingers and to allow pipe fitters to 
thread pipe right up to the face of 
the chuck itself. Strength is com- 
bined with light weight and clean 
design, the manufacturer states. 
Toledo Pipe Threading Machine 
Co., Toledo, Ohio 


Pullman 


‘mo Site 


Vacuum Cleaner 


Completely Mobile 
and Maneuverable 


Vacmobile, a completely mobile, 
wet-dry industrial vacuum cleaner, 
has been announced. 

Available in three models, motor 
hp ranges from 3 to 1}; capacity 
recoverable 14 bushel or 94 gallons 
to 1} bushels or 12 gallons. Equip- 
ped with a neophrene accordian 
hose which stretches from six to 
sixteen feet, the unit has a caboose 
arrying all standard tools, supplies 
ind attachments. 

Pullman Vacuum Cleaner Corp., 
Boston 


Wrench 


Strong, 
Non-Sparking 


Forged beryllium copper safety 
wrenches, said to be 46° lighter 
than previous cast models and as 
strong as some high-grade steel 
models, have been added to a line of 
non-sparking safety tools 

The wrenches are intended for use 





Barrot 


= ARROR> 








in hazardous locations where sparks 
might result in fire or explosion. 
They are the first of a series of 
forged non-sparking tools to be pro- ANCHORING and DRILLING DEVICES 
duced by the manufacturer, who up . 
to now has produced mainly cast 
safety tools. The manufacturer states 
that beryllium copper has proven its 
usefulness because it is age harden- SSTaooees 
able and can be heat treated to a « ARROAUTE CARBIDE MASONRY DRILL 
greater strength than other copper- : 
base materials that pass insurance =) 
spark tests. Compactness, it is LAG SCREW EXPANSION SHIELD Two WING 
claimed, makes the tools easy to use SPRING. TYPE 
; TOGGLE BOLT 
in close quarters, and a long service 


life is claimed. The new wrenches vat) 
A-C-E EXPANSION SHIELD 


are available in various combinations 
SPRING HEAD 


of opening sizes from 7/16 by 4 in. grem, Yoeete BOLT 
to 1 1/16 by 1 14 in. 
DOUBLE EXPANSION SHIELD fe 


The Beryllium Corp., Reading, Pa. 
RIVETED HEAD 


TOGGLE BOLT 


LITTLE MAJOR TURNBUCKLE 


A new local fan has been intro- = —_—_———— 
duced to mount on machine tools, 


FOUR-POINT HAND STAR DRILL 


~~— 


.e) 
‘x 
a 
< 


> & 


Fan 


~ 


Cools 
Local Area 


ARRO 


> 


benches or walls where cooling is MACHINE SCREW ANCHOR 


THREE-POINT ORILL POINT 


STUD BOLT ANCHOR 


<Q Cuuvag <—jOuuy = 


FOUR-POINT DRILL POINT 


on 


LEAD SCREW ANCHOR TWIST ORILL POINT 


—y ~ 
a RUBBERORIP 
ORILL POINT HOLDER 


MAL-LEAD SOIT ANCHOR 


~— 


aay 


See your industrial, hardware or electrical supplier 


ARRO EXPANSION BOLT COMPANY 


1230 Boone Ave., Marion, Ohio 


© 


<= 
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| Lele}) me. .1 8 3 
WITH GREENLEE 
TIMESAVING TOOLS 
FOR ELECTRICIANS 


MYDRAULIC BENDERS 
FOR CONDUIT, PIPE 
Quickly produce 
bends right om the job. 
With a Greencee 
Bender one man in 
but a few minutes 
makes smooth, accu- 
rate bends in pipe and 
conduit up to §’. 
Compact, portable 
saves hours, 
saves materials. 


Quickly form small- 
radius bends without 
flattening or kinking. 
Especially designed to 
make neat bends for 
sharp corners, nooks and other close 
quarters. Saves up to 75% in time 
and materials on many 


KNOCKOUT PUNCHES 
AND CUTTERS 
For fast, casy enlarging of 
knockouts and cutting of 
holes in metal boxes, cabi- 
nets, panels. Various sizes 
and models for making 2. 
ings for conduit sizes from 
44" up to 344”. To operate, 
simply tura with a wrench. 
HYDRAULIC 
KNOCKOUT PUNCH 
Daiver 
Portable hydraulic unit 
for driving Gasenias 
Knockout Punches. 
Speeds jobs... easily 
operated. Develops over 
11 tons of ure so that conduit openings 
are cut in 10-gauge metal with case. 


CABLE PULLER ' 
AND BO8ING 
- ! 
“ ifically de- 
pm to save 
time, speed jobs . . . 
eliminate tedious, heavy 
work. Companion tools to 
many other Gasswias timesavers for the 
electrician, 


desired for individual workers 
Hand adjustment directs airflow 
instantly by means of frictionally 
adjustable universal joints in the 
arm and collar disc base, which 
turns 180 degrees. The base mounts 
horizontally or vertically with ma 
chine or wood screws The fan 
has four 8 in. deep-pitched alumi 
plated 


num blades, with nickel 


guard. It is non-oscillating. The 
motor is a two-pole single speed 
with toggle switch. Wiring includes 
8 ft. SFT-2 18/2 heavy duty plastic 
rip cord with molded two-prong 
plug 

rhe Fostoria Pressed Steel Corp 
Fostoria, Ohio 


Drill 


Improved 
Masonry Design 


Core-Vent carbide-tipped ma 
sonry drills feature wider slots for 
ejection of chips to eliminate pack 


WRITE FOR SPECIAL 


A GOOD DEAL 


for your customers...and for YOU! 


DARNELL 
CASTERS & WHEELS 


Possess Exceptional 
FEATURES That Will 
Command Instant 


Attention From Your 
CUSTOMERS 


DEALER PROPOSITION 


RUBBER TREADS . . . 2 wide choice of treads 
swited to all types of floors, including Darnelie- 
prene ofl, water and chemical-resistant treads. 
make Darnell Casters and Wheels highly 
adapted to rough usage. 

RUST-PROOFED . . . by the Udylite process 
Darnell Casters give longer, care-tree lite wher- 
ever water, steam and corroding chemicals are 
freely used. 
STRING CUARDS 
ravelings may wind around the hub. these string 
svards imsure easy rolling at all times 
LUBRICATION . alt ewivel and wheel bear- 
ings are factory packed with a high quality 
grease that “stands up” under attack by heat 
and water. Zerk fittings are provided for quick 
grease-gun lubrication. 


Even though string and 


New 
DARNELL 
MANUAL 


; 


ing and binding with less heat gen DARN? 


DOWNE 


a 


Write for new Electrical Tool Folder, Greenlee 
Tool Co., 1927 Herbert Ave., Rockford, Ill. 


erated ounty) CALIF 
Other features claimed include 
two of the inserted carbide teeth 


undercut clearance so that core is 


Los Angeles 


ee ee ee ee 
36 North Clinton Chicago 6, Illinois 
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removed as one solid piece; remov 
able shanks in sizes from % to 6in 
diameters permit extension drilling 
of deep holes; gold tone plating pro 
vides anti-corrosion properties and 
display value. 

Dnill sizes are available from }-in 
to 6in hole sizes. 

Super Tool Co., Detroit 


Junction Unit 
Transfer Point 
On Live Conveyor 


A new live roller conveyor junc 
tion unit has been introduced to 
transfer materials to or from a live 
roller conveyor. 

It consists of a straight section of 
live roller conveyor and a spur or 
auxiliary line which angles into the 
straight section at 374 degrees. 
Rollers are the new 1.9 in. diameter 
type, with grease-packed ball bear 
ings, on 3 in. centers, so a wide 
variety of products can be handled. 
A right angle gearhead motor powers 
the unit 
The Rapids-Standard Co., Grand 
Rapids, Mich. 


Stud Driver 


Pitch Pressure, 
No Distortion 


A new “Target” stud driver de 
signed for the precsion tool indus- 
try is said to eliminate mutilation 
and stretching of stud threads and 





Stocked by the Million... So 
Western delivers fast 


: are carried in stock in standard sizes from No. 5/0 through 
Taper Pins No. 10 diameter. Made from bar stock, the smooth machined 











finish on these parts is held to dimensions well within standard 
commercial tolerances. Western taper pins are given a black py. finish 


which not only improves their appearance, but also acts as a mild rust preven- 
tive keeping the parts in condition both on the shelf and in service. 


Pi e Plu s are carried in stock in huge quantities. The slotted plugs, 
P g milled from commercial screw stock, are for average applica- 








tions and are available in 1/8" and 1/4” pipe sizes. Socket 

plugs, made of special electric furnace alloy steel for extra , wl service, are 

available in pipe sizes arr 1/16" to 1-1 4”. Also a new line of Dryseal hexa- 
on hole plugs in 1/8" , 3/8” and 1/2” sizes has been added. These cold- 
ormed aloes are available i in commercial steel only. 

Hundreds of buyers of precision parts save time and headaches by standard- 
izing on Western. They get their parts as they want them and when they want 
them by using Western's 80 years of experience in precision manufacturing 
techniques. It will pay you to write today for Western's Catalog and prices. 


Western Automatic a «x 


ier 





distortion of cotter kev holes be Precision Screw Products, Parts and Assemblies Since 1873 
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Heavy duty 
High volume 


™ SMALL 

%-H.P. with 
gasoline line or 
electric power 


a 


for every 
maintenance 
painting 
job... 


electric or 
soline, from 
to 2.5 H.P. 


LARGE 
eveilable in 
models up 
to 12 HP. 


In Binks complete line, there’s a portable air compressor for every mainte- 
nance spray painting job. From light maintenance work with the Binks Model 
DP'2E Compressor unit...to medium-size spray painting jobs in shops, office 
buildings, or factories with the Binks wheel-mounted portable units...to paint- 
ing complete structures anywhere with Binks trailer model heavy duty porta- 
ble compressors. 
Other models of Binks portable air compressors are available with a skid 
platform for mounting in a truck or as a stationary unit...with four rubber 
tires for easy movement anywhere. Sizes from “% to 12 H.P....with electric 
motors or gasoline engines. 


For further information: Help your cus- 
tomers buy the right portable air compressor by 
supplying them with these fact-filled books. 
HOW TO SELECT AN AIR COMPRESSOR helps 
them chocse the correct unit for any job; CATA- 
LOG 810 offers them every type of air compres- 
sor, both portable and stationary, from a 
convenient source...you. Get a supply now 
by writing directly to the address below: 


EVERYTHING 


=r 


150 


=" > 
FREE (INSTRUCTION 


SPRAY BOOTHS FLUID TANKS 





BINKS MANUFACTURING COMPANY 
3128-30 Carrell Ave. West, Chicago 12, Illinois 


REPRESENTATIVES 1M PRINCIPAL U.S. & CANADIAN CITIES ~ SEE YOUR CLASSIFIED - DIRECTORY 
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cause it drives the stud by pitch 
diameter pressure instead of pressure 
on the top of the stud. 

An exclusive ball-bearng collet re- 
leasing mechanism effects release of 
the collet with a very small amount 
of torque, it is claimed. Reversing 
the motive power causes the driving 
head to move upward as well as 
backward, thus releasing pressure on 
the collet and freeing the stud. It 
an be adjusted for various lengths 
of grip on the stud by lifting the 
clutch ring and screwing the collet 
holder farther onto the sleeve for a 
shorter grip or farther off the sleeve 
for a longer grip. 

The stud driver is furnished with 
either a 4 in. female square for 
mounting on air drills or with a §-16 
in. female thread on top of driver. 
Morse taper shanks and hex shanks 
are available; also T-handles for 
hand use. 
litan Tool Co., Fairview, Pa. 


Tumbling Media 


Smaller Size 
Introduced 


\ new smaller size of Pebs, tn 
ingular shaped, ceramic barrel tum 
bling media, is now available 

Fine finishing work can be accom 
plished more easily with the new 
media, according to the manufac 
turer. They can be used in many 
different deburring and finishing ap 
plications. Selection of the proper 
size, says the manufacturer, will ob- 


viate the “lodgement hazard,” when 





chips lodge in holes and slots. Wear- 
resistant ceramic used in the manu- 
facture of Pebs insures a long service 
life, it is claimed. Because of uni- 
form size and shape, the media can 
be easily screened to separate one 
size from another, or from the work. 
Crown Rheostat & Supply Co., Chi- 


cago 


Valves 


For Critical 
Applications 
7,250 psi at 700 deg. F. 
or 10,500 psi at room temperature, 


Rated for 


a new line of valves for super crit 


ical applications has been an 
nounced 
The valves were originally devel 
oped for the first super critical 
power station in the United States. 
Edward Valves, Inc., Sub. Rock 
well Mfg. Co., East Chicago, In 


diana 


Magnifier 
Fits 
in Pocket 
A new five-power magnifier, the 


been intro- 
non-distortion and 


Precision-Vision, has 


duced. Accuracy, 


utility in withstanding rough usage 


Your business 
is his job 


No other franchise 


gives you 

! 

all these extro> 
Your Porter-4 able 
repre sentative 
helps yo" with 


pe 7 sonally 


5 people 
7 . of sales f 
e Training 
e@ Store demonstra 
and promotions 
e Participation in 
yoOwWs 


won 


crade st 
al 


loc 
. Displays, jirect mail 


advertising, ° 
e Calls on key prospec’ 
sventory control 
€ problems 


els 
@ Serve 


There's no substitute for the 
experienced personal service and help 
you get from your Porter-Cable 
representative. For his only interest 


is in buiiding your tool business 
&) 


He devotes his time and his energies 
to your problems . . . helps train 
your sales force, calls on your major 
prospects when you request, offers 
his services when you participate in 
local trade shows, makes himself 
available for store demonstrations 


and special promotions 


He has a wealth of power-too! 
knowledge and experience — and it's 
all yours for the asking. He's a key 
reason why the Porter-Cable franchise 


means business—and profits—tor you. 


A few franchises are still available 
Write for details today. 


Porter-Cable 





e New product 
informauon 


e Budget selling plans 
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PORTER-CABLE MACHINE COMPANY 
5307 WN. Salina Street, Syracuse 6, N. Y 


SAWS + DRILLS * 
RouTeRs + 


SANDERS 
SHAPERS + PLANES 





This and similar ads are appearing in 


27 LEADING PUBLICATIONS 


VIKING 
PUMPS 


Get the 
complete 
Viking Fac's 
today. 
Send for 
your copy 
of the 
Viking 
Catalog. 


provide quick 
assured 

PROFIT POSSIBILITIES 
.-- for YOU! 


A COMPLETE LINE 
DESIGNED FOR A WIDE RANGE OF SPECIALIZED NEEDS 


MADESCO TACKLE BLOCK CO., EASTON, PA. 
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are claimed for the instrument, 
which is lightweight and easily 
carried in the pocket. It has an 
aluminum frame,.2 in. diameter, 
3 in. thick, in a black crinkie finish 
to eliminate reflections and two in- 
dividual optical-ground, polished 
1g in. lenses, press-locked into 
mountings to keep them dustproof 
and breakage-resistant. The two 
lenses are separated by air space and 
precision set for powerful magnifica- 
tion. 

It magnifies curved, round or 
straight line subjects five times 
S. B. Logan & Co., Genoa City, 
Wis. 


Gear Pump 


Lubricant Flow 
Adjustable 


The Model FV1, a new variable 
delivery gear pump, has been intro 
duced. Designed, according to the 
manufacturer, on a new working 
principle, the pump can be adjusted 
to deliver lubricant at any rate from 
34 to 104 gallons per hour 

Rate of flow can be controlled by 
hand while the pump is in operation 
with the use of a simple regulating 
screw and positive delivery is accom- 
plished without throttling, it is 
claimed. This results in constant 
and uniform delivery even when 
lubricants are of different grades and 
viscosity. Very little heat is gen- 
erated during operation, it is 
claimed. 

Designed for a rotary drive, the 
pump is small and compact, meas- 
uring 2§ by 34 by 34 in. It may be 
adjusted by hand or automatically 
in stages of 14 gallons per hour. 
Nathan Mfg. Co., Long Island City, 
N. Y. 





Trolley 
Heavy Duty 


Overhead 


\ new heavier duty No. 2 over 
head trolley convevor has been an- 
nounced 

Simplified maintenance and longer 
life for components under continu 
claimed because Zerk 
lubrication fittings are machined 
directly as a part of the roller shaft, 
rather than as separate screwed-in 
fittings. The model is of the open 
track type, with parts accessible for 
maintenance. Smooth rolling action 
is achieved by six hardened 4 in. ball 


ous use arc 


bearings traveling inside a speciall 
hardened chamber. Drag is elimi 
nated, the manufacturer claims, be 
cause the chain rolls on a trolley and 
is not pulled inside the track. 

All the manufacturers present 
trolley tracks may be equipped with 
the new model 


Rapidstan-Keystone, Inc., Detroit 


Expansion Shield 


Internal Threads 
Off Center 


\ new Split-N-Shift zinc alloy lag 
screw expansion shield has been in 
troduced which the manufacturer 
claims will greatly increase holding 
power of this type of fastener. 

It is designed with off center inter 
nal threads so that when the lag 
bolt is screwed into the shield, the 
threads center, causing a shifting ac 
tion. This plus the normal shield 
four contact 


expansion results in 


Easier Pulling Means More 
SIMPLEX JACK SALES 





b 

SIMPLEX HYDRAULIC JENNY gives stroight- 
line pull through center of jack — requires 
75% less effort in pulling a gib key from oa 
large fly wheel, for example. 


AN EXCLUSIVE SELLING FEATURE 
-— the Simplex “Center-Hole” — helps 
you sell a Simplex Hydraulic Puller to 
any prospect with a pulling problem. 
For only the Simplex “Center-Hole” 
Jenny and Re-Mo-Trol completely 
eliminate torque in removing wheels, 
pins, shafts, clinder liners, keys, bush- 
ing and valve seats. The pull rod is 
drawn through the center of the puller 
for direct, straight-line pulling. Ac- 
tually pulls 75% easier, reduces set-up 


VERSATILE SIMPLEX HYDRAULIC RE-MO-TROL 
hes remote controlled “center-hole"’ ram and 
puller. Torque-free pull quickly removes shoft 
on printing press (ebove) 


time, and prevents damage to parts 
and honed surfaces caused by off-cen- 
ter pulling. The Jenny Puiler is a self- 
contained hydraulic unit, easily por- 
table and compact. The Re-Mo-Trol 
has a ram separated from hydraulic 
pump by flexible hose, permitting 
greater safety and ease of use on some 
jobs. Re-Mo-Trol models in capaci - 
ties 10-100 tons; Jenny models from 
30-100 tons. Both pullers described in 
Bulletin Hydraulic 53. Write for copy 


Hydraulic pullers are only part of 
the complete Simplex line of lever, 
screw and hydraulic jacks. There 


are more 


Simplex models. 


than 125 


different 
No other line 


offers your customers such a wide 
selection—no other line enables 
you to fill all jack needs from one 
source. You profit, tco, in lower 


inventory costs, less ordering de 
tail, easier reference and selling 
plus customer preference. 


No. 310A 
RATCHET LEVER JACK 


Lifts. pushes of pulls af 


WORLD'S LARGEST 
MECHANICAL AND 


maroon SACKS woo 
UTH-A-TOOL #OL-TOF 
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SCREW JACK 


mEGES OF INDUSTRIAL 


HYDRAULIC JACKS 


TEMPLETON, 
KENLY & CO. 


2523 Gardner Rood 
Broadview, lilinois 





BIG 


WRENCHES 


SMALL 


WRENCHES 


SPECIAL 


WRENCHES 








Herbrand can supply carbon steel 
wrenches in all popular sizes from %." 
to 342" openings, and can manufacture 
special wrenches to your exact speci- 
fications. Herbrand carbon steel 
wrenches are ideal for maintenance 
and production work, and to accom- 
pany finished products. 

Herbrand industrial wrenches are 
drop forged from high carbon steel, 
and heat treated and tempered their 
entire length to assure utmost strength, 
endurance, and dependability. Sur- 
faces and edges are ground smooth for 
accurate fit and easy handling. Finish 
is rust-resistant baked black enamel 
Heads are ground bright. Get all the 
facts from your Herbrand representa- 
tive or write us for Catalog No. 10. 


pressure points, instead of only two, 
t is claimed 

Che turning torque created when 
screwing the lag bolt into the Split- 
N-Shift has been reduced by the 
shield shifting in the direction of 
the torque, it is claimed. The design 
ilso incorporates new annular non 
skid rings which have been rein- 
forced by increased amounts of zinc 
illoy at points of contact, for greater 
holding efficiency and safety. The 
S-n-S is made in long and short sizes 
with bolt sizes for each in 4, 2, 5/16 
I'he material used is a life 
illoy, die 
The new 


ind 4 in 
time rust resistant zinc 
ast in permanent molds 
shields are designed for use in brick, 
concrete, stone and other solid ma 
terials 
U.S. Expansion Bolt Co., York, Pa 
Coal Cutter 
Heavy-Duty, 
Carbide 


Designed for undercutting and 
difficult cutting conditions, a heavy- 
uty carbide coal cutter, the CC-5, 
has been introduced 
he cutter is made so that its top 


Herbrand produces forgings in any size or shape up to 200 Ibs. 


Quality Tools since 1881 


THE BINGHAM-HERBRAND CORPORATION 


Fremont, Ohio 


Other Herbrand products include o complete line of Van-Chreme Too!s. Ball! 
Pein Hommers..Snips..impect Sockets..%” Drive Sockets..Complete Too! Sets 
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is free of obstructions, with its car- 
bide tip positioned to protect the 
sides of the bit from wearing. The 
manufacturer claims that the tip is 
designed to provide about 40% more 
holding power than tools in which 
the carbide extends across the top, 
because of added brazing area pro 
vided in the shank in relation to 
the width of the tip. The cutter 
will be available in two styles, one 
of which will include a hole in the 
shank to accommodate the pin 
fastener for mounting on Col-Mol 
machines 

Carboloy Department of General 
Electric Co., Detroi? 


Rule 
Easy Reading 


Provided 


A “tru-reading” mouth to assure 
accurate and easy reading of meas 
urements is a feature of a steel pull 
push rule recently introduced 

The rule is 3 in. wide and 12 ft. 
long, or 2 ft. longer than a previous 
model. Measurements can be read 
on either edge of the rule. The dou 
ble scale marking, which starts at 
the 1-ft. mark, permits readings in 
continuous inches, or feet and 
inches, as desired 

Other features are: a “tru-zero” 
hook which compensates for its own 
thickness on inside or outside 
measurements: flexible-rigid steel 
blade with “no-glare” white finish 
and easy-to-read black graduations, 
and durable “D” shaped chrome fin 
ish Case 
Stanley Tools Di The Stanles 
Works, New Britain, Conn 


\OW the Coffing Line is 


BIGGER and BETTER 
than ever 


With the large — and expanding — Coffing Hoist line, you 
are able to choose the most efficient and economical unit 
for your job. And you can buy with confidence, for every 
Coffing model is built to meet today’s demands for efficient 
production. Every hoist is factory-tested and fully guaranteed. 


NEW PRODUCTS WITH A BIG FUTURE 


SUPER POWER RATCHET LEVER HOIST 


Patented compound lever design of- 
fers new strength and efficiency. 
The Super Power is the only 5-ton 
hoist using but two load chains, 
accounting for its faster opera 
tion and lighter weight. Handle 

is adjustable for close-quarter 
work and may even be oper- 

ated from opposite side of 

hoist. Coil chain gives com 

plete flexibility. (wo mod- 

els, 24%- and 5-ton ca- 

pacities. 


<< CABLE QUIK-LIFT ELECTRIC HOIST 


This new cable electric hoist has 

all the rugged construction and 

operating features necessary for tough 

production line work. Among its advan- 

tages are dual brakes for safe, instant stops, com- 
pletely enclosed motor, push button control plus 
new speed, smoothness and flexibility. Six models, 
500 to 4,000 Ib. Available with lug, hook, trolley, 
or motorized trolley suspension 





YOU ALREADY KNOW THESE 


QUIK-LIFT ELECTRIC HOISTS, coil chain — seventeen models, 500. to 
4,000-lb capacities 

SAFETY-PULL RATCHET LEVER HOISTS — nine roller chain models, two 
coil chain models, capacities from 1,500 to 30,000 Ib 

HOIST-ALLS — two sizes 2,000- and 4,000-lb capacities 

SAFETY LOAD BINDERS, roller chain — two models — 3,000. and 
6,000-lb capacities 

HOIST BINDERS — 3,000-lb capacity 

SPUR-GEAR HOISTS — twenty-four models, \,- to 25-ton capacities. 

MIGHTY-MIDGET PULLERS — two sizes —- 500- and 1,000-lb capacities 

DIFFERENTIAL CHAIN HOISTS two sizes 4- and |-ton capacities, 

1-BEAM TROLLEYS — Plain, geared or motorized types, capacities up 
to 25 tons. 


MORE NEW PRODUCTS COMING 


Many new products are now in preparation. Some are in the pilot 
stage, others are on the drawing beard. Watch for them they'll 
be coming your way, bringing with them the most advanced think- 
ing in modern hoist design. For full information, write Dept. A 


Coffing Hoist Division 


Dult-Norton Company 
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DISTRIBUTORS 


HEXACON soldering irons 
are a profitable line for the 
distributor, dealer and user be- 
cause it represents one of the 


E-¢ 


most complete lines available 
today. It is backed by famous 
users t the world, 


and an aggressive hard-hitting 





telling the story 


to a 


quarter of a million key 


men in industry 
month. 


939 Central Avenue 
Toledo 6, Ohio 
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PIPE THREADER 


Two-Inch Pipe 
Takes 10 Seconds 


Pipe and Bolt 
been re- 


The Model-A 
Threading Machine has 
introduced as an improved model. 

The manufacturer claims pro- 
ductivity has been increased 40% 
and that the machine will thread 2 
in. pipe in 10-12 seconds and 4 in. 
pipe in 5-8 seconds. 

It is equipped with a Power Grip 
Wrenchless Chuck for fast chuck 
ing. The Power Grip increases 
safety of operation, it is also claimed. 
Beaver Pipe Tools, Inc., Warren, 
Ohio 


Bearing Unit 


Features Two 
Bolt Flange 

Interchangeable with the com- 
pany’s four flange units on the 
diagonal bolt hole dimension is a 
new two bolt flange ball bearing 
unit available in shaft sizes from 4 
to 2-3/16in. 

On new installations the new 
flange bearing eliminates two fasten- 
ers as well as punching or drilling 
operation for two mounting, and 
allows for closer bearing spacing on 
multiple shaft installations. 

Sealmaster Div., Stephens-Adam- 
son Mfg. Co., Aurora, III 





Hose Clamp 
Fast Attach 


Ard Detach 


The Jet, a new hose clamp, has 
been designed for fast installation 
and removal 

Ouick action is accomplished by 
pushing the housing to a snug-fitting 
position on the clamp board; worm 
screw threads drop into slots auto 
matically. A few turns on the worm 
screw complete the attachment. For 
fast detach, the 
loosened and lifted and the clamp 


worm screw is 
springs open 

The Jet is made of non-corrosive 
stainless steel in a complete size 
range 


Aero-Seal Hose Clamps, Union, N. ]. 


Torque Coupling 


Free Wheeling 
Beyond Limit 


A newly designed torque limiting 
coupling provides for controlling 
and fixing the maximum torque 
transmitted from a driver to a driven 
machine 

Up to the limit to which it is 
adjusted, the torque coupling be 
like a conventional flexible 
coupling. Beyond this adjusted 
limit, the coupling permits a free 
wheeling or slip effect between the 
driving and driven halves of the cou 
Advantages claimed for the 


haves 


pling 
free-wheeling or slip effect are that 
it permits use of the de-coupling 
action in tripping a safety or emer 
ability to apply the 


gency switch; 


Yes, you can sell this fast-moving line of fine 
tools wherever you see a smokestack! Because 
even a one-lathe shop is a hot prospect for three 
different types of Gorham tools . . . tool bits, 
cutoff blades and wear-resistant centers. These 
tools are basic needs for any shop . . . and because 
they're basic, they’re the best “door openers” 
you'll ever find for all your other lines! 


And these tools are just a small part of the vast 
Gorham line that gives you “The right tool for 
every metal working job!” It includes milling 
cutters and end mills . . . three different tool bit 
grades ... slitting saws . . . cutoff blades .. . key- 
seat cutters .. . and the famous “M-40-U" Alloy 
Center that outlasts high-speed steel and other 
alloy centers, lasts as long as carbide, and costs 
less to buy and less to re-dress! 


Selling these tools can be a mighty profitable 
proposition for you! They're backed by years 
devoted to engineering and production of fine 
cutting tools . . . Gorham's reputation for high 
quality and fair dealing . . . and an extensive ad- 
vertising program that consistently sells for dis- 
tributors in major industrial magazines. Get the 
whole story on our liberal Distributor Plan, along 
with the 120-page Gorham Tool Catalog and 
product literature by return mail. Write today. 


Gorham TOOL COMPANY 


| © “EVERYTHING IN STANDARD AND SPECIAL CUTTING TOOLS” 








4400 WOODROW WILSON . DETROIT 3, MICHIGAN 
WEST COAST WAREHOUSE: 576 North Prairie Ave., Hawthorne, Calif. 
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New Ill-boy’’ Position Lock 
gets sales off on right foot 


No need to tread lightly in the presence of purchasing agents. They'll 
be as anxious to see Bassick’s new “Hi-Boy” position lock as you are 
to sell it. 

This new lock has all the advantages your materials-handling cus- 
tomers have been looking for. Step on it lightly and it grips the floor 
firmly with thick neoprene pad. Release it and it instantly retracts to 
give 3%” ground clearance. That’s three times as much clearance as 
has been previously available. 

Get your foot in the door with Bassick’s new “Hi-Boy” position lock 
... and keep it there by reminding prospects about the complete line of 
reliable Bassick industrial casters. Wher- 
ever you go, remember, somebody always 
needs casters to do a better materials- 
handling job. And Bassick’s heavy adver- 
tising campaign does the pre-selling that 
makes it easier to leave with the order. 


RUGGED SERIES 99 CASTER takes rough 
assignments in stride. Valuable Grease 
Retainer is standard on all sizes from 5” 
up. It prevents loss of 

swivel lubrication, adding 

extra miles of trouble- 

free service. Keeps haz- 

ardous grease off floors, 

too. 


THe Bassick Company, Bridgeport 2, Conn. Jn Canada: Belleville, Ont. 


repetitive detent action on which 
the slip effect is based towards a 
repetitive “hammer-blow” effect; 
and its ability to work as a bi-direc- 
tional torque coupling with inde- 
pendent torque rating for each 
direction if required. 

Couplings are available in standard 
nominal rating from 24 inch-lbs. to 
100,000 inch-Ibs. All couplings are 
adjustable from 50% to 150% of 
their nominal ratings. 

The Techniflex Corp., Port Jervis, 


Clamp 
For Holding 


In Close Quarters 


\ new swing clamp assembly for 
moderate to heavy-duty holding 
power in close quarters has been an- 
nounced. 

Available in a variety of sizes, it 
features a spring loaded shank for 
speedy clamp release which in turn 
permits the assembly to swing 
quickly out of the way either right 
or left for fast maneuvering of work. 
he steel forged heat-treated assem- 
bly body is mounted by simply drill- 
ing and tapping a hole. Its manu- 
facturer claims it will give positive, 

ife, low-cost clamping of close 
juarter work on rough, finished or 
irregular surfaces 

Jergens Tool Specialty Co., Cleve- 


] 


land 


Belt 


For Heavy-Duty 
Conveying 
[wo new high-tension conveyor 
Its constructed of synthetic fab 

s were recently announced 
Designed for heavy-duty use on 
ng center and high lift installa 
the High Load and Haul 
belts have working tension 
ratings up to 110 Ibs. per inch per 


, Yo, MAKING MORE KINDS OF CASTERS 
ey MAKING CASTERS DO MORE 
ed 


158 INDUSTRIAL DISTRIBUTION © JULY, 1955 


The High Load is recom 





mended for extra heavy service and 
the Haul King for general heavy 
duty in high tension, high stress 
applications. Both types are avail 
able with fabrics of either all-rayon 
or chemically treated cotton warp 
with nylon filler. Features claimed 
are: reduction of longitudinal car 
cass breaks from impact stress due 
to greater strength in the new ducks; 
longer centers resulting in fewer 
transfer points and less degradation 
of material; and greater transverse 
flexibility for better troughing and 
training; thinness of the belts mak- 
ing for ease in handling and com 
pact rolls; and mildew resistance. 
Long life and reduction in stretch 
at working tensions are also claimed. 
Boston Woven Hose €& Rubber 
Co., Boston 


y) 


Wire Stripper 
“I” Beam 
Type Handles 
“Stnpmaster”, a new hand-type 
stripper, is said to strip wire with 
single-squeeze operation 
According to the maker, a light 
squeeze of the handles strips wire 
lean and bare up to full g-in. When 
the handles are released, and the 
stipped wire removed, the jaws 
snap back into cutting position 


Ideal Industries, Inc., Sycamor 


ul 


the NEW Ingersoll-Rand 20 hp self- 
contained air compressor using 
the famous I-R Channel Valves. 


Here is a new addition to the Ingersoll-Rand compressor 
line that can mean prestige and profit to you. This all 
new 20 hp unit is equipped with the famous I-R Channel 
Valves, the same valves used on our larger compressors 
through 4000 hp. You can offer more air per horsepower 
and assure your customers of the same dependability that 
Ingersoll-Rand has built into units from '2 through 15 hp 
Ask the I-R Branch Representative who calls on you or 
get in touch with our nearest I-R branch office and have 
them give you the facts on this new compressor that has 
been engineered to take a 20 hp motor. Available either 
direct connected or belted ...don't miss this opportunity 


to build your sales. 


Ingersoll -Rand 


3-163 11 Broadway, New York 4, N.Y 





Hi 
I] SoneneeneneEEE 
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FENWAY PORTABLE NIBBLER—14 Gouge 


arouses interest 


wherever metal is cut 


Rugged, Versatile: Here's a 10”, 8 Ib. 
portable Nibbier with guts enough to chew 
through 14 gouge stainiess—without dis- 
torting either side. Perfect for irregular 
shapes, templotes; cuts corrugated sheet, 
opening: in pipe, without damaging con 
tour. Will cut a %” rodivs. Handy in tight 
places 


&, Ay os 
Le ‘ 


~~ 


y 

\ 
ye f ' f \\ \ 
cer <*)- mata 


Sells Everywhere: The Fenway Portable 
Nibbler gets you ao hearing almost ony 
where sheet metal or pipe is cut... dem 
onstrates impressively. in both production 
ond mointenaonce work, Fenwoy Nibbiers 
hove solved problems, soved money for 
hundreds of users including Otis, Corrier, 
Esso, RCA, GM, DuPont, GE, North Americon 
Aviation, Kirk and Blum. 


Complete Line: Right now, Fenway offers 
the 14 gauge Nibbler, a light-duty 18 
gouge Nibbier, and a special 90° head for 
either. Coming soon—on 8 gavge sheor 
@ powerful 8 gouge Nibbier, and o portable 
jig sow and file. Send now for literature 
on the profitable, nationally advertised 
Fenway Nibbiler line and for information 
on distributorships. Fenway sells only 
through distribvters. 


FENWAY Machine Company 


263 N. 23rd St., Philedeliphia 3, Pa 


' 
Please send more information on 
[") Fenweoy Nibblers (} Distribvtorships 


Nome 


ideas on: 


How You Can... 


. . . use time as institutional promotion 


At the crossroads of Airport Way 
and Spokane St., in the industrial 
section of South Seattle, industrial 
trafic is heavy and the Campbell 
Industrial Supply Co. isn’t missing 
a bet when it comes to capitalizing 
on its location. As the building is 
set well back from the 
thee is more than ample parking 


roadway, 


area for employees and customers 
But the building has been made t 
serve 24 hours a day im a sales and 
institutional promotion capacity by 


the liberal and effective use of Neon 
lighting 

he neon-lighted company identi 
fication on the flanks, the spotlighted 
trade-mark, the dramatically-illumi 
nated display windows and display 
floor, and the neon-lighted met 
chandising theater-type sign are sur 
mounted by the latest addition-— 
a new, well-lighted clock. Wallace 
Campbell, president, reports that the 
time-piece has elicited many favor 
able comments from customers 


... puta gloss on public relations 


Philadelphia's Herman Goldner 
Co., Inc. buys a mailing piece to 
send to its customer list—a mailing 
piece with a difference. 

Instead of a newsletter in type 
writer type, or any one of the nu 
merous variations on usual mailing 
pieces, the item Goldner sends out 
is an impressive four-page, 9’x114” 
“Executives’ Digest” 
heavy paper. The Digest consists of 
significant excerpts culled from the 
business press. A recent 


printed on 


issue, fo! 
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example, contained a piece on ex 
ecutive incentives from the Har 
vard Business Review, an extract on 
motivation research from Dun’s 
Review, and other items of similar 
tone 

Goldner’s is firmly convinced its 
customers appreciate receiving read 
ing material that’s a cut above the 
average. A space is provided on the 
back page for a Goldner advertise 
ment. The firm buys the Digest 
from a Cambridge, Mass., firm 








Manufacturers’ 
Activities 


Starts on page 120) 





models of wheels and casters manu 
factured by the company. In addi 


tion, there is a section on special : 

types to supplement numerous . BATTLES 
standard units Information on 

selection for specific load and floor - 5 ARE 


conditions is given in chart and 


tabular form % PLANNED 


BALLS—Industrial ‘Tectonics, Inc., _ IN THE 
Ann Arbor, Mich., has issued an ; 


eight-page bulletin on its line of wih » hy \ e ite GENERAL'S 


“master balls” for use in tool room 

and production gaging. ‘Topics cov TENT 
ered include checking depth of 
drilled holes, checking angle and 


diameter of ternal tapers, etc What are the needs and the special problems 


COILS—Dermont Mfg. Co., Pitts- of your market? 
burgh, has issued a catalog (no 
55-01) covering its line of replace What items of merchandise will 


ment copper coils. The descriptive 


section of the catalog is supple fit that market best? 


mented by a comparison section 


listing characteristics of coils of 
No one can know the grand strategy for any market 


various manufacturers 

like the people who are out there every day of their 

lives watching sales being made and lost. So the Big 

Plan for every catalog must begin in the distributor's 

place of business. 

a Your knowledge of what you need calls the tune for the 

AND DIES «; catalog-building job we can give you. Working to- 
gether produces a far better book than either of us 


WHITHEY JENSEN 


could turn out alone. 

It pays to call us in the minute planning begins. If you 
are beginning to look ahead to your next book, drop us 
a line today. Or, if you have some ideas you would like 
to talk over, why not come in to see us the next time 


you are in Chicago? 


Whitney Catalog ~~ 
Covers Punches and Dies The Lakeside Press 

Whitnev Metal Tool Co., Rock R. R. DONNELLEY & SONS COMPANY 
ford, Ill, has issued a 16-page cata 350 East Twenty-second Street, Chicago 16 
log showing the firm’s complete line 


of punches and dies. The publica a 
tion is organized into sections by Catalog Compiling Department 


the maximum hole sizes for various Telephone: CAlumet 5-2121 
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STAMINA 


Stamina means two things when you're 
talking about Bay State Taps. (1) It means the 
ability to produce work at full production rates. 
(2) and it also means the maintaining of high 
repetitive accuracy from first tapped hole to last. 

For maximum stamina on your tapping jobs 
get Bay Stote Taps — they're readily available 
from the nearby shelves of your industrial 
supply distributor. Bay State Tap & Die Co., 


Mansfield, Massachusetts. 
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standardized types of punches. 
Final pages show 16 punch and die 
sets for such applications as fluo- 
rescent fixture starter holes, elec- 
trical outlet knockouts, etc. 


DIES—Dreis & Krump Mfg. Co., 
Chicago, has issued a bulletin (no. 
D4-55) on its complete line of 
“Chicago” induction hardened press 
brake dies. Drawings of all dies are 


given 


WELDING-—Marquett Mfg. Co., 
Minneapolis, has issued five gas 
welding brochures on five new 
torches introduced by the company 
Covered are: “Super-Jet,” “Star-Jet,” 
“Aero-Jet,” “Jet-O-Matic,” and 
‘Master” cutting equipment. 


Sexauer Develops Kit 
For Self-Tapping Screws 

J. A. Sexauer Mfg. Co., New York, 
has introduced a “Handy Andy” kit 
containing an assortment of its 2] 
most popular sizes of all-purpose, 
self-tapping screws. An index on the 
inside of the kit enables the me 
chanic to identify each size 


VISES—Columbian Vise & Mfg. 
Co., Cleveland, has issued a catalog 
page describing its new “Model 
D-45” workshop vise. The bulletin 
discusses outstanding vise features 
and lists dimensions, shipping data, 
and prices. 


MAGNETS—Eriez Mfg. Co., Ene, 
Pa., has issued a six-page brochure 
no. B-207) containing illustrations 
ind specifications on permanent, 
non-electric magnets for conveying 
ind controlling steel and separating, 
retrieving and purifying ferrous ma 
terials for the metalworking indus 
tr 





CARBIDES— Kennametal, Inc., 
Latrobe, Pa., has issued a catalog 
(no. 55) covering its complete line 
of carbide tooling, blanks, and in- 
serts for the metalworking industry. 
The catalog details the firm’s newest 
steel-cutting grade, “K21,” and in 
troduces another new product, 


“Kil.” 


SHEAVES—Allis-Chalmers Mfg. 
Co., Milwaukee, has issued a bulle- 
tin describing and illustrating its 
“Vari-Pitch” sheaves. A Table of 
sizes and general dimensions is in- 
cluded. The company has also 
issued bulletins on its “E lectrifugal” 
pumps, and its two-stage “Ro-Flo” 
compressors. 


HANDLING— Whiting Corp., 

Harvey, Ill, has issued a folder 
Showing the application of | its 
“Trambeam” overhead handling 
equipment at Chicago’s Verson 
Allsteel Press Co. Eight installation 
photos are included. 


FASTNERS—Allen Mfg. Co., 
Hartford, Conn., is offering a “Key 
Fit Table” for its line of hex keys. 
Pocket-size, the table matches key 
size with various Allen fasteners. 
Reverse side carries tips on proper 
hex key use. Space is provided for 
distributor imprint 


STEEL WAYS—Coes Knife Co., 
Worcester, Mass., has issued a four- 
page brochure on its line of inter- 
changeable tool steel machine ways. 
Construction, typical applications, 
and advantages are described. 


CASTINGS—B-Mold Div., Buck- 
eve Brass & Mfg. Co., Mansfield, 
O., has issued a four-page folder 
covering its “B-Mold” non-ferrous 
permanent mold castings. 


HYDRAULICS—Modernair Corp., 
San Leandro, Calif., has issued a 
catalog of its line of air and hydrau- 
lic cylinders, valves, and packaged 
units. Dimension drawings, installa- 
tion, operating, and technical data 
are given 


JOINTS—Gear Grinding Co., De 


KNOW-HOW 


to dress grinding wheels 
for greater production 


Desmond dressers lengthen life, increase 
production of all types of grinding 
wheels. Desmond Dresser Guide wall 
chart tells which model is best suited 
for each wheel. Send in coupon below. 


to use Desmond vises 
for better work 


Desmond-Simplex vises, built with steel 
slide, 360° swivel, replaceable jaw in- 
serts, non-pinch handle, and other extra 
features, supply the “third hand” in fac- 
tory, garage, machine shop, or home or 
farm shop. Thirteen models — including 
machinists’, sheet metal, hinged pipe, 
drill press and milling machine, and 


woodworkers . 


THE ONLY COMPLETE LINE OF GRINDING WHEEL ORESSERS AND CUTTERS 


Desmond 


HE DESMOND-STEPHAN MFG. CO., URBANA, OHIO 


Another soles-building advertisement from ” 
Desmond, addressed to your prospects 
through Mill & Factory, American Machinist, 
Modern Machine Shop, Foundry, and other 
publications. Total circulation more than 
135,000. For steady repeat business— 
promote Desmond. 


we 
o- 
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troit, has issued a catalog sheet on 
its “Rzeppa” constant velocity uni 
versal joints (type OV). Specifica 
tions and design drawings are shown. 





HYDRAULICS—Industrial Actua 
tors & Controls Div.. National 
5-foot double strand 3000-Ib. pull Pneumatic Co.,. Boston, has issued 


two booklets, one on its new “NP 

;. a power drive cylinder, and another 

. on its pneumatic-hydraulic transmis 
14-Foot single strand 1500-Ib. pull sion systems and equipment 


Weigh less than 9 pounds 
ae American-Marsh Pumps 


AGood Shelf item...A Fine Door Opener” nc., Battle Creek, Mich., has issued 


Here are some of the fine features of WRIGHT Type ''R" Pull-A-Way: 7 co describing and illustrating 

Drop forged ductile aluminum alloy frame e Wire hoist its “HLM” and “HIM” centrifugal 

cable of maximum strength and flexibility ¢ 8° minimum pumps 

handle movement—for close hook-ups e 2” drum hub for :, 

cable « No oiling needed ¢ Drop forged steel hooks « Re- 

movable, reversible “Safety Handle” that bends before e ‘ 

any part of hoist is overloaded e Automatic load lowering, Beaver Speed ‘+ Cut” 

with positive control for safety « No slipping brakes « 

Low first cost ¢ Simple, rugged repair parts easy to install ———_ 

..factory service never required. ond Money Mehers 
Write our York, Pa., Office for Bulletin DH-163A for full story ‘ ee ae me ie 


AECO —Wright Hoist Division i 
AMERICAN CHAINS CABLE Jaret 


Values 




















York, Pa., Atianta, Chicago, Denver, 
Angeles, New York. — Pluntoren Saa 
Francisco, Bridgeport, Conn 


iiiiiii: 


| 


SERVICE 


PSS ase Cm aii = Beaver Bulletin 


ing Machi 
for less money Covers Cutting Machine 


Beaver Pipe Tools, Inc., Warren, 
O., has issued a four-page bulletin 
featuring its “Speed-Cut” abrasive 
Take advantage of : cutting machine. Inside spread of 

‘o's Free Layout Service . } - gee Gone . 
z =. aw esnay Oona ee the folder gives general description 
and type of storage units to buy . . . complete floor vi 
plans and elevation drawings showing best way . models. Back page is devoted to 
to arrange units within your allotted storage . 7 
area. You will thus be able to make maximum 
use of your floor space, save steps, speed , . 
customer service, and simplify inventory | \ : : 
pon oat per , FANS—Air Controls, 
pay nee ly out your own facilities, § : land, has issued a 14-page catalog 
send for fact ully illustrated booklet is a 
oe ra > Your Seorage Problems.” ; showing the firm’s complete line of 

Both “assists” are further evidence of Equipto’s ; } Rex-Airate” ventilating fans for 

oereae lollies. wd ee em per meme 2 domestic, commercial, and indus 

trial use. Specifications and selec 


EQUIPTO SELLS ONLY THROUGH JOBBERS — NEVER DIRECT 
S talenenenel 


of both bench type and floor type 
specifications and prices 


Inc . % leve 


tion tables are given 





Division of Aurors . -_ _— 
Be hh meeeny meg A RIGGING~—Electric Steel Foundry 


a. Stee . Grower Gatts Co., Portland, has issued a catalog 
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covering its “Esco” logging rigging 
—hooks and ferrules, tractor logging 
rigging, log loading equipment, and 
road construction equipment for the 
logger 


TRANSMISSION—Western Mfg 
Co., Detroit, has issued a catalog 
sheet on its four models of gear 
reduction units: 9000-B, 8100-B, 


420, and 9300. 


FASTENERS-—National Machine 
Products Co., Utica, Mich., has 
issued a catalog covering its “Hug 
lock’ self-locking 
Engineering data, specifications, and 


line of nuts 
price list are given, in addition to 
line and photographic illustrations 


V-BELTS—Dayton Rubber Co., 
Dayton, has prepared a preventive 
maintenance V-belt 
I'he publication details the 


manual for 
drives 
various signs warning of undue wear 
or mechanical defects. 


PRECISION TOOLS — Tubular 
Micrometer Co., St. James, Minn., 
has issued a catalog (no. 22), a price 
list, and a combined price list and 
new tool booklet covering its line 
of precision measuring tools. Digest 
size and wire-bound, the catalog il 
lustrates and describes the firm’s 
micro meters, dial gages, surfaces 
and contains tables of 
It is alpha 


gages, etc., 
decimal equivalents 
betically indexed. 


CHAIN HOISTS Chisholm 
Moore Hoist Div.. Columbus Mc 
Kinnon Chain Corp., has issued a 
12-page catalog (no. 158) illustrating 
and describing its new “CM Lode 
star’ electric chain hoist. The cata 
log contains spec ifications and prices 
of the 


capacities from ¢ to 1-ton. 


hoist which is available in 


FILES—Henry Disston & Sons., 
Philadelphia, has issued a wall chart 
illustrating and describing the firm’s 
Bite-Rite” Cross-sec- 
tions are shown, together with illus 


trations 


line of files 


of file handles 


BRONZE American Crucible 


Products Co., Lorain, O., has issued 


BUDA BALL BEARING 
JOURNAL JACKS 

15, 25, 35 & S0-ton capacities . 
4 te 8 inches of Wit. 


a 


Retche Ratchet Trip 
Jocks — 
Jocks — 15-ton Cap. 


$ te 15 tons 


Screw Jocks 
15 te 75 tons 


18 te 24 tons 


f 


» Ea 
Ball Bearing 
Journal 
Jocks — 

15 te 50 tens 


J 


“Two Speed” 
Hyéroulic Jocks — 


25 te 50 tons 


A BUDA JACK 
FOR EVERY NEED 


With Buda’s complete line of field 
and service-tested jacks, you can 
meet every need in your plant... 
on the production line for pressing, 
fitting and assembling in tne 
machine shop for moving, holding 
and positioning equipment in the 
shipping room for lifting while crat- 
ing or banding . . . in every depart- 
ment that needs a lift! Each Buda 
Jack is built for easy and safe oper- 
ation even when lifting at rated 
capacity designed for quick and 
simple maintenance. Remember, 
there’s a Buda Jack for every lifting 
job up to 75 tons. See your nearby 
Buda Jack Distributor now or 
write for Bulletin 1515B for com- 
plete details on Buda’s entire line of 
mechanical and hydraulic jacks. 


(3 


ALLIS-CHALMERS 
MANUFACTURING 
COMPANY 


BUDA DIVISION 
Harvey, Illinois 
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Your 


Customers 
who handle 


Viscous 
Materials 


Wherever materials such as tar, as- 
phalt, waxes, resins, molten sulfur, 
etc., which harden or congeal at ordi- 
nary temperatures, are co be handled, 
offer EVERLASTING Steam Jacketed 
Valves to prevent clogged valve pas- 


sages. 


These distinctive valves have large 
jacket spaces around body and ports, 
straight-through flow, and are quick- 
acting, non-wedging, self-regrinding, 
and leak-proof when closed. 


Write for bulletin and prices. 


EVERLASTING VALVE CO. 
63 Fisk Street, Jersey City 5, N. J. 


Everlasting 
Valves — 


Jor everlasting protection 


a 12-page brochure on its “Promet”’ 
bronze bushings, bearings, bar stock, 
and babbit. A second brochure 
covers cored and solid bronze stock 
Both publications contain specifica 
tions, analyses, etc. 


ROPE CUTTERS—Hammerblow 
Wire Rope Cutter Co., Newark, 
N. J., has issued a catalog page illus 
trating and describing its “Hammer 
blow” cutter for wire rope 


HOISTS—Chester Hoist Div., Na 
tional Screw & Mfg. Co., Lisbon 
O., has issued a catalog on its re 
cently-introduced line of “Zephyr 
Lightweight” chain hoists. The 
four-page publication contains clear 
ance data, prices, specifications 
weights and packaging data. 


VALVES—Lunkenheimer Co., Cin 
cinnati, has issued a four-page ci 
cular describing its new “LOQ600 
bronze globe valve. Cutaway draw 
ings and application suggestions are 
featured. 


Milford Offers 
Rivet Selector 


Milford Rivet Co., 
Conn., is offering a 
selector giving specific dimension: 
clinch allowances, and clearances 
for standard rivets. The device is 
divided into four parts for bifu: 
cated, cutlery, drilled, and extruded 


Milford 


“slide rule 


rivets 


WOODWORKING — DeWalt, 
Inc., Lancaster, Pa. has issued a 
two-color self-mailer featuring its 
line of radial arm woodworking ma 
chines. The mailer, which folds to 
business-envelope size, is designed 
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THERE'S 


BIG MONEY 


VARIABLE SPEED TRANSMISSIONS 


GET YOUR SHARE! 
Olver, , t for STANE 


STANDARD TR 
West U 


STOCK 


STANDARD 


VARIABLE SPEED TRANSMISSIONS 


‘lop BRAZING 
WELDING 


Coll Your Distributor or Write to 


LB. ALLEN CO., INC. 


6731 BRYN MAWR AVE. 
CHICAGO 31 ILLINOIS 


@ Sold thru Distributors 
@ Send for Catalog 








as a companion to the firm’s 16-page 
booklet “New Ways to Make 
Money on Your Cutting Jobs.” 


FASTENERS — Allmetal Screw 
Products Co., Garden City, N. Y., 
has issued an eight-page brochure 
(no. P12A) listing style and size 
data on its line of stainless steel 
screws, bolts, nuts, washers, rivets, 
etc. 


ABRASIVES—Field Abrasive Mfg. 
Co., Dayton, O., has issued a cata- 
log (no. 55) covering its full line 
of abrasive belts, wheels, discs, etc. 
Photographs, drawings, and tables 
supplement the text in describing 
the products. 


LUBRICANTS—Crown Industrial 
Products Co., Woodstock, Ill., has 
issued a catalog sheet featuring its 
“Spray Line” kit containing an 
assortment of the firm’s aerosol 
clear coat, penetrating oil, lubricat- 
ing oil, and rust inhibitor. 


FASTNERS—Socket Screw Div., 
Bristol Co., Waterbury, Conn., has 
issued a new series of data sheets 
listing the physical properties of 
the firm’s line of socket screw prod- 
ucts. The first two sheets list ulti- 
mate tensile strength, yield point, 
elongations, etc. on socket cap 
screws and set screws. A forthcom- 
ing third sheet describes socket 
screw finishes. 


COOLING-—Sarco Co., New York, 
has issued a bulletin describing its 
“T44” cooling control for holding 
temperature of cooling water in 
jackets or coils of compressors, oil 
coolers, etc. Bulletin includes typi- 
cal hook-up sketches. 





BIG POTENTIAL 


Adoption of the all-electric kitchen 
by the nation’s food service industry 
could mean a new potential to the 
electric utility industry of 15 million 
kilowotts, for on estimated annual 
revenue of $345,000,000, Electrical 
World, McGraw-Hill publication, re- 
ports 

















Repeat business 


builds 


your profits .. . 


You get repeats 
when you sell 
quality ... found 
in RAWL 
Fastening Devices 


and 
Masonry Drills 


THE 
| RAWLPLUG Co., Inc. 
271 Church St., New York 13, N. Y. 
g) a RADA ° 


AL by) 








FOLLOW THE 


EADER 


FOR MORE 
IMPACTOOL 
SALES 


Size 5U 


oe, 


i! IMPACTOOLS 


a, 


—_— 


The Size 5U is the newest member of 
the famous Ingersoll-Rand line of 
Electric Impactools and sets a new 
standard of performance in both 
power and dependability. 


Weighs only 614 pounds .. . has 
25% more power than previous 
model. Pays for itself in days by 
speeding up nut running, reaming, 
tapping, screw driving, wire brush- 
ing and many other important 
plant jobs. 


For any plant job— 
from the smallest to 
the toughest— sell 
this dependable 
team of Ingersoll- 
Rand Electric 
Impactools. Step up 
to new sales and 
more profits. Write 
for full details and 
franchise informa- 
tion. 


Size 34U 


18-2130 


Ingersoll-Rand 


— 


om 
—-= 


ee . 


a? 


fu ? apres 





Promote 
Sales Consciousness 


(Starts on page 88) 





order is received over the telephone, 
a three-copy order form (office, 
warehouse and customer's copies ) is 
written. The office copy goes to 
the inventory desk for posting and 
is then sent to billing 
The warehouse and 
copies go to a basket at the pass 


customer's 


through window from where they 
are picked up by the order filler 
He checks off each line as the order 
is assembled (full shipment, partial 
shipment, shorts, etc.). Any ques 
be settled at the office 
After an order is filled, 


tions can 
immediately 
the warehouse copy goes to billing 
to be matched with the office copy 
which then can be priced. The cus 
tomer’s copy goes with the shipment 
as a packing slip or a receipt, if 
necessary. 

Orders received by mail in the 
administration office are prepared 
on the three-part form there and the 
warehouse and customer's copies are 
sent to the warehouse office to be 
processed from there. Under the 
system, Mr. Shafer explained, the 
average stock order takes 30 minutes 
to process between receipt of the 
order and the set-up for shipment 





Review Your 
Sales Territories 


(Starts on page 87 





ing on territorial boundaries and, in 
many cases, size as well. 

Use established geographical 
boundaries. Wherever possible, tet 
ritories should follow state or county 
lines. This approach not only 
establishes clear-cut boundaries but 
also makes it easier to set up other 
control devices, such as sales quotas 
It is difficult to determine quotas for 
areas which do not have political 
boundary lines. The market data 
published by the Bureau of the 
Census (U.S. Department of Com 
sources—which 


merce) and other 


serve as the basis for most quota 
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POWERFUL 
full-color 
ADVERTISING 
LIKE THIS 


consistently appearing in 
the /eading meta/-working 
magazines in 1955 is 
only one of 
Six TOP 
ADVANTAGES 
enjoyed by 


CARBORUNDUM 
DISTRIBUTORS 


Here are the other five. 


@ The industry's best-known 
and accepted brand name. 


@ Outstanding training 
programs to improve 
distributor salesmen. 


@ Expert technical counsel 
from abrasive engineers in 
the field. 


@ Up-to-the-minute 
information on new 
abrasive techniques. 


@ Representation that 
attracts other top-quality 
product lines. 


| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
& 


ian 


REGISTERED TRADE 


tinually gives its distrit 
e edge on competition by putting 
re SENSE (7 the 
abrasive DOLLAR 

















We put our knows to your grindstone 


Ever since the first man-made abrasive 
was trademarked CARBORUNDUM, 
outstanding research developments 
in grinding wheels have consistently 
come from the laboratories of THE 
CARBORUNDUM COMPANY. The 
development of a new grinding 
wheel by CARBORUNDUM 1s a care 


fully controlled scientific process 

involving three to five years of 
research, engineering, and field 
trials. New resinoid bonds are con 
stantly being developed for wheels 
that will grind cooler, cut faster 
and last longer, even on the new 
‘miracle metals’ and alloys. That's 


Through product quality and application “know-how” 


why your CARBORUNDUM Dis 
tributor or salesman offers the 
finest, the most complete lines of 
made by The 
Niagara 

Cana 


wheels you can buy 
Carborundum ( ompany 
Falls, New York. In Canada 
dian Carborundum Company, Lrd 
Niagara Falls, Ontario 


CARBORUNDUM 


REGISTERED TRADE MARK 


continually puts more FLUE in your abrasive EOQEM 





vstem 

bdi is10Ons Su 

1etropolitan areas, and ci 

Group counties by trading areas. 
The establishment of 


rally involves the 


together of several cou 
KALAMAZ00 mally, counties should | 
long trading-area line 
ilesman’s territory a 
nomogencous market 
esinan sells o | 
AD as to ou lers and retailers. Ih 
--»-WOr mn i the territory should follo 
tomarv wholesale trad 
it doc 
| himself calling 


stomers of wholesa 


being erved by other 


Design territories for about equal 


potential. ‘To the extent 
DO ible to do so, territ 


set up to yield app 


jual potential sales. This 


ilesman an essentially equal 
unitv and tends to limit 


h S ile men 


Steps In Setting Up 
Sales Territories 





MODEL 8CW 


If you are interested in cutting costs: 
and increasing production—maintain- rder normally used 
ing extreme accuracy with the latest Step One: Pinpé 
designed horizontal metal cutting SION OF CUStON 
band saw machine — write for com- 

plete details or contact your. local 

Kalamazoo distributor. 


MACHINE TOOL DIVISION 


Kalamazoo TANK and SILO COMPANY 


718 HARRISON STREET...KALAMAZOO, MICHIGAN 
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it may be necessary to call on all 
customers if their orders are of any 
importance at all 

Step Two: Determine how many 
calls can be made, on the average, 
in one day. This involves a rather 
detailed study of the salesman’s job 

specifically the things he is expect 
ed to accomplish during a typical 
call, and the time this should take 
Although the number of calls per 
day may vary, the combined calls 
made over several days or in the 
course of a week should average out 
to the figure set. An estimate of 
the usual travel time required for 
each call must also be included if 
the call schedule is to be sound. 

Step Three: Group the customers 
into logical territories. You will 
need to start at some geographical 
point, preferably a major trading 
center. A large city may require 
the full-time services of one man or 
even of several men I ‘herefore, 
determine as accurately as you can 
in advance how many men are actu 
ally needed to handle customers in 
that particular area in accordance 
with the call pattern already estab 
lished above The salesmen may 
then be assigned to sections of a city, 
or to a part of the city plus suburban 
area 

Step Four: Fanning out from the 
city, bring together the contiguous 
counties which can be covered over 
the existing road system and which 
constitute either a complete trading 
afea OT an appropriate portion ot d 
larger trading area Larger sales 
territories may consist of sections of 
several states. ‘Typically, small terri 
tories can include a number of coun 
ties around the trading center 


Maps Prove Helpful 


It will be helpful to use one of 
the published trading-area studies 
Ihese studies are essentially maps 
of the United States on which the 
trading centers are shown, together 
with the boundaries of the trading 
area served by each. The studies 
are of two types: wholesale trading 
areas and consumer or retail trad 
ing areas The wholesale maps 


should be used when calls are made 


— 


e 
ANOTHER ADVERTISEMENT 


now “Pppearing in trade n 
help sell your customers on U-W quatity, 





+ 


Heavy, Steel U-bolt; hot 
galvanized after thread- 
ing to prevent weak- 
ening from rust or 
corrosion. 


} 


+ 
TT 

Clip bases drop- 
forged under 
close supervision 
in accurately 

. made dies. Bases 
made of high 
grade forging 
steel and hot 


! ized. 
American Standard nln 
heavy hex nut... ++++- 


hot galvanized ioe 
for long life. Try I 


‘ eaeee 
444-4 
i i psrertrer1++1rertregter it} 


PSON-WALTON drop-forged steel 

clips are made to the highest standards 
of quality for tough, heavy-duty service and 
engineered for safety. See your nearby 
distributor for quick and efficient service 
from stock. Write for free catalog on wire 
rope fittings. 


THE UPSON-WALTON COMPANY 


12500 ELMWOOD AVENUE «+ CLEVELAND 11, OHIO 
New York . Chicago . Pittsburgh 


| YOU CAN DEPEND ON UPSON-WALTON'S LONG EXPERIENCE—ESTABLISHED 1871 
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wanted 
most 


for over 50 years 


VICTOR BLADES 
FOR METAL CUTTING 


Easy sales are profitable sales — and Victor 
sales are easy to make because industry knows Victor 
Blades for quality and uniformity — has known them for 
over 50 years. 

Victor Distributors get other advantages, too. 
They have a complete line which has always been sold 
only through recognized distributors. They have the help 
of trained, experienced factory representatives to help 
them solve customers’ special problems. They have the 
support of consistent advertising to industry, advertising 
that in 1954 won an honorable mention award for its 
support of Industrial Distributors. 

PUSH yisvee 


— “Moly” high speed performance, yet is so 
it cannot be broken in use. COSTS NO MORE! 


VICTOR ala 


SAW WORKS, INC. * MIDDLETOWN, N. Y., U.S.A. 


Makers of Hand and Power Hack Saw Blades, Frames and Metal Cutting Band Saw Blades 
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Sales Territories In New 
Markets 


lhe procedures for establishing 
are 
somewhat different that 
potential may be difficult to 
ot 
to 


iles territories in a new market 
Here, 

sales 
letermine and exact knowledge 
probable 


obtain 


customers impossibl 


Iherefore, it is necessary to 


make a territorial analysis based on 


whatever limited customer informa 
ind competitive data may be 


uilable. However, some systematic 
ror 


ustomers should be made 


plan calling on specific poten 
tial « Ire 


juently in such a case, it is feasible 
to set first a 


territory than may prove to be desir 


up somewhat larger 


ible later on. Subsequently, as the 


into an area and 


the territory can 


ompany works 


business imcreases, 


then be 


split 
[he general procedure outlined 


ve is particularly useful when a 


ncern is selling to other businesses, 


when a salesman can be given 


responsibility for all sales in an 
At times however, a different 


itional arrangement may be 


[his 


it seems desirable to use sales 


Situation can occur 
n who specialize either in certain 
product lines or in sales to certain 
*. Des of ¢ 


sman becomes a specialist in the 


ustomers. In this way, each 


ait 


v8 
@" ements of a g1 of cus 


ven type 


Consequently territoric 
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should be assigned to these men in 
accordance with the procedure out 
lined above; but, in this case, the 
territories are likely to be relatively 
large. In fact, if customers are thinly 
scattered, one man’s territory may 


cover an entire region of the country. 
A less precise but often workable 


procedure for establishing territones 
in new markets is to assign to a 
salesman a gencral area based on a 
trading center. Under this plan, a 
salesman then works out of a given 
citv. He sells to customers located 
in and around the city to which he 
is assigned and, in addition, he 
covers as much of the outlying area 
At the start he 


is given no formal territorial bound 


as he can reach. 


aries. ‘The working boundaries 


develop with experience—either 
along normal trading area lines, o1 
in accordance with the relative 
aggressiveness of salesmen in adja 
cent territories who gradually work 
out a line between them. 

his method is used sometimes in 
new markets when the company 
does not have enough information to 
enable it to do a better job of 
setting up territories. It is, however, 
a questionable procedure to use in 
established markets, since the mar 
ket probably will not be covered 
systematically There are likely to 
be gaps in the coverage, and the 
selling responsibilities of the sales 
men are not clearly enough defined. 
As a result, one man may attempt 
to reach out as far as he can in order 
to lay claim to the largest possible 
area within which to sell. The next 
man may be content to work the 
section around his home base and do 
little with the rest of the market 
which he actually should be serving 


too 


Revising Sales Territories 


One thing is certain in the estab 
hshment of sales territories: they are 
subject to change They are in 
tended to represent the best alloca 
tion of geographical markets at a 
particular time Retaining tern 
tories which have become badly out 
dated counteracts to a great degree 


the advantages of using a territorial 


With the Mulconroy Hose Coupling System, you can meet 
customers’ requirements for coupled hose of any type . . 
promptly, and with complete assurance that you are furnish- 
ing the strongest, safest.couplings for any service. 


HI HOLEDALI COUPLIN« 


Attached quickly and easily by the 
hydraulically-operated “‘Mulcoram’, 


this unique coupling is there fo stay 


virtually molded to the hose by oa 
multiple gripping arrangement. This 
super-strong application of hose to 
coupling precludes the possibility of the 
coupling pulling or blowing out of the 
hose, even under highest pressures 
Furthermore, it is not necessary to alter 
the hose in any way before making the 
no buffing or cutting of 


attochment... 
the cover. 


The two illustrations, above, show 
exterior appeorance and internal con- 
struction of the super-strong ‘Holedall”’ 


coupling. 


"MULCONROY Siaru.... 
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THE MULCORAM 
This is the small but powerful 
hydraulic press used for mak- 
ing the coupling attachment 
It is of plain, compact design, 
and inexpensive. It is easy to 
operate, either manually or 
by power. No mechanical skill 
is required for quick, effi 
cient operation 

With the 

“Holedall” couplings, you can 
quickly supply complete hy 
draulic hose assemblies, using 
wire, rayon or cotton-braid 
hose; or you can furnish any 
wrapped-ply, or rubber- or 
cotton-covered hose with 


Mulcoram™ and 


couplings attached 
. 


rOR BUUF 

Completely illustrated, it describes the 
revolutionery MULCONROY HOSE 
COUPLING SYSTEM and how quickly 
easily ond economically i con be 
operoted in your own shop, with 
ovt skilled tobor to provide 
coupled hose of any description, with 
the strongest and most efficient cou 
pilings avoilable 


WHERE OTHERS 





SLEEVES and SOCKETS 


and a complete line of Collets 


USE-EM-UP “ 
re STANDARD 


COLLIS Taper Tools are made by men skilled in this type of manufacture 
Users get long satisfactory service from Collis Equipment and find the answer to 
all drilling, reaming, and tapping needs in the Collis Line. 


We can give prompt service on orders for Lathe Centers, Arbors, Drill Drifts, 
and Magic Type Chucks as well as on Sleeves and Sockets and Colle +s 


"Call Collis for Service” 
mmm THE COLLIS COMPANY samme 


DEPT. A, CLINTON, IOWA 


ADITAL 


INDUSTRIAL 








Standard Equipment in many 
Large Industrials 


® Maintenance and cleaning go on constantly 
in industry and plant men are ever on the alert 
for equipment that best fills the need. Because 
of their long wearing qualities, CAPITAL In 
dustrial Brushes and Brooms are now standard 
equipment in many of the largest establish 
ments. Join the distributors who are enjoying 
good business selling CAPITAL Brushes and 
Brooms—to new customers and to old custom 
ers for replacements. 


@ We suggest that users buy thru 
their local distributor. 


INDIANAPOLIS 
BRUSH & BROOM MFG. CO. 


Corner of Brush and Broom Streets 
INDIANAPOLIS 7, INDIANA 
Est. 1890 
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organization. But there is no set 
timetable for the reorganization 
Ideally, the job should be done, sec 
tion by section, as it is needed. If 
1 necessary revision is neglected, the 
morale of the sales organization will 
drop, and performance in terms of 
potential will fall 

\ territorial pattern which is 
entirely satisfactory at one time 
often becomes obsolete as market 
conditions change. Several varying 
influences can throw the territorial 
wrangements out of balance. For 
example, the company may add new 
product lines which take more time 
to sell and require more intensive 
cultivation of customers. Hence, a 
given territory, formerly quite satis 
factory, becomes too large for one 
man to handle 

Similarly, an influx of population 
or the appearance of new customers 
may increase the salesman’s work 
load to the point when the territory 
can no longer be covered properly 
Competitive pressure may require 
in increase in the call frequency or 
in the service given to customers 
\s the salesman attempts to meet 
these new demands, it becomes in 
creasingly difficult to handle his 
terntory 

Ihese changes, taken individually 
or together, gradually bring about a 
ondition where territorial bound 
iries need to be revised. When the 
time arrives, the revision can be 
made using the same steps outlined 
ibove for setting up original terri 
tories. Large territories can be split 
if there is sufficient potential for a 
second man. Other boundaries can 
be relocated in a fast-growing mar 


ket to provide for a new territory 





TV VIEW OF TRAFFIC 


A new means of traffic control, 
utilizing TV cameras to view long dis 
tances of expressway traffic, is under 
study in Detroit, Engineering News 
Record, McGraw-Hill publication, re 
veals. The cameras would be moni 
tored ot a central location, allowing 
on observer electrically to trigger 
warning signs posted on the highways, 
so thot motorists could leave the ex 
pressway before becoming involved 
m @ tre-up 

















NEW LINES 
taken on by 
DISTRIBUTORS 





Ready Tool Co. has appointed the 

following distributors 

eR. M. Grant Tool Supply Co 
Hartford, Conn 
Providence Mill Supply Co 
Providence, R. | 
Standard Industrial Supply Co 
Springfield, Mass 
Moore Machiner 
Ltd 
Montreal 
The F. Hallock Co 
Derby, Conn 
Mechanics Tool & Supply Co 
Oakland, Calif 

¢ Lafin Supply Corp 
Springfield, Vt 


Co.., 


Bros 


Hewitt-Robins Inc. has named the 

following firms to handle its lines 

¢ Washington Belting & Rubber 
Co 
lacoma 

¢ Kentucky Supply Co 
Lexington 

¢ Industrial Bearing & 
sion Co 


Kansas City, 


l ransmis 
Mo 


I. B. Wood's Sons Co 
pointed the following distributors 
¢ Colonial Supply Co 
Pittsburgh 

¢ Mill & Shop Supply Co 
l‘oronto 

* Queen City Supply 


has ap 


Cincinnati 


Rust-Oleum Corp 
distributors 


has appointed 
the following 
¢ Fulton Supply Co 
Atlanta, Ga 
e J. Heller & Sons 
Newark, N. |] 
¢ New Jersey 
Supply Co 
Passaic 
¢ Ben Williamson 
Ashland, Ky 


Engineering & 


& Co 


PEERLESS PACKET TROLLEY HOISTS ON ASSEMBLY LINE. 


and trolleys simplify handling of heavy parts. Wor 
the trolley hoist, rolls it along an I-bean vers 


These integrated hoists 


p the load, with 


her ist picks u 


it on the bench t » 


Where there’s lifting to be done, 


there’ s a Harrington 


PEERLESS MODEL C 
HOISTS for intermittent 


lifting of loads from 4 
to 60 tons 


PEERLESS PACKET TROL- 
LEY HOISTS for lifting 
mveving ‘4 to 2 


I beams 


and m 
ton loads on 
Low headroom units ad 
justable to 


of I-beam sizes 


a wide range 


PEERLESS PACKET AlvU- 
MINUM HOISTS for use 
hoists must be 
thy M ich 


lighter than all 


Ww here 
moved frequer 
model, wit! 


of any other q 


Markets for these coat under 


“i rite for com plete inform ation about 


~ulling products are 


our Full yd 


Hoist to do it 


BEARCAT ELECTRIC HOISTS 
of light to me- 
170 to 4000 Ib, 


for fast lifting 


dium loads 


PEERLESS PACKET ALL. 
STEEL HOISTS for lifting 19 
to @ tons 


“per ial const ruc- 


tion makes these hoists eco 


| 
nominal to mamtam, ensy 


HARRINGTON |-BEAM 
TROLLEYS § for 


easy movement 


rap and 
of materials 
Regular! 


vied geared and plain 


I-beams, 


spacities from 


P y 
of hoist products 


THE HARRINGTON COMPANY 


Makers of Hoists Since 


Gravers Roap at THe TURNPIKE, 


INDUSTRIAL DISTRIBUTION © JULY, 1955 


Pirymoutu Merrine 


IavG 


11, Pa. 








The Buyer Looks 
~ — at Business 





Composite opuuon of purchasing 


wents who comprise the N.A.P.A 
per pound Business Survey Commiuttec 


Banner Month 


Business is good and May 
thanks to banner month. So say the 
a ing purchasing executives 


items stand out 


“Contact Con Es oe |—Production is high. Some 


report an increase from last 


month, and the 5‘% telling 


; 


of lower production say it is 
only slightly so 

New Orders are good. Som« 
54% report an increase over 


\pril 


Competition continues keen 
despite the high production 


the best “soft” hammer and good order situation 


you can buy! Looking to the future, there is 
ae ae general optimism Some 33% 

expect the second half of 1955 to 

be better than the first half, and 

42% expect it to be the same. ‘The 

25% who predict that it will be 

worse are not looking for a major 

Special processing of the tough, re- 

silient rawhide in C/R faces, controls 

the rebound to permit longer contact tate that they expect a breathing 


@ CHANGE FACES with the striking surface. This means ] 9 < cnlt o 
es S8CONDS oie pell largely as the result of third 


Threeded collier locks ‘ 
new foces securely in greater pc force easier do more 


place. They aqnnee work with fewer blows. SAFER for ible slackening of automotive sales 

lip, leosen or yo > a = a 

: delicate parts and finishes, C/R water due to model changes and high first 
buffalo faces will not spark, crack, 


lownward movement but, rather 


Jawhead |! ’ transmit 
juarter industry vacations and pos 


producti 
mar surfaces or soften during inces- half production 
rd} sant use or temperature variations lhere is little disagreement that 


COST LESS than most comparable the second half of 1955 will be sub 
soft faced” striking tools. C/R Jaw- 
head hammers also have proved 
more durable under severe and con- 
tinuous heavy industrial use. And better and only 4% worse. Purchas 
they cut costs through increased 
salety, speedier work and reduced 
worker fatigue 


tantially better than the second half 
of 1954. Some 79% say it will be 


g executives think there will be 

little difference in the business level 

C/8 Jawheod hammers, mallets and mauis are available from your local industrial supplier. wecnre ag ind fourth quar 
i) 1s Cdl 

‘rices are inching upward 
nent is excellent, and 


CHICAGO MFG. co. Ti¢ iT¢ still being 
1301 Elston Ave. Chicago 22, Illinois cCres Uhere is a gener 


if possible strikes ind itomotive 


Mig } 
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sales may be the key to future 
conditions 


Prices Advance Slowly 


Prices are following a gradually 
upward movement that has pet 
sisted for the past several months 
I'he same number of reporting mem 
bers on May, 54%, as in April, Saeed Beata es “SECRET” IS THIS TAPER 
indicates that prices are still advanc PLUS 
ing, while only two members THIS WASHER! 
reported general price decline 
reases seem to be reflect- 
manufacturing and dis 
tributing costs, rather than any 
marked increase in basic raw ma 
terials. In many cases, these in 
creases have been delayed or have 
been less than actual increased 
manufacturing costs, due to the keen 
competitive situation Copper 1s 
still one of the items, pricewise, of 


greatest concerm 


No Inventory Speculation 


There is a continued willingness 

idd to stocks on hand. Some 

“ of the reporting purchasing 
executives state that they have in 
creased inventories Ihe 19% 
eporting lower stocks, is the small 
est number reporting reductions a 
since July, 1950. Again, however ‘te 
there is definite indication that those 0 / SOCKET CAP SCREWS 
showing increases have not em ; Leb1ot 

§ ' 


barked on large inventory build-up ‘Sis at last vou can use socket screws tha 


or speculative buying programs, but, .-** nositively will not loosen under any vibrati« 
| £ | 


rather, are principally bolstering The new BLUE DEVIL LED-LOK CAP sCREwS are the answer to “om 
stocks to take care of increased proble m. and they're also air-, water-, gas- and oil-tight. They re 
production schedules easy to use and require no assé mbly changes or modifications 


Available in same sizes as standards. Better get the facts on LED-LOK 


Employment Picture Bright j 2 as ' 
I £ 
. CAP scREws right away ! 


Not since mid-1950 has the em 


ployment picture been so bright HOW LED-LOK SCREWS WORK 


(Actual cutaway phot 


nly 4°% of the committee mem 
STEP 1—LeD-Lox Screw drawn 
up tow isher 

STEP 2—Washer has started t 
scattered areas, the demand for extrude into cavity formed by 
skilled production help and high screw taper 

STEP 3—Screw is se ited into 


final position; w usher occupies 
to exceed the sup ph Some report cavity, lockir g in place und mak- 


bers find their employment rolls 


down from the previous month. In 


grade clerical employees continues 


concern over the graduate enginect ing tight seal 


shortage and expect only partial STEP ] STEP 2 STEP 3 
WRITE TODAY on your letterhead 


for your sample Lep-Lox Screw SOCKET SCREWS EXCLUSIVELY 
sumum and testing block. No obligation! 


Wess Ix 90 £1 | Cacety Cocxer Conew Company 


CHCIISIVE 6500 AVONDALE AVENUE + CHICAGO 31, ILLINOIS 
month SOLD ONLY THROUGH AUTHORIZED INDUSTRIAL DISTRIBUTORS 


relief from the college crop this 
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we secured separate report n 

Th is production materials, MRO sup 

plies, and capital expenditures. On 

alo production materials, 92° of our 

Cat Y reporting members are covering their A 

requirements for 90 days or less. On A) HNN) ae (ge 

MRO supplies, 98% are operating HNN) y- 
\4 y 


within this same 90-day range. Only 


can lead you 


when we get to capital equipment 


where deliveries are often long, do —— SLOT BOLTS 


we find any substantial advance com ARE NOW FORGED 


mitments. In this category, 4 | IN 1” SHANK DIAMETER 


of our members have purchased 


equipment for delivery six month 
to a year in advance. COMPLETE STOCKS 


Specific Commodity Changes FROM %” TO 1” DIA. 


; . 


Although the general price trend 
continues to inch upward graduall; You Can't Beat 
only copper, zinc and special cut ZIP 
ting tools are reported as up, by a Quality and Prices 
large percentage of our members 

Up were: Copper, zinc, tap 4 
drills, reamers, cutting tools, ma Sell The Best—Sell Zip 
chine tools, hand tools, electri Lo 


motors, paper and paperboard, cor 
rugated boxes, linseed oil and GEO. SELTZER & C0. 


lumber. DREXEL HILL, PA. 


Down were: Steel scrap, mercurn 





automobiles and some foods 





~ 


In short supply: Copper, nickel 
PI PI 


aluminum, steel sheets and plates ( W. A. WHITNEY 


tainle teel, ment, titaniu 
S ess § cemen itanium No. 4B Punch 


dioxide and phthalic anhydride 





FROM THE 


In this Keckley Catalog are listed the ¢ 
automatic valves and accessory items 1930 FILE 1945 
that every plant uses to control steam, 


air, gas, water, oil and other fluids. 


Keckley, in its 40th year, is a name 8 j 
known widely for uncompromising e 7AADE MARK 


. . +? . . . . - 4 ~ N ‘ 
quality. This position is being forti- 25 YEARS AGO 
fied with continuing advertising to the Che Joint Merchandising effort wa REGISTERED 
industries you serve. To build your 
sales volume — Sell Keckley valves — 
guaranteed and backed by factory box is @ good distributor item. For o too! 
i ; ; : . f its size it hes great strength. It is mode o 
assistance on selection and application. had subscribed and the commit cam dine, 4k Gas a eimediy 6 
Send today for Catalog 55-( tee was holding meetings through hole thru iron. Graduated gouge on side 
shows depth of hole from edge in throat of 


wttteeeeees ; out the nation to sell the industry tool. The metal box is made of heavy gouge 
steel! and has a hinged cover ploces for 


0. ¢. KECKLEY COMPANY: | andthe public on the distributor's | {"Pleches ond 6 diet = covy Ww corny from 


: 400 W. Madison Street function lace to place 











getting into high gear. Some 85 


hy S versotile punch in its own handy metal 
distributors and manufacturers 


Chicago, Minois . Send for catalog and see 


your focol distribytor 





“The average mill supply salesman 


lacks fight or intestinal fortitude (Ww A WHITNEY MFG co 
. e ° 


He will submit a price and if we 
inform him we can do better else- | = RAGS OF avy ee 





INDUSTRIAL DISTRIBUTION © JULY, 1955 





25 Years Ago (Cont'd) 





where, he will bow himself out” 
—A. E. Happel, buyer, Interna 
tional Shoe Co 


Recession was getting to be an old 
story, and nobody liked to predict 
how far the decline would go 
Said S. A. Lehman of National 
Mill Supply Co., Fort Wayne, 
Ind.: the best way for distributors 
to stay healthy while plants were 
buying below normal capacity 
was to sell more creatively and 


cut overhead 


“There is greater profit in handling 
a large volume on a few lines than 
in handling that same volume 
spread over a large number of 
lines’ —Arthur H. Squier, Squier, 
Schilling & Skiff, Newark, N. J 


Ihe Associations scheduled thei 
next convention for the Ward 
man Park Hotel in Washington 


Pratt-Gilbert Co., Phoenix Anz 
opened a new office and ware 


he LISE 


H. H. Crosby, partner in Reichman 
Crosby Co. Memphis, Tenn., 
was appointed receiver to reor 
ganize Reed & Duecker Co. Mr 
Reed said he planned to organiz« 


a new hrm at once 


Louisville Mill Supply Co. was 
organized in Louisville, Ky., with 
W. B. Young as president 


Bunting Hardware Co. Kansas City 
opened a new branch in Inde 


pendence, Mo 


R. C. Duncan Co., Minneapolis, 
placed a “motorcycle truck” in 
operation as part of its delivery 
fleet 


William ]. Foss, Berkshire Mill Sup 
ply Co., Pittsfield, Mass., returned 
from a four months European 


tour 


Henry C. Graton, founder of Graton 





























That's right! It's no costly, time consuming job to remove or mount 
Wood's “Sure-Grip” Sheaves and Bushings. It's the simplest rim 
and bushing combination on the market today! 

The “Sure-Grip” Sheave and Bushing is mounted as one unit 
Line up and tighten just 3 cap screws. Completely split-tapered 
bushing maintains a positive, ‘pressure grip’ on the shoft for the 
full length of the bushing. “Sure-Grip” can't work loose 

For removal just back off one cap screw port way to hold 
bushing in sheave during removal. Remove remaining cap screws 
and use two of them as jack screws. 

Sheaves are of highest quality grey iron, accurately machined 
with grooves cut in proper relation to one another. There are 
bushings for every bore 

So keep your customers’ production on the go! Specify Wood's 
“Sure-Grip” Sheoves. 


T. B. WOOD’S SONS CO. 





CHAMBERSBURG, PA. 


CAMBRIDGE MASS . NEWARK WN 
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Pictured above is a six spindle Greenlee automatic screw machine using a 
Ross “Master” Internal Collet. Installation of internal collets has helped users 


reduce waste and increase efficiency. 


Production Up From 50 to 250 Units 
Per Hour Using Internal Collets 


Customer satisfaction with original order 
results in 15 repeat sales in 8-week period 


0)... all efficiency on a large volume 
ordnance project has been increased 20 
per cent at Harvey Aluminum, a divi- 
sion of Harvey Machine Co., Torrance 
Calif., since Ross “Master” Internal 
Collets were put into use on thei: 
Greenlee, Acme-Gridley, Brown & 
Sharpe automatic screw machines 

Formerly, the plant used external 
collets on this contract on a work and 
turn basis creating a problem of eccen- 
tricity. Now, by using Ross “Master 
Internal Collets, once hard-to-do jobs 
are turned out as simple, routine work. 

On another important job, a shift to 
internal collets has resulted in a pro- 
duction increase of from 50 units to 
250 units per hour on machine work 
on a spec ial internai combustion en 
gine piston. 

Harvey Aluminum now 
Master” Internal Collets on an aver- 
age of 100 hours a day where only a 
short time ago none were employed 
During this period, they have adapted 
10 different sizes, 4" to 24" in diam- 
eter, to their use 

The way Ross “Master” Internal 
Collets are helping Harvey Aluminum 
increase output and reduce production 
costs, as shown in the above examples, 
can be repeated many times through- 
out industry. And that’s where you as 
a distributor or dealer can create new 
profits for yourself and at the same 
time help your customers improve 
their production methods by making 
Ross “Master” Internal Collets avail- 
able to them 

As in the case of Harvey Aluminum, 
where 10 different sizes are now in use 


uses Ross 


178 


q; 


Included in Ross “Master” Internal 
Collets line are, at left, one for Green- 
lee automatic screw machine, and, 
right, Hardinge 5C internal collet 


in quantity, once your customers use 
the internal collets those profitable re 
peat orders will follow. There is no 
doubt that there is a definite market 
ready to buy these internal collets 
The Ross “Master” Internal Collets 
are the new multi-purpose tools for ef 
ficient and accurate internal holding 
They are precision made for use on 
Logan, South Bend, Atlas, Harding: 
Clausing, Le Blond (Regal), Elgin 
Monarch, Porter Cable, Rivett 
Schauer, Sebastian and Sheldon lathes 
The line includes standard size 
working body diameters of .750, .875 
1.000, 1.125, 1.250 All lengths are 
1.250. Custom tools may also be or 
dered to customer specifications for 
any regular or special application 
For information on dealer and 
distributorships, write Velocity Engi 
neering, a division of Morris and 
Batchelor, Inc... 555 West Arden, 


Glendale 3, Calif. 
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25 Years Ago (Cont'd 





& Knight Co., celebrated his hun 
dredth birthday 


| lorac c 
Bros 


] uropean business trip to visit | 


Armstrong, of Armstrong 
lool Co. left for i 


~ 


ountrics 


the Port of 


New y ork 


imnounced plans for a 


Authority 
|4-stor 
freight and distributing terminal 


to cost $15 million 


10 YEARS AGO 


\ uTpris¢ 


birthday party given b 
the staff of Frank Tracy, In 
New York City, for Doris Spe 
nan almost resulted in a fire when 
t down and 
A custome 


ime to the rescue and put it out 
| 


he candles burned 


tarted a small blaze 


Portland, Ore 
refresher 


|. k. Haseltine & Co.., 
et up a course for 


Said 


man 


returning 
Henry | 


here is nothing more dis 


SCTVICE men 


Ernstrom, sales 
ouraging to a returning veteran 

1 new man, than to turn him 
wse and tell You just 


rowse about for a whilk 


him 


lhe management of the new 
Shingle & Gibb Co., Philadelphia 
reported on their first year of 
conclusion 


operation Their 


Specialization pays 


Smith, of Holo-Krome Screw 
Corp., won the New York Hard 
vare Trade Association Golf Cup 
]. C. Hansen, of Hansen & Yorke 
Co., New York City, the previous 


years champ, made the presenta 


Jack 


hon 


Carey Machinery & Supply Co 
Baltimore, launched a program to 
sell the salesman’ 
ibrasives Many distributors 


said W. G. Hoffman, the 


engineer, 


on pushing 


hirm § 
ibrasive “seem to have 
studiously neglected their regular 
salesmen in favor of the ‘expert 
n setting up abrasives and other 


departments 





10 Years Ago (Cont'd) 





A Government survey showed that 
most industries needed 6 months 
or less to reconvert from war to 
civilian production. ‘The auto 
motive industry, however, was 
expected to take 8 to 15 months 
to get back to making passenger 


cars in volume. 


W. Stuart Symington, president of 
Emerson Electric Mfg. Co., was 
named chairman of the Surplus 
Property Board by President 


‘Truman 


Ihe machine tool situation was 
eased considerably as Russia can 
celled $70 million worth of lend 
lease tool orders following V-F 
Day 


Patron ‘Transmission Co., New 
York City, organized an export 


subsidiary 


\. J. Sherrill sold Munnell & Sher 
rill, Portland, Ore., to a group of 


12 employees 


Industrial Suppliers, Inc., was 
organized in Jackson, Miss., with 
J. C. Pirkle as general manager. 


Perth Amboy Hardware Co., Perth 
Amboy, N. ]., changed its name 
to Madsen & Howell, Inx 


Sam Allen, of Henry Disston & 
Sons Co.. was low medalist at the 
Eastern Hardware Golf tourney at 


"(Ta fe Slal= 
PUMPS 


mere fl st 


Virtually every major tur- 
bine pump improvement 
has been pioneered by 
the makers of Verti-Line 
Pumps. For instance: 


first to produce a vertical 
pump for smal! diameter casing 


first to place the line shaft 
inside of the discharge pipe 
enclosed in a protective tube 


first to introduce tine shaft 
lubrication from surface of 
ground 


first to introduce a full- 
floating ball thrust bearing head 


first to design high efficiency 
enclosed impellers 


first to introduce factory prac- 
tices to insure proper shaft 
alignment 


first to introduce and pioneer 
the hollow-shaft motor head 


first to adopt the streamlined, 
weatherproof, built-in motor 


first to employ highly techni. 
cal methods for statically and 
dynamically balancing rotating 
parts. 

LAYNE & BOWLER will con- 
tinve to be FIRST in presen- 
tation of improvements. 


in 


all industry 


Shawnee-on-the-Delaware, shoot 


ing a 76 


Professor Charles A. Livesey. of More than 100,000 satisfied vertical pump 
, ‘? users agree there's no pump like Verti-Line 

Harvard, broke into pint in the for low first cost, economical operation, and 

: , negligible maintenance. Whatever your verti 
Harvard Business Review with an eal puatp aeede wan be, 4 will bay you to 


article that raised some eyebrows investigate Verti-Line before you buy. 


in the industry. “Appraising the Send fer your ¢ any 
Mill Supply Distributor,” he said, our new booklet “Pumps For 

Sale.” Ask for Bulletin \.75 
left him with the conclusion that 


distributors were not set up to ; 
Verti-Line Pumps are the exclusive products of 
leaders replied that they could LAYNE & BOWLER PUMP COMPANY 


produce plenty of evidence to the 1 general offices and main plant 
contrary ’ 2943 VAIL AVENUE + LOS ANGELES 22, CALIFORNIA 


serve big customers. Industry 
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A source of 
good repeat business 


This handy dispenser rack saves 
time and trouble for your customers. 
Roll shim stock (solid, not laminated) 
is neatly packaged and protected — 
four separate rolls, each a different 
gauge. Your customer just snips off 
stock as needed. When roll ends, you 


i ea 





D-A-T-E-§ 
TO REMEMBER 





June 30-July 10—Canadian Interna 
tional Trade Fair, Exhibition, 

Park, ‘Toronto 

31-July 3—Basic Materials 
Exposition Products Develop 
ment Show, Convention Hall, 
Philadelphia 

sept. 6 17—National Machine Tool 

Builders Show, International Am 


phitheatre, Chicago 


June 


get an automatic reorder. Available ” 7 foetal \ 

en ” Sept 6-1 Metalworking la 
in 6” x 100” rolls, brass or steel stock E xpositiot 
Your name printed free on top of rack chinery & Equipment Exposition 


‘olos . oC 
when you order 25 or more racks. Coloseum, Chicago 


Sept. 6-17—Production Engineering 
Show, Navy Pier, Chicago 
© LAMINATED Oo Sept 18-21—National Builders 
9 ‘AA Hardware Exposition, St. Louis 
vi Sept. | ).22?—National Packaging & 








Materials Handling Show, Kings 
4107 Union Street, Glenbrook, Conn 5 
ben COBPARY, 186. © bridge Armory, New York City 




















SS 


= A ' 
17-21—National Hardware 


4 > b + y LET THESE KEYS Navy Pier, Chicago 
t !—National Metal | xpos 





tion and Congress. Convention 


Hall, Philadelphia 


+ 
t + y 


OPEN UP EXTRA PROFITS FOR YOU! 


Dre. Sellers . . . Proven Re- \ianutacturers 


peaters! Your customers— Convention with National 
ond prospects know that Key ' Wholesale Hardware Association 
Pipe Sealing Compounds seal - \ Atlantic City 

joints positively yet are For sealing \ 

easily opened . do not Pipe joints 
carrying water, 


American Hardware 


Association Jomt 





freeze in the joints, Product 1956 
superiority bock by 36 
years of leadership in the steam. 
field make these Key prod 
ucts a dependable source of 
soles and profits for you! 


gas, low pressure ” 
20-23—Annual Triple Indus 


il Si ppl Convention, Atlantic 











Geoed Door Openers, Too! 
Steady national advertising, 
dealer helps and continuous lines carrying 
sampling program build uni oils and high 
versal demand . . . actvolly pressure 

moke openings for sales to steam. 
many new customers for you. 


RED DISCOUNTERS 


Viennese appliance dealers are be 
ing plagued by a formidable type of 
discounter—the Russian government, 
Electrical Merchandising, McGrow 
Hill publication, reports. The Russions 
have set up on appliance center, in a 
requisitioned building, which offers 
WRITE POR PRES SAMPLE ANCD radios, sewing machines, hoir-dryers 
OISTRIBUTOR INFORMATION electric rozors, irons and vocuum 
cleaners priced far below those now 
selling in Vienno. The Russians, as 


For seoling 








occupiers, poy no rent, taxes or im 


2621 McCASLAND AVE. 
EAST ST. LOUIS, ILLINOIS 


port duties 
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Obituaries Here’s a dependable "BREAD and BUTTER” item... 


WOODINGS ¢ VERONA 
DRIFT PINS 


BARREL TYPE 





Guay Hoshall 
Guy Hoshall, 
J. E. Dilworth Co. pis 
Guy Hoshall, 70, a salesman for 
30 vears with J. E. Dilworth Co 


Memphis, died May 13 in a Mem 
phis hospital of injuries suffered in 
in automobile accident 

Ilis car had shipped on a wooden 
bridge and overturned when he was 
on a fishing trip in Arkansas three 
weeks before 

Mr Hoshall with his twin 
brother Walter Hoshall, started 


to work for Dilworth when the firm PLUG TYPE 


was organized in 192 Lhev were 


yr ti om ronal 
mong the npany riginal stock Drift pins are in constant demand—bought in 
holders large quantities, and consumed steadily. A 
Walter Hoshall retired three the sizes for which you are likely to be colled 


from Woodings-Verona 
years ago ind moved to | lorida upon can be shipped ° 9 


ot dns i stock 

Besides his brother, Mr. Hoshall vided. Made from tough, high carbon steel, 1 

is survived by his wife, Mrs. Edith minimize mushrooming BULL 

Winkler Hoshall; two daughters, Woodings-Verona mokes a full line of rail PINS 

Mrs John I mer\ of Houston. rood and construction tools—sledges, hammers 

lexas, and Mrs. Charles Aycock of wrEREN, COSTING, Gees Sle eee 

a» : i i < I 

> They meet all AREA and Government specifi yee: 
Milwaukee; and a sister, Mrs. W ; 

cotions n three standord 

D Davis of Memphis lf you dont hove the W oodings Veronc eter rd ler 


And special sizes con be quickly pre 


hove either partic 


Catalog, send for one today 
W. F. Barrett, 
Linde Air Products 
William F. Barrett, 69, one-time 
president and chairman of the board 
of Linde Air Products Co., died 
Mav 24 in New York Ciry after a 


= illness ir es eae IA c SA 
e jorned rae in < and iate 
fo Pon 


became works manager and vice 


Shown obowe cre some of the more wide 


president. Ile was president from 
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» . 


thin BLUEBOOK of . 
> INDUSTRIAL . 
HARDWARE 


* yours ue 
for the asking! 


@ This new fine FANNER Catalog illustrates and 
describes a complete range of industrial hard- 
ware items — only a few of which are shown 
below. In Fanner, you get a combination of 
facilities unequalled for quality, dependability 
and service in cast iron, malleable iron and 
drop forging products. As a result every fine 
FANNER product is produced by the method 
which makes it most suitable for the purpose 

. and the most economical. Get acquainted 
with the complete line by sending for this free 
catalog No. 19 today. 


tiie 


TURNBUCKLE BODIES 


STUB END TURNBUCKLES 


HOOK AND EYE TURNBUCKLES 


a © 


CONNECTING LINKS 


FIGURE *'S"" LINKS 


EYE BOLTS 


FAST EYE BLOCKS 


PHILADELPHIA HARDWARE AND 


MALLEABLE IRON WORKS, INC. 
Established 1852 
division of 
THE FANNER MANUFACTURING CO. 


trecutive Offices Philadelphia Plant 
end Pion ond Warehouse 
2207 Bridge % 


Brookside Park 
Philadelphia, Po 


Cleveland 9%, Obie 
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1925 to 1929 and chairman of the 
board from 1929 to 1944. 

He was also vice-president and 
director of Union Carbide & Carbon 
Corp. from 1926 to 1944. 

He had been board chairman of 
Carbide & Carbon Chemicals Corp 
and a member of the boards of vari 
ous other companies, including 
Bakelite Corp. and United Chro 
mium, Inc. 

Mr. Barrett was a member of the 
board of managers of the New York 
Botanical Garden. He lived in New 
York City and in Great Barring 
ton, Mass. 

Surviving are his wife, Margen 
Barker Barrett, and three sons, Wil 
liam F. Jr.; Julian S. N. and David 
B. Barrett. 


Bernard L. Ward 
Ward Bros. 

Bernard L. Ward, 70, secretary 
treasurer of Ward Bros. Mill Suppl 
Co., died May 15 in Buffalo General 
Hospital. 

He had been active in the Lock 
port, N. Y., industrial supply hous« 
with his brothers, William 
Samuel Ward, for 40 years 

Active in civic work, he 
member of the advisory board of th¢ 
Niagara County Bank Office of the 
Marine ‘Trust Co., and a past presi 
dent of the Chamber of Commerce 
He was a past president and one of 
the oldest members of the Lockport 
Rotary Club. 

Mr. Ward is survived by his wife 
Kathicen Smith Ward; 
brothers, William H. and Samuel 
lk. Ward; and two sisters, Mrs 
Michael D. Judge, of Buffalo, and 
Florence M. Ward, of Lockport 


and 


Was a 


his two 


N. W. Bjornson 
Root Neal Co. 

Nelson W. Bjornson, 65, manage! 
of the steam supplies department o 
Root Neal Co., Buffalo, N. Y., died 
May 16 in his home after a long 
illness 

Mr. Bjornson had been with Root 
Neal since 1943, when the 
J. H. Ruckel Co. was dissolved. He 

the Ruckel for 35 


former 


was with firm 


ycars. 
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.D 

Re dk 
Rawhide 
me 


Hammers 


AND 


Rawhide 
@ Mallets 


w\ SKILL 


TO THE HAND OF INDUSTRY 


-— 
y, : 





7 


NO SCAR 
— DENT 
— MAR 





no 
BOUNCE - 
BACK 














PRICE AND PRODUCT FOR 
SALES AND SATISFACTION 


Manufacturing facilities and material- 
economizing techniques in rawhide 
products enable Garland to sell at 
lower prices. No new materials can 
challenge Garland’s nearly a century 
of unsurpassed customer satisfaction- 
from-use 

Write for illustrated brochure. 


“GARLAND” coes wim “RAWHIDE” 


HAMMERS + MALLETS + LOOM PICKERS + BUNTERS 











~/ 

velatelire 
\ ty MANUFACTURING C< 
an ee 3 wa ER 





William W. Vosper 
William W. Vosper, 
Toledo Pipe 

William W. Vosper, 79, chairman 
of the board of The ‘Toledo Pipe 
Threading Machine Co., died in 
May 

With others, he formed the 
l'oledo company in 1902 following 
his invention of the receding die 
principle for threading pipe. He 
worked as a machinist during the 
early years of the company, while 
it produced and marketed its first 


products 


C. B. Pooler, 
Philip Carey 

C. B. Pooler, 63, vice president ot 
The Philip Carey Mfg. Co., died 
May 20 on a business trip from Phil 
idelphia to Chicago 

Starting as a water bov and la 
borer in asbestos mines and on the 
railroad, Mr. Pooler progressed 
through various posts in the U.S 
Gypsum Co. from 1910 until 1944, 
when he joined Carey as head of all 


manufacturing at plants and mines 


E. C. Dygert, 
John Weekes 

Emmett C. Dygert, 65, executive 
vice-president and a director of John 
Weekes & Son Co., Watertown 
N. Y., died suddenly May 15 of a 
heart attack at his home 

He came to Watertown in 1917 to 
join the company and had been with 
the firm ever since An officer of 
the company for the past 31 years 


he had been executive vice-president 


Industry needs a padlock that cannot 
be Rapped or Shimmed Open! 


CHICAGO 


ACE 


PADLOCKS 


fill that need 


Cut-away view of 
ACE Padlock show- 
ing double locking 
feature and 7-pin 


tumbler mechanism. Applications 
Plant gates 
Teol cribs 
Lockers 
Machinery guards 
Electrical distribution panels 
+». and any other 
point requiring a padlock of 
maximum security 


— ih 








Ss 
excLusive FEATURE 


cn 
’ locking ™* 
er 
ACE 7-pin tyumb™ hackle that locks ot 
she 


st 
jened $ 

rae 
. Hoa Circular key 


anism 


ay prev* ms 
Pad 


. Duplicate 
the factory 


hoth sides : to< 
tion of forcing “a 
arti - 

Take lable fro 

: « are avalle ntrol * 

ney” sum secy 

for ma* mw sher dit cast 


rity co 


1 
ony 


ie ¢-proof cos 
Solid, rvs Pp 


ze 
or bron: 


If you are interested in providing your customers with positive security 
where needed, write for Catalog MS-101. It explains all of the reasons why 
Chicago Locks are right for industrial security. Ask, too, for copies of our 
Folder P-104—suitable for mailing to your customers. 


CHICAGO LOCK CO. 


2030 WN. Racine Avenve + Chicago 14, Illinois 
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BUILD 
VOLUME 


..Plus 
LARGER DISCOUNTS 


Take advantage of new larger discounts 
and sell LUG-ALL, the leading portable 
winch hoist. LUG-ALL sales now mean 
greater profits for you. All LUG-ALL 
models are huskier than ever and are a 
notural seller to maintenance departments, 
mining operations, railroads, utilities, con 
tractors, quarries, municipalities, machine 
shops and refineries. Every model weighs 
9 Ibs. or less and features galvanized or 
stainless steel preformed aircraft cable, 
safety type handles thot bend when hoist 
is severely overloaded, and can be worked 
to 10” of headroom. LUG-ALL distributors 
everywhere say LUG-ALL sales are helping 
to keep the profit picture brighter 
WRITE TODAY FOR MORE INFORMATION 
WHEN YOU ORDER LUG-ALL’S 
YOU ORDER THE BEST 


LUG-ALL 18 THE MOST IMITATED 
WINCH HOIST ON THE MARKET 


THE LUG-ALL COMPANY 


HAVERFORD 11 PENNA. 
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G. Frederick Pope 


Fidelity Tool Supply 
Names Harrisburg Manager 
Inc., Cam 
appointed G 
of t 
Pa., serving th« 
counties of Union 
Northumderland, Perry, Dauphin 
Berks, ind 
Cumberland. 

\ graduate of Babson Institute 
Mr. Pope has worked in production 


Fidelity ‘Tool Supply 
den, N. J. 


Frederick 


has 
Pope manager 


office 


Lycoming 


Harrisburg 


Lebanon, Lancaster 


and tooling for aircraft compan 
since 1942 


inspector for Curtiss Wright 


Recently he was a field 


J. A. Zurn Mfg. 


Names Representative 


Harry E. Goss has been appointed 
assistant to the president in charge 
of manufacturing, distribution and 
warehouse operations on the West 
Coast and other areas for J. A. Zurn 
Mfg. Co. 

Roy W. Waybright suceeds Mi: 
Goss in his former post as area man 
ager for Zurn Western 
Inc., the firm’s West Coast market 


Services 


ing Organization 

Formerly sales manager with the 
plumbing division of Crane Co 
Mr. Goss has been with the Zur 
organization for the past 12 year 
Mr. Waybright, who has been 
1955 
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Use REMA 


to add years 
of life to 
your Belts 


REMA 
is the New and Amazing 
Self-Vulcanizing 
Rubber Repair 


ae 


REMA 


REQUIRES 


e NO HEAT 


e NO HEAVY 


EQUIPMENT 
e NO CURING 
TIME DELAY 


® REMA is not just another cold patch. 
REMA is vulcanization by chemical 
process. The repaired area is sealed 
with an abrasive resistant cover stock 
patch. No heat or heavy vulcanizing 
equipment required. Here’s the aston- 
ishing advantage—when repair work is 
completed belts may be returned to 
service immediately. 
® REMA seals out moisture 
mildew, 
This od 
in 26 
A dustrial tra 
lications, 
REMA fo! 
Available in introduc- 
tory kits or parts separately 
Order from your Flexce-Alligater distributer 
Write for Folder No. R4é 


FLEXIBLE STEEL LACING CO. 
4633 Lexingten St., Chicago 44, Ill. 


appe?! ing 
leading —s 


se 
you: 





SELF- 
VULCANIZING 


RUBBER REPAIR MATERIALS 





Harry E. Goss 


Zurn since 1948, was recently Los 
Angeles and San Francisco district 
manager for Zurn Western Service. 

Both Mr. Goss and Mr. Way 
bright will have their headquarters 
in San Francisco 


Sales Engineer 
Named by Edward 

Edward Valves, Inc., Rockwell 
Mfg. Co. subsidiary, has appointed 
W. A. Oweiss as West ‘Texas—New 
Mexico sales engineer 

Since completing the company § 
two-year training program in 1954, 
he helped supervise building of the 
Edward Valvemobile and accom 
panied the mobile unit on its first 
tour through the Southwest 
Recently he has been doing mus 
sionary work with the Edward mud 
line valve in the West Texas oil 


fields 


A. Oweiss 


You can make more money selling 


RikzaIb 
400A Power Drives 


oomore sales, more profit 


Smart Performance — Efficient as it looks, 400A powers 
hand pipe cutters, reamers, threaders with new ease, 
saving valuable time. New type wrenchless Speed 
Chuck operates fast, grips pipe, conduit, rod tight, both 
forward and reverse. Quick-action centering device on 
rear shaft turns with pipe. Power? Plenty for pipe or 
conduit to 2"' even to 12”’ with geared tools! 


Really Durable — Like all mteer> products, 400A is 
famous for durability. And it’s presold by powerful 
advertising. 


Order it, show it. . . you'll like what happens! 


The Ridge Tool Company ¢ Elyria, Ohio, U.S.A; 
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Hardware & Supply Plans New Building 


Only 
HARGRAVE 


Superclamps 





offer you all 


these features 


nty building of Hardware & Supply 
rel 


treas 


Ground-breaking ceremony for new k 
or Akron, Ohx nclud d | ten retarv; Elmer W Hart 
Frank A. Ceckler, Ma ger esket H. Kuhn, ps 

Smith, vice-president ) i treasurer 
ft. structure, between Cant 


Fourteen-acre tract was acq 





To Handle Parker Lines Power Group Meets 


Parker Appliance Co. has app R. A. Sorenson, dealer sales repre 
ted Industrial Piping & Supply ¢ tative of Twin Disc. Clutch ¢ 
Bessemer, Ala., and Ritter Engineer Idressed the 12cent regular mec 
ing Co., Pittsburgh, to handle it g of the New York Chapter, Power 
* Individually lines ransmission Council 
tested with 
working loads 


t 





de tineed tad Heme Fairbanks Honors Veteran Sales Manager 


* Heat Treated 

* Positive Action , 

* Easily Adjusted 

* Special Alloy Steel Screw v 


* Heavy Duty Construction 

* Wide Choice of Sizes 

* Local Distributor Stocks 
Ask your distributor for a copy of the 
new complete Hargrave Catalog *65 
with application information, featur- 
ing Ciomps, Chisels, Punches, Mason- 
ry Drills, Brace Wrenches, Washer 


Cutters, File Cleaners, etc. 
& 


THE CINCINNATI TOOL CO. 
4032 Montgomery Road 
Cincinnati 12, Ohio 


The Complete tine of Tested C. E. Thyng, New England 
. J from President Alexander Na 
n 1905 as stenographer to M 


? resident Tit la 
Flanagan, vice-presiden 
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30 Thousand Attend 
Materials Handling Show 


More than 30,000 key men from 
40 countries attended the 6th Na 
tional Materials Handling Exposi 
tion held in Chicago during the 
week of May 16 

Among the $10,000,000 in equip 
ment displayed, were conveyors 
with built-in electronic memories, 
capable of picking up and delivering 
inventories from warehouse to truck 
I'railers which can tour a factory 
without drivers, were demonstrated, 
as well as other machines which 
move materials by automatic and 


mechanical means 





Fred K. Krell 


Assistant Sales Head 
Named by Ladish 


Fred K. Krell has been appointed 
assistant sales manager of the Fit 
tings Division of Ladish Co 

He has had many years’ experience 
in the manufacture and sale of pipe 
httings 


District Manager 
Named by DeWalt 


Richard Wagner has been ip 
pointed custrict sales manager for 
DeWalt In n the Lancaster, Pa.. 
territory, including Delaware and 
Pennsylvania east of Williamsport 
except for Bucks, Delaware and 
Montgomery Countics 

Mr. Wagner joined DeWalt as a 


held representative in 1953 


ing tl ghout the untry 


FASTENER and FRIEND 


we've been making both for 100 years 


DISTRICT 
OFFICES 


WESTERN OFFICE 
Chicogo 

HArrison 7-2179 
EASTERN OFFICE 
New York City 

REctor 2-1888 
CENTRAL OFFICE 
North Tonewando 
JAckson 2400 (Buffclc) 


INDUSTRIAL DISTRIBUTION 


JULY 


Our aim...to back up our distributors 

with the right products, made right, 

priced right...plus the finest and fast. 
est service in the industry. 


BUFFALO BOLT COMPANY 
Division ef Buflalo-Eclipse Corporation 
NORTH TONAWANDA, N.Y. 


Making both FASTENERS & FRIENDS for 100 yeors 


1955 








YOU DON’T 
HAVE TO LOOK FAR 
TO DISCOVER 
IS TOPS IN 
THE PRECISION SCREW 
MACHINE PRODUCTS FIELD. 


CAP SCREWS + SET SCREWS 
COUPLING BOLTS + MILLED STUDS 


YORK, PENNA. 


Ottemiller products are sold 
through Mill Supply Houses. 
Write for free folder and price information. 


Waren your profits soar when you stock and feature the 

complete Champion DeArment-Chennelicck line. Get your 

display beards out front where your customers con buy from the 

wide Chennellock selection. Millions of readers every month 

ere being told about the Chenneliock line! There are real profit possi 

bilities for you in the nplete Ch Hock line of highest quelity tools. 
Check your stock fodey . . . be sure it's complete! 


ity 


THE PLIER BDESIGHM THAT GCBSWLETES ALL OTHERS 








CHAMPION DEARMENT TOOL CO. 


MEADVILLE, PENNSYLVANIA 
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Richard Wagner 


onstrations and sales work at expo 
tions, fairs and similar events. He 
was formerly with a printing house 
Rudisill & Co., and during World 
War II served in the Nav 

He will have his headquarters 


Lancaster 


Harry Cubel 


Chain Saw Manager 
Named by Atkins 


Harry Cubel has been named 
manager of chain saw sales for At 
ns Saw Division of Borg-Warner 
Recently saw chan representative 
tor Atkins, Mr. Cubel has also 
been a gyppo logger and a product 
ngineer for Woodboss. Inc. He 
will travel the country from head 


juarte! it Atkins Indianapolis rat 





o7 etn ' 
Allis-Chalmers \ §issts tf 
Names President 


Fe_tmectaliturn 
Robert S. Stevenson. executive " 


vate pres dent ot Allis-C halmers — to HAMILTON —_— 


Mfg. Co. since 1952, has been 


* 
elected preside t of the company, Revelation 
succeeding the late William A 
Roberts, who died April 12 SUCTION because it s 
eee 


Starting with the firm as a sales 

man im its tractor division in 1933 HOSE TED 
Mr. Stevenson became general sales CORD INSER 
manager for the division in 1948 





He A nade vice-president in 
charge of division in 195] 

In recent years he has spent much 
of his time working with industrial 
and utility groups. He testified in 
1953 before the Joint Committee of 
Congress on Atomic Energy and 
headed a group of Allis-Chalmers 
executives who visited Europe the 
same vear t heck on subsidiary 
operations there 

He served for two vears on the 
Farm Equipment Advisory Commit 
tee and the Construction Ma w . 


" . . . - 


. REGAINS UNDAMAGED SHAPE 


chinery Advisory Committee for the 
National Production Authority 





.. CRUSHED BY TRU 


No wire is used in the carcass of Weather and wear-resistant cor 

on : Hamilton REVELATION Suc rugated cover over the multi ply 
Billings & Spencer tion Hose Specially-treated, hard carcass provides a smooth-bore 
Names Tool Sales Head twisted cord and multi-ply heavy suction hose for mining or con 
duck insure recovery to original struction work in six popular 

Thomas F. Wrinn has been ap shape and prevent conventional sizes from 1” to 3” LD. Ask your 


pointed supervisor of the ‘Tool Sales failure due to crushing abuse. Jobber for details, or send for 
Department The Billings & our literature. 


Spencer ¢ 
Connected with The Peck, Stow on) .. yes, REVELATION SUCTION 
& Wilcox Co. for the past 25 years, v/ HOSE is designed to meet specific needs, 


—)) 


he is expected to continue contact just as are the other 22 industrial hoses 
s and hardware listed below. Write us today for further 
w post information, literature and prices. No 








obligation, of course 





CREAMERY ROAD BUILDERS TANK TRUCK 
DREDGING SLEEVES ROCK WOOL VACUUM 
ACID HOSE FIRE SAND BLAST VARI-PURPOSE 
AIR HOSE FUEL UNE SPRAY WATER DISCHARGE 
BREWERS HOSE PAINT SPRAY STEAM WELDING 
CONTRACTORS’ PLASTIC HOSES PIPE §=6SUCTION, WIRE-INSERTED WIRE BRAIDED 











Be sure...use Hamilton... Always dependable! 


MILTON RUBBER 


MANUFACTURING CORPORATION 
— Executive Office and Factories, 10! Meade St., Trenton, .J. 
SERVICE TO e Branches m 
meat? CHICAGO * CLEVELAND * HOUSTON * piTrssuRen 
INDIANAPOLIS* LOS ANGELES* NEW YORK” SAN FRANCISCO 


Thomas F. Wrinn 
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THE MOST COMPLETE SOURCE 


NAVAL BRONTE 


| SPECIALS 'Q 


‘a 


PARKER-KALON 


re 


1] 


Mast: 


BOLT & NUT CORP 


SHAKEPROOF 


135 CHURCH ST ® NEW YORK 7 


FLOATS 


eCOPPER *MONEL 
@NICKEL e@BRASS 
@®EVERDUR @ALUMINUM 


~~ = @STAINLESS STEEL by 


HARRIS 


®@ tanks © coils @ bends 
® expansion joints 
® kettles © evaporators 
@ heaters © coolers 
@ chemical apporatus 
HARRIS hos been supplying in- 
dustry for the past 71 years 
with these very necessary prod 
The demand is oalwoys 
constent and with today's 
heavy manufacturing schedules 
there is on even greater de 
mond. Ovr engineers ore at 


ucts 


your service for consultation 
without charge 


ARTHUR HARRIS & CO. 
210-218 N. Aberdeen St. 
Chicago 7, ii. 


ae Tee 


ARTHUR 
7 


ARRIS & CO. 


| 
| 


. . selling is my business 


BARNEY MALONE: 


Make Customer Curious— 
Battle Is Half Won 


One of the most effective 
openers in industrial supply selling, 
according to Salesman Barney Ma 
lone, The Mine & Smelter Suppl 
Co., Denver, Colo.. is what h« il] 
the “gismo” or gadget approach 

“This can be merely a sample of 
a new or improved product,” says 


Mr. Malone 


stration of some 


‘Or a simple demon 
sort which brings 


the customer's attention to some of 
the advantages of your product over 
the competition 


“When walk 


tomer’s office or shop carrying 


you mto a us 
ome 

| 
instantly 


aroused and in most cases he 


gadget, his curiosity is 
will 
give vou enough time to satisfy his 
-instead of 


curiosity thinking up 


excuses to get rd of you. If you 
accomplish this, many times you 
have the battle half won 

Malone 


the customer has the sample to look 


According to Mr wher 
at or handle, it’s easier to hold h 
interest in the product while \ 
put your sales story across 

if the 
demonstrating does not 


item you are showing 


} 
DpDiI\ 
‘Vy! 


this particular customer's needs, he 


believes vou have interested him 


enough to get in a pitch for related 
item, or an item made by the same 


company 


“In other words,” savs Mr. Ma 


| lone, “vou have broken the ice a: 
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{CAR MOVERS 


SPURS & HANDLES 
SPRING WINDERS 








The pool LINE 
BE ee ame y 


® CAR MOVERS in three 
types Power King for 
heovy duty No. 5 Mew 
Badger & No. 249 Badger 
for standerd duty 

@ SPURS — ground and 
hardened to fit all mokes 
® HANDLES — Hickory & 
Maple to fit any type or 
make of Cor Mover 


© SAFETY HANDGUARD- 
fits on the handle of any 
cor mover — mokes cor 
moving safe 


* PORTER SPRING 
WINDER will make a 
wide variety of springs 
—uselal wherever 
springs are made for 
replacement or smali 
lots 


* We suggest thot users buy thru 
their local distributors 


ADVANCE CAR MOVER CO., INC. 


APPLETON, WISCONSIN 





Mail Coupon for This 
FREE CATALOG of 


SPAN 


COPPER TUBE 
FITTINGS 


One of America’s lorgest inven 


tories of high quality brass 


fittings for use with copper tub 


ng. Monvfoctured by Spon to 
rigid specifications. We weicome 


your inquiries 


SPAN BRASS MFG. CO. 
300 Wilson Street 
Otsego, Mich 


Spon Bross Mfg. Co 
300 Wilson St, Otsego, Mich 


eens cond we eau aow est 








omer in a frame of mind 


fo vou 


this 
approach will also get you past the 


In many cases type of 
purchasing agent and out into the 
shop, which we all know opens the 
door for unlimited sales opportum 


ties.” 





H. E. Allen 


Allen-Sherman-Hoff 
Allen President 
Allen has 
he 


succeeding B. ¢ 


Names 

il. | 
president f 
Hott Co 


now chairman of the board 
1950. 


been elected 


Allen-Sherman 
Berry, 


Mr 
Allen has worked in almost all de 


Vice-president since 


partments of the company during 
Mr 


firm 


the past 19 years Berry, in his 


with the 
production manager, New York sales 
manager, general sales manager, and 
1950, 


26 vears has been 


since president 


MILLERS FALLS 
No. 50C 
ELECTRIC SCREW 





@ GREATER CAPACITY 
— wood screws up to 
12x14" — machine 
screws to 14" 

@ MUCH LONGER BRUSH 
LIFE 


@ BUILT-IN REVERSING 


BUTTERFLY 
Switch 


PADDLE 
Switch 





rosea CLUTCH 
For years, the Millers Falls No. 50 has been the 
most successful of all electric screw drivers. Now 
— in this remarkable new Model 50C — it's even 
better — more powerful, more versatile than ever 
before. 

In fact, its range of uses is so wide that it 
entirely supersedes and replaces all four of the 
previous No. 50 and No. 52 Series screw drivers. 

Whether the job calls for assembling delicate 
eyeglass frames with tiny optical screws or driv- 
ing 142” #12 screws in hardwood, you can count 
on the new 50C for outstanding performance. It's 
fast, powerful and dependable —and the patented 
“Adjustomatic” Clutch assures velvet smooth 
operation and precision torque control month 
after month. 


CUTS INVENTORY 


Now, with the No. 50C you can take care 
of the entire market formerly requiring 
four separate models. Let us send you full 
details on this tremendously versatile new 
driver and all the other high-performance 
Millers Falls electric tools that are waiting 
to make more money and better satished 
customers for you. 


MILLERS FALLS COMPANY 
Dept. ID-10, Greenfield, Mass. 


INDUSTRIAL DISTRIBUTION © JULY, 1955 


DRIVER 





MILLERS FALLS 
TOOLS 


‘ 








Power 
Transmission 


Equipment 


* Profitable To Handle 
¢ Easily Stocked 
¢ Always In Demand 


FLEXIBLE COUPLINGS: 

No lubrication required. Provide posi- 
tive protection against vibrotion, 
torque, shock of intermittent loads. 
Cushions changed without shut-down. 
Light, medium and heavy duty: frac- 
tional to over 2400 hp. 


VARIABLE SPEED PULLEYS: 

Quickly installed on new or old equip- 
ment, Change speed while machine is 
running. Ratios to 3 to 1. Fractional 
to 15 hp. 


SELECT-O-SPEED TRANSMISSION: 

Ec ical as © ed to other vari- 
able speed transmissions. \nstant ad- 
justment over wide range of speeds. 
Hand wheel or lever control. Ratios 
to 10 to 1. Fractional to 5 hp. 





UNIVERSAL JOINTS: 
gree . Finest alloy steel. 
, backlash or end play. 13 
ort 5 
. Diameters 14 to 4 in. 
Request details on our special 
stock carrying trial proposition. 


LOVEJOY FLEXIBLE COUPLING CO 


4879 W. Loke St. Chicege 44, Ilineks 


No bind 
ory 
10% in 





Lewis M. Evans 


Division Sales Head 
Named by Worthington 

Worthington Harrison, 
N. J., has appointed Lewis M. Evans 
sales manager of its newly organized 
Standard Pump Division 

George C. Bovaird succeeds M1 
Evans as resident general line sales 


Corp 


George C. Bovaird 


man in the corporation's Rochester 
branch office 

Mr. Bovaird joined Worthington 
in 1953 as an application engineer 
from Duke Uni 


after graduating 


versity 


District Head Named 
Worthington Corp., Harrison, N 
].. has appointed William J]. Davies 
to succeed Robert | 
Cleveland district manager 
\ graduate of the Case Institute, 
company 5 


Laidlaw as 


Mr. Davies joined the 
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NEW 


LOWER PRICES 
On Larger Quantities Of 


STAINLESS 
STEEL 
FASTENINGS 


It will pay you to check 
ANTI-CORROSIVE 
first for real savings on 
stainless steel fastenings 
of all kinds. 9,000 items 
and sizes in stock, fast 
service on specials, 
Write or wire for full 
information TODAY! 


ANTI-CORROSIVE 


METAL PRODUCTS CO Inc 


»n-Hudson, N.Y 


r. NUTS '"N BOLTS says... 


Get a firmer grip on 
Your work with 


A’ GRIPSO 


Special feature TOOLS 


Multi-Duty PLIERS 


Amazing new 3-piece ™ 
design multiplies hand \« 
power 10 times. 4 posi- 
tion parallel jaws give 
non-slip grip on nuts, 
bolts, anything—in hard 

to reach places. 


Trigger-Matic VISE PLIERS 


Sheer mechanical magic! 
Locks on with 1 ton grip, 
releases instantly, gently 
with touch of the finger. 
Five tools in one. De- 
signed to do more work 
easier and faster for the 
home craftsman. 


Gripso-Matic PIPE WRENCH 


A flick of the wrist, a tap 
of the hand —pipe turns in- 
stantly, perfectly. Stream- 
lined-lightweight, works 
twice as fast as other pipe 
wrenches. A brute for 
All tools guaranteed 
See your desler or write H. R. BASFORD CO. 
Dep. ID-.7 , 235 15th St.. San Francisco 3 


strength. 





William J. Davies 


Harrison Works in 1937 as a sales 
trainee. Irom 1938 to 1942 he 
served as application and sales en 
gineer at the Buffalo district office 
and from 1942 as sales engineer at 
Cleveland 

Mr. Laidlaw, who is retiring be 
cause of health, has been with the 
company since 1919. For the past 
12 years he has been district man 


ager 


To Manage Advertising 


P. J. Petropoulus has been ap 
pointed account manager in charge 
of advertising and sales promotion 
manager of the Standard Products 
account of Worthington Corp.. 
Harrison, N. ] 

He has been with the company 
since 1950, when he graduated from 
Brown University 

Cyril Freeman has been named 
account manager for Worthington 
Engineered Products He was 
formerly in charge of Compressor, 
Engine and Turbine Division adver 


tising 


To Sell Welding Line 


Worthington Corp. has been ap 


pointed exclusive national dis 


tributor for the line of welding con 
trols manufactured by Mullenbach 
Division of Electric Machinery 
Mfg. Co. Mullenbach welding con 
trols in the future will be known 
as “Worthington-Mullenbach con 
trols,” the company announcement 
stated. Inquiries will be handled 
it Worthington’s Welding Equip 
ment Division, Plainfield, N. ] 





¥ 


a 
| [ lI Maybe one of your customers. 
For no matter what the product, 
B E LT 4 Ye! G there's a Victor belt 
to do the job right. 


That goes for every need in conveying, elevating and transmis- 
sion belting. A complete line of textile belting — solid-woven cot- 
ton — Neoprene impregnated —canvas stitched — Balata — special 
treatments — plus everything in belting specialties...all in a full 
range of widths and thicknesses. 

And every inch of Victor Belting is performance-proved. 
Our research department conducts continuous, exhaustive tests 
under many conceivable operating conditions. Results of this 
testing, combined with field reports, assures reliable recommenda- 
tions for every application. 

This policy is proved... proved by volume of repeat sales 
and consumer confidence. And you can give your customers every 
one of these benefits. Send for Distributor Catalog today. 


A COMPLETE LINE including: Neoprene Belting + Balata Belting 
Solid-woven Belting — untreated, impregnated, coated 
—meany widths and plies - Canvas Stitched Belting 


tetor 


cn ee eee ee ee a 
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CALDER .. the Dresser Line 


for Bigger Profits... Easier Sales 


BUILT RIGHT Best 


tee! cutter 
Auto 


aALehAL Tightening 


CALDER F 


SOLD ONLY 


mater 


THROUGH 


+} 


Riaht and Left har 


EASY TO HOLD Extra 


well distributed 


Weiaht 


astolohsaMilelaloiilale 


for 


DISTRIBUTORS 


CALDER MANUFACTURING CO. 


27049 North Prince Street 


Lancaster, Pennsylvania 


STANDARDIZED 
PRECISION BUILT 


A COMPLETE LINE THAT BUILDS S-A-[-E-S 


let us supply details as to soles represento 
tron 


UR intelligent cooperction helps you sell 

this complete line of precision-built, oc 
curately designed Pulleys For 36 yeors we 
have been making CENTRAL Products and for 
36 yeors they hove enjoyed notion wide popu 
lority with belt manvfecturers. Your customers 
will find quality, service, and the right type 
of pulley for every F. H. P. need in our line 
of V-Grooved Pulleys. Our cotelog gives focts 


* V-Grooved Pulleys * Variable Pitch Pulleys 
* Bronze Beoring Pillow Blocks * GBronz 
Bearing Mandrels . Flexible Cour 

* Round Belt Pulleys * v Step 
Pulleys * Crown Foce V-Grooved Com 
tion Pulleys * Shaft Collers * 


CENTRAL DIE CASTING AND MANUFACTURING CO. 
2935 West 47th St., Chicago 32, Ill. 
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NEW OFFICERS of the Industrial 
Manufacturers’ Representatives Clul 
Chicago, are: John ( 
quipment Corp.; Chester 
Supreme Products In 

us h I ie. 


Macl 
vy Mich The A 


nt id 


Hucksters Install 

New Slate 

Mattusch, Famco Ma 
was elected president of 
the 


(,corge 
hine Co., 
The Hucksters of Chicago, at 
group’s recent annual election meet 
New vice president is Henry 
Ihe Allen Mfg. Co 


Gaudian, Supreme 


ing 
Michgelson, 

Chester M 

Products Inc., 
und John Conrad, ‘The Aero Equip 
Departing 
Arm 
the 


was made secretary, 
ment Corp., treasurer 
John | 
trong lool 
Board of Directors 


Directors include 


Gaudian 
Co 


President 
Bros he ids 
Slater 
Disrrisurion; M. G 
Standard lool Co 
The Lufkin Rule 
Bing, Standard 


= 


Robert 
INDUSTRIAI 
Mathews 

George Schlitt, Jr., 
Fred | 


Co.; and 
lool Co 





NEW PLANI 


\lt 





Florida Hardware 
Opens New Quarters 


Florida Hardware Co., has opened 
a new 85,000 sq. ft. headquarters 
building at Cassat and Highway 
Aves. in Jacksonville. 

I'he concrete, one-story warehouse 
is served by a railroad siding and 
unloading dock for 25 trucks. A 
large parking area is located at the 
front 

Ihe firm celebrated the move 
with an open house for its customers 
It also is celebrating its 76th vear in 


business 





Erie A. Kerbey 


Midwest Piping 
Elects President 

Eric A. Kerbey has been elected 
president of Midwest Piping Co 

With the firm since 1928, when 
he established its Chicago sales of 
fice, he has been executive vicc 
president for the past 11] years 

\. G. Stoughton, president of 
Midwest since its founding, will 
continue as chairman of the board 
and chairman of the executive com 


mittee 





MATCHING UPHOLSTERY 


Tufted upholstery to match tufted 
carpets is being produced by the tex- 
tile industry, according to Textile 
World, McGraw-Hill publication. The 
upholstery is lighter than the tufted 
carpet 











SOLUTION 4% ACME 


Another instance where ACME ENGINEERS went to the 
drawing board for a customer. ACME delivers more than 
chain. ACME delivers complete advisory service . . . espe- 
cially engineering-wise. 

Surely your operation can benefit by our 35 years of roller 
chain experience. Call at will . . . at the slightest hint of 
power transmission lag or any other chain problem. 


Write or phone Jefferson 2-9458. 











STANDARD ROLLER . MULTIPLE WIDTH DOUBLE PITCH CABLE CHAIN 








RUGGED PRECISION CHAIN for EVERY NEED 


é 
. 
Write Dept.10¥ 
for new illus- 
trated 76 page 


jl 
catalog on use yo ciLio 
and ye wren [’o JY 

of roller chains WES VOne 
and sprockets. 


MASSACHUSETTS 
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This is the famous 
ALEXANDER trade mork 

. symbol of one of the 
world's finest lines of industrial 
leather beltings, leather 
packings and related products. 
The ALEXANDER line, sold 
through distributors for almost 
five generations, includes many 
different types of belting, engineered 
to meet every conceivable power 
transmission problem. 


(See below right) j 











BUY THE BEST! 
Shackle Chain 
HOOKS 


use on 
“HIGH TEST” 


Chain 
EXTRA STRONG 


Even the pin is made 
of hi-strength steel and 
heat-treated Available 
for choin sizes 4", 5/16", 
%", ve”. Vv", Se 

SAVES TIME—<can be attached anywhere on 
the Only @ poir of pliers needed. 
ANCHOR and CHAIN 
Screw Pin SHACKLES 


f 

in sizes %" to 2”. EXTRA STRONG 

TOUGH. if-colored or gunastans 

from your Distributor or Write 

MIDLAND INDUSTRIES, INC. 
Cedar Rapids, lowa 


= ' 
F HI-STRENGTH STEEL 
svete bs 
—EXTRA 
Order 





Clarence B. Bergren 


Two Branch Heads 
Named by Thor 


Thor Power Tool Co. has ap 
pointed Clarence B. Bergren branch 
manager at Milwaukee and Robert 
J. Grace branch manager at Cleve 
land. 

Mr. Bergen is former Cleveland 
manager. He was appointed to the 
post in 1951 from the St. Louis 
Branch, where he had joined the 
firm in 1946 as service engineer 

Mr. Grace has been a service en 
gineer in the Chicago branch since 
1947 and since 1949 has handled 
the Indiana territory from headquar 
ters at LaPorte 


Robert J. Grace 





Of the Government agencies employ 
ing 95% of the federal work force 
only 15% hove training systems for 
their file personnel 
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THE TRADE CALLS 


for 
DYKEM 
STEEL BLUE’. 


Toit 


VKEM, 


making 
Dies and | 
Templates'| 


Popular package 8-oz. can fitted with 
Bakelite cap aeiding soft-hair brush 
for applying right at bench; metal sur- 
face ready for layout in a few minutes 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 


THE DYKEM COMPANY 


Established 1920 
2305A North 11th St. + St. Lewis 6, Me. 


ing ond tomplete factory 
coopérat with every distributor 
who es th line. The ALEXANDER 
franchise leo yh nothing to chance! 


ALEXANDER BROTHERS 
Belting Company 
Cemden 3,N. 7 


There may be 
on ALEXAN- 
DER Franchise 
open in your 
orea. We sug- 
gest that you 
write to us 





a ie NA 


“He says he feels safer 
with this 
Campbell Chain!” 


Dan Smith 


Union Bearing 
Adds Salesman 

Dan Smith has joined Union 
Bearing & ‘Transmission Co., Den 
ver, as Southern and Northem 
Colorado representative 

Mr. Smith was formerly with 
Gunderson-Taylor Machinery Co., 
and before that spent seven years 
with Gates Rubber Co., as assistant 


office engine! 





You may not be selling to mountain 
climbers-—but every day you are selling to 
chain users! 


So, whatever the purpose of your call, pick up extra 
sales and profits by reminding your customers of 
CAMPBELL CHAIN. It's safe, dependable chain that is 
inspected link-by-link to guarantee top performance — 
on the production line, in original equipment, for 


George A. Fitzgerald maintenance, or any other chain use. 


Permacel Tape In the CAMPBELL line there is a size and grade for 
Names Vice-President every requirement. Write for your copy of the 
George A. Fitzgerald, industrial complete CAMPBELL catalog. 
ind automotive sales manager of 
Permacel Tape Corp., has been 
named a vice-president CAMPBELL CHAIN Company 
With Permacel since 1935, Mr , = ee 
Fitzgerald was named to his present oe i oe i oo ro oe ee CAMPBELL 
post in 1953 Previously he was . — : , CHAIN 
Main Office, York, Pa. + West Burlington, lowe 


=) iii Portland, Oregen + Sacramento, Colifernia 
Division manage! Mokers of Famous CAMPBELL Lug-Reinforced TIRE CHAINS 


itive sales manager and Paci 
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This is the famous 
ALEXANDER trade mark 

. symbol of one of the 
world's fines? lines of industrial 
leather beltings, leather 
packings and related products. 
The ALEXANDER line, sold 
through distributors for cimost 
five generations, includes many 
different types of belting, engineered 
to meet every conceivable power 
transmission problem. 


(See below right) j 


5iG ORANGE 


BUY THE BEST! 
Shackle Chain 
HOOKS 


“HIGH TEST” 


Chain 
EXTRA STRONG 


Even the pin is made 
of hi-strength steel and 
heot-treate Available 
for chain sizes 4", 5/16", 
%", we". Ve", “sh” 

saves TIME—<con be attoched anywhere on 
the job. Only @ pair of pliers needed. 
ANCHOR and CHAIN 
Screw Pin SHACKLES 








D 
F RA. HI-STRENGTH STEEL 
A fig to 2". EXTRA | Ae se 
TRA TouGn. If-colored or 


a from your Distributor or + 
MIDLAND INDUSTRIES, INC. 
Ceder Rapids, lowa 








Clarence B. Bergren 


Two Branch Heads 
Named by Thor 


Thor Power Tool Co. has ap 
pointed Clarence B. Bergren branch 
manager at Milwatikee and Robert 
J. Grace branch manager at Cleve 
land. 

Mr. Bergen is former Cleveland 
He was appointed to the 
1951 from the St 
Branch, where he had joined the 
firm in 1946 

Mr. Grace has been a service en 
gineer in the Chicago branch since 
1947 and 1949 has handled 
the Indiana territory from headquar 


ters at LaPorte 


manager 


post in Louis 


as service engineer! 


since 


Robert J. Grace 





Of the Government agencies employ 
ing 95% of the federal work force 
only 15% have training systems for 
their file personne! 
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THE TRADE CALLS 
for 


DYKEM 
STEEL BLUE’ 


Dies and 
Templates'| 


Popular package 8-oz. can fitted with 
Bakelite cap holding soft-hair brush 
for applying right at bench; metal sur- 
face Seater toe lo layout in a few minutes 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 


THE DYKEM COMPANY 


Established 1920 
2305A North 1lth St. + St. Levis 6, Mo. 


ing’ and tomplete factory 
coopérat, with every distributor 
who ies the line. The ALEXANDER 


pee nothing to chonce! 
ALEXANDER BROTHERS 
Belting Company 

Cemden 3, N. J 


There may be 
on ALEXAN- 
DER Franchise 
open in your 
area. We sug- 
gest that you 
write to us. 





“He says he feels safer 
with this 
Campbell Chain!” 


} 


Dan Smith 


Union Bearing 
Adds Salesman 

Dan Smith has joined Union 
Bearing & Transmission Co., Den 
ver, as Southern and Northern 
Colorado representative 

Mr. Smith was formerly with 
Gunderson-Taylor Machinery Co., 
and before that spent seven years 
with Gates Rubber Co., as assistant 


office engineer 





You may not be selling to mountain 
climbers—but every day you are selling to 
chain users! 


So, whatever the purpose of your call, pick up extra 

sales and profits by reminding your customers of 

CAMPBELL CHAIN. It's safe, dependable chain that is 

inspected link-by-link to guarantee top performance — 

on the production line, in original equipment, for 
George A. Fitzgerald maintenance, or any other chain use. 


Permacel Tape In the CAMPBELL line there is a size and grade for 

Names Vice-President every requirement. Write for your copy of the 
George A. Fitzgerald, industrial complete CAMPBELL catalog. 

and automotive sales manager of 

Permacel ‘Tape Corp., has been 

named a vice-president CAMPBELL CHAIN Company 
With Permacel since 1938, Mr 

Fitzgerald was named to his present oe i oo i oo ee oo ie : CAMPBELL 

post in 1953. Previously he was , ' CHAIN 

automotive sales manager and Paci Panny: tren * lietons 

fic Coast Division manager Mokers of Fomous CAMPBELL Lug-Reinforced TIRE CHAINS 
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ATLAS 


for quality 


and strength ip 


SCREW & SPECIALTY CO. 
450 BROOME STREET, DEPT. io 
NEW YORK 13, N. Y. 


Attractively Priced 
High in Value 


Miladelphia 


"ECONOMY" 


TROLLEYS 


Large or small, your customers will be atrracted 
to these high quality moderately priced trolleys 
ta addition to low cost, they offer 5 other sound 


sales reasons — 
1—Heovy construction 


2—Deep wheels, sealed ball bearings, easy 


axle lubrication. 
3—Adjustable to d.ferent Size |. Beams 
4—For hand or electric hoists 
5—Minimum headroom 


You should have our catalog g.ving full discrip- 
tion of the complcte line of Philadelphia Hoists 


and Trolleys. Write now 


YM -1+-2 Tons 


NORRIS STS., 


Lansing President of Ferry Cap & Set Screw 


Charles B. Lansing, Jr. 


The Ferry Cap & Set Screw Co 
has elected Charles B. Lansing, Jr 
president and treasurer 
the resignation of former Preside: 
H. D. North 

W. H. North named vice 


president secretary H D 
Noith is now chairman of the board 


Was 


and 


Mr. Lansing started with the com 





2 Tons 


CHAIN BLOCK & MFG. CO. 
PHILADELPHIA 22, PA. 











INDUSTRIAL DISTRIBUTION © JULY, 1955 


following 
if 


’'. H. North 


ATV 


cost clerk 


Ile has been secretary and treasure 


ZU vears ago as a 


for the past five years 

W. H. North was formerly with 
Charles H. Phillips Chemical Co 
He joined Ferry Cap in 1946, later 
became assistant secretary and assist 
int to the president 

Other officers are J. R. Havysak 
vho continues as vice president in 
harge of manufacturing and K. A 
Perko, 


treasurer and assistant secretary 


newly appointed assistant 


Russell, Burdsall & Ward 


Names Representative 


lownsend Wheeler has been ap 
pointed Central New York regional 
representative for Russell, 
Burdsall & Ward Bolt & Nut Co 
\ Williams College graduate, he 
the staff 
early this year after four years with 
Industrial Sales of 
Arms Co. He has also 
representative for 
Co Philco 


sales 


joined company's sales 


the Division 
Remington 
sales 

Electric 


pecn a 
General and 
4 OTp 
He SUPCIVISE 


Albanv-to-Buffalo 


quarters in Syracuse 


the 
head 


will sales on 


irea_ with 


Bosworth Mfg. Co. 


Names President 


Bosworth Mfg. Co. has appointed 
Glen Mooney president 

He is former general sales man 
wet of 


I'ruscon Laboratories 





Transmission Club 
Elects Officers 


Constantin Lazuta, of L. C. Big 
low, Inc., New York City, has been 
elected president of the New York 
Chapter, Power Transmission Coun 
cil 

Other officers arc Daniel Pober, 

Klectric Co., 
vice-president; William J. 


Flushing Flushing, 
NN. 2 
Browne, of William |]. Browne, New 
York City, treasurer; and A. D. 
Danielson, Allis-Chalmers Mfg. Co.. 
ecretary 

The club held its annual outing 
recently at Schmidt's Farm, West 
chester County, featuring golf, soft 
ball and other sports and the in 
stallation of new officers during the 


dinner 





Herman C. Zwart 


Oil Sales Manager 
Named by Marlow 

Marlow Pumps Division of Bell & 
Gossett Co. has placed its petroleum 
pump sales under the direction of 
Herman C. Zwart. 

Formerly with Worthington 
Corp. as a test engineer and later 
with the New York district sales 
office, Mr. Zwart later worked at an 
oil refinery in Syria and in Korea as 
executive officer for a pipe line com 
pany with the Army Engineers. 


Acme Plant Enlarged 

Acme Industrial Co. as acquired 
an additional 38,000 sq. ft. of adjoin- 
ing floor space to expand operations 
it its Chicago plant 











7 


LAVALLEE & 


edge 


if you want more 


reamer sales and profits, 
write for the 
L&I story today. 
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IDE 





LAVALLEE & IDE,, INC. 
CHICOPEE, MASS 


HOT FORGED from solid, 
rectangular steel bars, de- 
signed and produced for 
dependable, long-life service 
under the severest piping 
conditions! 


A TYPE FOR EVERY USE! 
FOR ALL PRESSURES 
FOR ALL TEMPERATURES 


( Standard & Double 
Extra Heavy 
UNIONS 
Available with 
screwed or socket 
weld ends. 3000- 
Ib. sizes ¥,” to 3”; 
6000-Ib. sizes a 








to 2”. 








ORIFICE 
UNIONS 


With screwed or 
socket weld ends. 
3000-Ib. and 6000- 


a 








Ib. service. 


ss 








(maut & FEMALE 
UNIONS 


With steel-to-steel, 
bronze-to-steel, stain- 
less steel-to-steel or 
orifice seats. 3000-Ib. 
mene only. 








(FULL STAINLESS & 
FULL ALLOY 
STEEL UNIONS 


With screwed or 
socket weld ends. 
3000-Ib. and 8000-Ib. 


2 
WRITE FOR CATALOG I! 


Showing the te Catawissa line of 
Perfect Seal Products 


CATAWISSA VALVE & 
FITTINGS COMPANY 











300 MILL ST. - CATAWISSA, PA. 


200 


Sheriff and Chamber of Commerce ext 
Russell of Walker-Turner Division, Kearney & 
Buck Tool Co., during st 


James Buck, 


Marsh Huseby, M. F. Huseby ¢ Los 


with a joint sales meeting at the Nevada r 


Angeles 


nded red carpet for Carra Lane and Larry 
l'recker Corp., and Russell Buck and 
pover on way te West Coast 


arranged the welcome in 


onvention 
onnection 


ort 





Jones & Lamson Buys 


Jones & Lamson Machine Co. 
Springfield, Vt., 
Shopmaster, _Inc., 
of 


has purchased 
Minneapolis 
manufacturer home workshop 
power tools. 

Jones & Lamson officers said the 
purchase was part of their firm's 
diversification program 


ter will continue to produce the 


Shopmas 


Shopmaster, Inc. 


home shop line, they said, including 
ig 
drill presses, sanders and a multi 


circular saws, and sabre saws, 
purpose tool designed also for light 
professional use 

H. I 
president of Shopmaster and L. H 
Miller 


manager under the new ownership. 


Andrews has been elected 


vice-president and general 





Standard Electrical Tool Holds Conference 


Four-day national conference for district 
recently by the Cincinnati manufact 
diversification, laboratory methods of fa 
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r. Plant tour px 


managers throughout the nation was held 


inted product 





Plumbing Contractors 
Hold Convention 


Plumbing contractors and pipe 
and plumbing manufacturers from 
throughout the nation met recently 
in Chicago for the annual four-day 
convention of the National Associa- 
tion of Plumbing Contractors. 

The National Plumbing & Heat- 
ing Exposition was held concur- 
rently on Navy Pier. 

Speakers included Governor Wil 
liam G: Stratton of Illinois; Martin 
P. Durkin, former secretary of labor; 
and John L. Holloway, president of 
Crane Co. Robert E. Murphy, 
president of the Plumbing Con- 
tractors Association, presided 





Paul W. Norris 


Denison Engineering 
Names Vice President 


Denison Engineering Co. has 
appointed Paul W. Norris vice 
president and director of sales. 

With the years, Mr. 
Norris became director in 
February, in complete charge of all 
domestic sales, service, advertising 
and promotion. He was an assembly 
mechanic and service engineer in 
1934, later became manager of the 
Research, Development and Mar- 
keting Divisions, chief engineer and 
sales manager of the Multipress 
Division and sales manager of the 
Pump and Control Division. 

He served on loan to the Depart 
ment of Commerce in 195], as Act 
ing Deputy Director in the Metal 
working Equipment Division 


firm 20 
sales 


CHELSEA 


HELPS YOU SELL 


Hi 


Regardless of the customer's cooling or ventilating problems, 
you can solve them quickly with the complete line of CHELSEA 
industrial fans. There is a variety of sizes and capacities for 
every industrial use ... so you can always recommend a standard 
size and capacity—and close the sale. 
CHELSEA'S engineering department will make specific recom- 
mendations, based on more than 25 years experience in the cool- 


For unusual applications, 


ing and ventilating field. 

CHELSEA helps you serve ALL of your customers—with indus- 
trial fams that are manufactured to the highest quality standards 
for troublefree performance—and are sold only through autor- 


ized industrial distributors. 


TYPE PH 
Complete root! penthouse unit 


Cet 


for general ventilation 


Every Chelsea fan hos “Certified Ratings”. You con depend upon 
——— accurote, carefully colculoted oir deliveries exactly as advertised. 


CHELSEA FAN & BLOWER CO., INC. 


PLAINFIELD, NEW JERSEY 


\ ot 
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in standard 
cartons 


No Extra Cost 


eet 


WELDED ond SEAMLESS STEEL 
WROUGHT IRON © ALUMINUM 
BRASS, COPPER, STAINLESS 
CHROME PLATED BRASS 
Stenderd «+ txtre Strong ¢ Double Extre Strong 


John C. Sweeney 


No More Rummaging 

Through Stacks of Drills 
Sell it to industrial plants, hord Ss 
GAUGE SYPHONS © LONG SCREWS wore stores, stock rooms. |The en By Onondaga Supply 
tire stock of drills can seen , 

caidas ot @ glance. Compartments with i he ippointment of John ¢ 
RIGO end LEPT SNPPLES rounded bottoms hold dozens of 
VICTAULIC TYPE NIPPLES drills Huot's built-in inventory | ick Sweeney to gene ral manager, 


system does awoy with cost sheets . 
soeeds up soles. 14/2" long Industrial Supply Division, Onon 
7\4" high, 74" deep. Hammerlin j . \ 
RADIANT HEAT BENDS boked enamel! finish over steel e iga Suppl; ¢ o.. Svrac LSE y 
Dispensers for: Fractional, number . on ° . " 
PIPE BENDING and letter drills. Write for catalog By the was announced bv H. Hiram Weis 
oP poges makers of herg . 
te 6" Diameter HUOT is pronounced “HEW-OT”™ HUOT Crs president 


Fy HUOT MANUFACTURING CO — tant to Frank C. Grunder for 
5 iSSIST. oO an sti € oO 

Wsburgh NIPPLE WORKS, Inc. INDEX| © . 

he past five years, is a native of 


488 SPRING GARDEN AVE riTTssvcRren 1. FA > 
551 No. Wheeler St. t ‘, Minn. Syracuse. Prior to joining Onondaga 


Sweeney Promoted 


Mr. Sweeney, who had been 


Supply Co., he was with the R. C 


INVESTIGATE The Sales Opportunities Neal Co. branch In Syracuse from 
and Profit Possibilities 40 to 1950. Mr. Grunder left to 


take a position in Buffalo 


Marketing Executive 


New Low-Cost Angle & Flat Iron Cutter = \"""«' '»* Carboloy 


Carboloy Department of General 
Here's the ideal machine for users Electric Co. has named Frank M 


of small angles or flats. 
9 Mansfield III, manager of product 
© Ne grinding necessary after cut. programming, as manager of product 
@ Cuts angles up te 2” « 2” x 14" and flets up he ° 
to 44" x 4”. planning and marketing research 
Flywheel with o« ar drive for power with : . . 
cmilanns Mr. Mansheld joined Carboloy 
A one stroke cycle clutch operated by either 
hend or foot. 
With clutch open, will make 44 strokes per 
minute. 
Made of high grade cast iron, herdened 
clutch and clutch pin, sheer steel! bledes 
From floor te top of machine—56" with stand. 
Floor te sheer blede-—36". Floor spece re- 
quired—24" x 27”. 
Sheer hes punch attachment thet will punch 
%" through 3/16” material. ($45.00 extra). 
With notched blede — will ct up te 3,” 
rounds, or %” reinforcing rod. 
@ Special blede and punch for ornamental iron 
work. 
54” HP. moter required for power. We furnish 
2-greeve motor pulley and 2 belts when or- 
_ dered withevt moter. Shipping wt. epprox. 
“— 485 Ibs., without stand. With stand, 560 ibs. 


Nothing like it on the market teday. 
Priced right for easy sales. With motor 
end stend .... 


Bateman Foundry & Machine Co. 


MINERAL WELLS, TEXAS 
Frank M. Mansfield 
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last year. He formerly worked for 
Tormngton Co. as manager of the 
Cincinnati district and Detroit dis- 


tnct engimeer. 


Sales Head Named 

Carboloy Department of General 
Electric Co. has appointed R. F 
Parker 
ponent sales 

Formerly a engineer, Mr. 
Parker joined Carboloy 10 years ago. 
He has also been with the Atomic 
Energy Commission as a metallur- 
Co. of 


manager of carbide com 


sales 


gist and with Aluminum 
America 


His new duties include sales devel 


opment of Hevimet, a super dense 


tungsten alloy, and wear resistant 


applications of carbides 


To Sell Mining Tools 


has appointed Austin 
Buffalo, N. Y., 


ts coal mining tools 


Carbolovy 
Ford Logan Inc., 


to sell 





J. J. Michaels 


New York Representative 
Named by Gray Co. 

Gray Co. has appointed J. | 
Michaels as its New York industrial 
representative in charge of the ter 
ritory including metropolitan New 
York. New Jersey north of and in 
cluding Monmouth and 
Ocean Counties, New York 


counties south of and including Sul 


Mercer, 
and 


livan, Ulster and Duchess 
With Minnesota Mining & Mfg 
Co. for Michaels was 


industrial trades representatives for 


11 vears, Mr 


that firm's coated abrasives division 


We do not compete with 
our distributors! 


Full Line AC Welders 
AC utility welders to 275 amps 
AC industrial welders to 600 
omps, AC portable engine driven 
welders to 200 amps, ond AC 
inert gos welders to 600 omps 


Full Line DC Welders 
Five models selenium rectifier 
welders of 200, 300, 400 and 600 
omperes 


Full Line Oxy- 
Acetylene Equipment 
Three new torch es ore oval! 
able tor ce weld 5 needs 
SUPER JET, STAR JET and AERO 
JET. Also, heoting, soldering 
cutting, regulating ond occes 
sory equipment 


. Full Line of 
Electrodes and Gas Rods 
From its famous No. 130 
Red-Rod to its No. 15 
Presto -Arc, Moravette 
hos the best rods in 
cluding high tensile 
hord surfacing, cost 
iron, special olloys and 
bronze 


INSPECT 





OUR PRODL' 


@ Marquette welding equipment is sold 
100%, through distributors! That's the 
big reason you'll enjoy doing business 
with us 
We are now expanding our distrib- 
utor group with a new industrial sales 
division and want to talk to you about 
handling our equipment. This expan- 
sion program gives you the opportunity 
to sell our profitable complete line of 
quality, trade-accepted welding equip- 
ment 
HERE ARE ELEVEN 
CONSIDERATIONS YOU SHOULD CHECK 
1. A COMPLETE LINE. 


lines of AC utility and industrial, DC rec 
tifier, AC gas driven and AC imert gas 
welders, as well as oxy-acetylene welding 
and cutting outfits. Also, a full line of elec 
trodes, rods and welding accessories 

2. OUTSTANDING SALES POLICY Marquette 
never competes with distributors. Good re 
prime he We to us as 

icy. We sell 100 


Includes complete 


lations are of 
evidenced in our sales po 
through distributors 
3. ATTRACTIVE DISCOUNT POLICY 
margin on Marquette products 
higher profits 
4. IMMEDIATE AND GROWING MARKETS 
Markets are found in every industry. Any 
plant, shop or factory where machinery is 
used regardless of function or end product 
is a prospect 
5. NATIONALLY ACCEPTED IN THE TRADE 
Marquette, though young, has twenty vig 
orous, progressive years building and selling 
quality welding equipment 
cepted everywhere 
6. EQUIPMENT FULLY GUARANTEED 


guarantee apples on all 


Gross 


INSU res 


which w ac 
A full 
one-year equip 
ment 

7. SALES AND TECHNICAL ASSISTANCE 
Marquette places at your disposal, highly 
engineers to help in sales 
instruction and sales promotion 


trained sales 
training 
8. DEPENDABLE MANUFACTURER. We lead 
the industry in many phases of product 
development and merchandising and we ve 
grown successfully since 1918) with a 
heads-up" organization 

9. WAREHOUSE AND SERVICE FACILITIES 
A network strategically located throughout 
the country. You get fast delivery, fast 
service, fast assistance 

10. REPEAT SALES ASSURED. Huge after 
market potential is available to you for 
sales of welding electrodes, rods, welding 
and cutting tips, and welding accessories 
A continuing profit source! 

Tl. NATIONAL ADVERTISING. National 
trade paper advertising uncovers prospects 
Vigorous sales promotion helps your sales 
men sell more. Informative, hard-hitting 
and up-to-date catalog and promotional 
material is furnished 

SALES POLIC) 


IT CATALOG AND 


> oe We'll send you ovr printed sales policy ond ovr 
complete welding product catalog for your inspec 
tion. You are invited to look over ovr complete offer 
Write to us todey 
When it comes to welding come to 


WELDING EQUIPMENT 


MARQUETTE MANUFACTURING COMPANY, INC. 
307 €. lis 14, Mi 


pin Ave, Mi - 





for the past 5 years 
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LUBRICATING 


ESSEX DEVICES 


‘““MULTIPLEX’’ 


SIGHT FEED 


LUBRICATOR 


Model 377 . . . 4-feed illustrated 


@ Electric Solenoid-Operated Valve for Automatic 
Lubrication of Bearings and Journals. One to 
fourteen feeds—four sizes of Reservoirs 


A reliable, positive, and automatic lubricating 
device—thrifty in oil consumption—requires 
little or no attention. A combination of maxi- 
mum convenience, wide adaptability, and low 
price makes this a good item for volume sales. 
It is convenient to install and operate for 
pumps, engines, machinery, etc. Stock them 
for prompt service. Let us send you the com- 
plete ESSEX catalog and make us your supply 
source for all products listed. 


ESSEX BRASS CORPORATION 


2000 FRANKLIN STREET Est. 1901 DETROIT 7, MICH. 


LUBRICATING DEVICES 
WATER GAUGES 
GREASE CUPS 
AIR COCKS 
FITTINGS 
. and other Brass Products 








‘“PROBLEMS??” 





ape IS PROBABLY 


MAGIC THE ANSWER 
cnt oa ALL METALS 


NOT A CUTTING OIL — NOT WAX — NOT A PASTE 














Rs 
@ Q 
2 2 3 
Stops ps Speeds NS Cuts as Frees . 
+ 
+> ~) o* os 


SMITH TOOL & ENGINEERING CO.A Division of SMITH-CAGE 
P. O, BOX 708, REDLANDS. CALIFORNIA 
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. . . selling is my business 


JAMES BROWN: 


Customer Who Knows 
Service Is Big Thrill 


In a field where you often hear 
that the only thing you have to sell 
s service, you'd think that practi 
cally all customers would recognize 
ind appreciate “service”. But, to 
James Brown: of the Uland Rubber & 
Supply Co., Louisville, Ky., the big 
gest thrill in selling is to find a cus 
tomer who not only recognizes 
service but is willing to pay for it 
it the asked price 

According to Mr. Brown, this spe 
1es of customer 1s getting rarer in to 
day's market in which buyers are 
shopping around considerably for 
price. But Mr. Brown has faith in 
service” and maintains it is the 
best tool the salesman has if he uses 
it diligently. 

Some buyers are aware of the serv 
ice they get, but grumble at the cost 
So, when you do get a customer who 
understands that the cost is com 
mensurate with the service and qual 
ity, to Mr. Brown that is really living! 

For example, Mr. Brown had been 
alling on a contractor who did a 
wide business all over the country. 
He got orders but seldom for any- 
thing big. But the service was there 
just the same—delivery, information, 
juotations, etc._—and prompt 

One day Mr. Brown called and 
got an order from the p.a. for 1,000 
ft. of 24-in. conveyor belt which sur- 
prised him pleasantly. But a bigger 
surprise was in store when he met 





the president of the buying firm and 
thanked him for the order. The 
president asked him if his firm made 
enough money on the sale*to keep 
up their good service. Yes, Mr 
Brown replied, but he was surprisec 
because he was certain his quotation 
wasn't low. The president knew 
that, he said, but he also knew that 
his supplier had to make a profit to 
keep up his good work. He knew 
what it meant to be too low. 
What's that about a “golden rule” 


in business? 





Henry R. Merrill 


Behr-Manning Names 
General Sales Head 


Henry R. Merrill has been ap 
pointed general sales manager of the 
Behr-Manning Division of Norton 
Co. succeeding the late John M 
Cook 

\ director of Behr-Manning and 
its assistant general sales manager 
for the past two years, Mr. Merrill 
joined the organization in 1930 and 
has been engaged in field selling 
operations since 1934. He has been 
Cleveland division manager, assist 
ant industrial trades manager and 
industrial trades manager. 


Norton Demonstrator Named 


Edwin R. Reed has been ap 
pointed resident demonstrator for 
Norton Co.'s Grinding Machine 
Division in Los Angeles, with head 
quarters at Moore Machinery Co. 

Leonard C. Mattson succeeds Mr 


Reed as demonstrator in Chicago 


Dar ts Won't Leak 
NOWor 


This True Ball Joint Makes the Difference 


You expect a new union to give service. But what of next week, next month, 
next year? You can count on each Dart you install today to be leakproof. Yes 
and even after you use "em over and over (they go on and off easily) they'll 
still give you a drop-tight seal because the seats are built to remain unscarred. 
Figure what you save in time and money with this type of equipment! 


QUICK FACTS 


@ Heavy shoulders take 
wrenching in stride 


@ Leakproof because precision- severe 


machined to a true ball joint 
and spherically ground @ Nut and body practically 
indestructible. They're 
air refined, high test .nal- 
leable iron. 
®@ ALSO — EACH DART 
IS INDIVIDUALLY 
VACUUM-TESTED — 
ABSOLUTELY TIGHT 
WHEN IT LEAVES 
THE FACTORY 


Extra wide seats of bronze 
alloy resist pitting and 
corrosion 


Wy 
% 


Just tell your customers 
that Darts won't leak 
now or later. They 
will get the point 

and you'll get a sale! 


UNIONS 
DART UNION COMPANY + PROVIDENCE 5, RHODE ISLAND 


The Fairbanks Company, General * wees | Agents 
Boston New York Pittsburgh + ome, Georgia 
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WHAT 1S | Graton & Knight Names Sales Head 


Karnak 


ALUMINUM-ASPHALT COATING? 


Your customers will 
be calling for it. 


An exclusive blending of.specially pre- 
pared asphalt and minute aluminum 
flakes forms a coating that provides 
unique cooling and Fiore by qualities 
being used more and more by industry. 
The asphalt 
penetrates, 
grips and 
waterproofs. .. 
the flat alumi- 
num flakes 
form an 
opaque metal- 
lic shield that 
reflects heat, 
ultra-violet John GC. Henrikson Elliott C. Paddock 
and infra-red rays. The combination 
preserves the roofing and provides a 1, : = 
considerably cooler je Bw oon Be John G. Henrikson ha is a boy in the factor He 
applies by spray or brush as supplied 
in the container. Knight Co. to take over the di. the cost accounting and sales depart 


tion of the sales department follow nents until he became assistant 


named sales manager of Graton & womoted through various posts in 


Karnak is produced by one of the most 

reliable manufacturers of asphalt water- ing the retirement of Elliott C. Pa lcs manager hve years ago 
proofing products. It is made of special dock, vice-president in charge o Mr. Paddock joined the company 
materials to an exact formula that 
supplies the maximum protection at 
reasonable cost...a@ warranty on each Homer LaRue, formerly field sale ent to head its sales dep 
container certifies that at least two supervisor, succeeds Mr. Henrikson He was formerly sales ma 
pounds of fine aluminum flakes go into 


sales n 1949 when he came out of retire 


every gallon. is assistant sales manager the Corbin Division of the Ameri 
Mr. Henrikson has been with th n Hardware Co. and sales man 

pte Re pant ompany since 1917, when he starte ger of Greenheld ‘Tap & Die Co 
Mr. LaRue 


Get it to show 
your customers. See the Chicago branch office, joined 


, now working out of 


Heat Lamp Tester Ny , th mpany 40 years ago He 
Dramatically ré wa 
shows 50° lower ; formerly served in the Export De 
temperature under irtment. He was in Ind 
half shingle cov- ; 
ered with Karnak rs and in China fr 
Coating. 
Ads all year in “Industrial Equipment , 
News” and “Mairtenence” are selling your setric > ~entative 
peer nn Ale minen og District Representative 
Be sure your customers will be satisfied. 
Sell Karnak, there is no better. Manu- ae Leschen Wire Rope Division of 
factured by Lewis Asphalt Engineering H. K. P iP 
. 9 rt ‘ < I < 
Corp., 30 Church St., New York 7, N. Y. : orter Co. has named Pat | 
Dept. 312 


ASPHALT tive for Washington, western Idaho 
arna gag nd northwestern Montana 
A civil for + vears 


Named by Leschen 


yugherty district sales representa 


engincer 


- = . 
efore joining the Coast 


World War II, he has 


ry¢ 


ensive experience SCLIINg 


rope and other product 
Northwest He attende 
sit 


Homer LaRue 
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Minnesota Mining Save Valuable Show Time! 


Names Divison Heads 


Minnesota Mining & Mfg. Co., Write for your FREE Chicago, Ilinois 


has appointed C. C. March general Admission Form Now! Sept. 6th to 17th 


manager of its coated abrasives and Fill in this blank. Cut it out cand 
related products division and R. W. mail it to us now. We will send 
Mueller gener: anage you a complimentary admission 
Mueller general manager of the het to the Coliseum Machinery 
fibrous and industrial tape division. Show. By presenting a filled-out 
s gene anave . . admission ticket at the entrance to 
As general managers they will be ee al con “in tae a 


responsible for all operations within tration delays and entrance a 
the divisions including sales, manu- you way from the ‘Leen’ the Mochinn 


facturing and research. ‘ool Show.) 
Since 1948 Mr. March has been 
manufacturing manager for coated 


abrasives. He joined the company Machine Too! Show 
933 ; abor: ‘ (International Amphitheatre) 
in 1933 as a laboratory technician. _ COLISEUM Mechinery Show 


Mr. Mueller has been general sales (Chicago Coliseum) 
Production Engineering Show 


manager of coated abrasives and 
> . . (Navy Pier) 


related products since 195] His 
first sales assignment was in 1933 
and by 1949 he was Eastern regional 


manager for coated abrasives 


Appoints Sales Heads 


Minnesota Mining & Mfg. Co. has 
appointed John F. Whitcomb gen- 
eral sales manager of its coated 
abrasives and related products divi 
sion and Richard L. Sheppard 
general sales manager of the cello 
phane tape division 

Eastern regional manager since 
1951, Mr. Whitcomb joined the 
company in 1935 and a year later 
became office manager of the com- 
pany’s New York branch. He was 
made an industrial salesman in 1939 
ind New York automotive trades 
sales manager in 1944. In 1949 he 
became industrial trades sales man 


g n Chicag 
oo Sane Write for these 


Mr. Sheppard joined 3M in 1940 ; new catalogs to 
as a Salesman. After four years of preview our “tools in action 
display at the Coliseum Machin 


Werld War II Air Force service, he : ery Show, Booth #702 


oined the company to becom 

a . I : o- . , nec the wide ronge of Sheiden 

retail sales manager in Chicago and Precision toolroom ond production lathes 
milling mochines ond showers you wont to 

later sales manager of stationary be sure to see 

trades CHECK the importont features of 
these modern machine tools thet you will 

wont demonstroted 


Duties Re-Aligned Penecx.im ot Sheldon Booth We 
702, Chicage Coliseum Mochinery Show 


Three Minnesota Mining & Meg ‘ eae 2 f Toke your own test cuts. Test, fer your 
Pty’ <i itm _—~ h the performonce of these new ond __ CHICAGO 


. 
executives have pecn assigned Cost-soving mochine tools 


expanded responsibilities in a move 
which President Herbert P. Buetow 
said will facilitate company growth. 


‘ .. Se air, . . 
Clarence I ae, Cees Builders of Sheldon Lathes, Milling Machines, Shapers and Sebastian Lathes 
dent, will be in charge of the tape 
ind. ribbon produc ts group om SHELDON MACHINE CO. Inc. @ 4232 North Knox Ave © Chicago 41, til. 
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4 SPEEDY AIR VISE No. 60 SPEEDY AIR RAM No. 70> 
New improved design. Jaws open to 3” Mounts in any position. Compoct, ex- 
15 times oir line pressure. Complete with tremely sturdy. Exerts gentle pressure to 
Foot Control Valve, Air Hose and Fittings one ton thrust. 644" high, 534° wide. 


$44.00 $35.00 
Write For New Complete Catalog 
W. R. BROWN CORP., 2657 N. NORMANDY AVE, CHICAGO 35, ILL. 


GREATER PROFITS 
CLIPPER 


v Constant Consumer Demand 
WNo Factory Sales to Users 
W Nationally Advertised 
Firm Resale Price Policy gw 
v Highest Uniform Quality & 


Sold ONLY 
Through Authorized Distributors 
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posed of the cellophane, fibrous and 
industrial tape divisions, the ribbon 
division and Mid-States Gummed 
Paper Co., a subsidiary. 

Joseph C. Duke, vice president in 
charge of coated abrasives and 
related products, assumes addi- 
tional responsibility for the adhesives 
and coatings division. 

Hubert J. Tierney, vice-president 
in charge of tape manufacturing and 
research since 1952, will head a 
newly formed plastic division This 
division will guide research, manu- 
facturing and sales of the company s 
newly developed reinforced plastic 
sheeting and reinforced plastic pipe. 
Mr. Tierney was also named chair- 
man of the newly created tape 


planning committee. 





Richard J. Misener 


R. C. Neal Names 
Buffalo Representative 
R. C. Neal Co.. Buffalo. N. Y.. 


has appointed Richard J. Misener 
to its Buffalo sales organization suc- 
ceeding Leonard J. Thorn, recently 
named assistant sales manager 
With the company since 1950, 
Mr. Misener has recently been sell 
ing in and around Jamestown, N. Y. 
His new territory covers the east and 
northeast sections of the Buffalo 
area, including Batavia, Lockport, 
Akron, LeRoy and Medina 
Formerly with The Carborundum 
Co., he represented that firm in 
Cincinnati where he worked with 
E. A. Kinsey Co., Cincinnati suppl; 
house He was at one time an 
officer in the Roval Canadian Air 











Jack Conrad 










Arthur Sheridan 


Regional Managers 
Named by Heller Bros. 


Jack Conrad and Arthur Sheridan 
have been appointed regional sales 
managers for Heller Brothers Co. 

Mr. Conrad, recently territory 
representative in Chicago, will be 
Central regional manager at Chi 
cago and Mr. Sheridan, former Phil 
adelphia representative, will handle 
the Eastern region with headquar 
ters in New York City 

Mr. Conrad joined the company 
in 1936 at its Newcomerstown, 
Ohio, headquarters. Mr. Sheridan 
started in New York City in 1948 


Representatives Named 


Heller Brothers Co. has made two 


ippointn ts to its sales staff 
Walter Dawson has been named 


ntative in the Chicago 


1 


rmton repre 











CRANES 


have served industry, 
nationwide, 
for over 


thirty-seven years. 


NOW, AN EXPANDED 
MATERIALS HANDLING LINE 


In addition to engineered cranes, the 
Conco line now, includes 1-Beam trolleys 
hand chain hoists, clectric hoists, jib 
cranes, hand operated cranes, electric 
cranes, and packaged crane assemblies! 
Distributorships are still open in certain 
high-potential areas. If you are interested 
write us for full details. 


CONCO ENGINEERING WORKS 
Division of H. D. Conkey & Company 
Division Street, Mendota, lilinois 
AFFILIATES 


Conco Engineering Works—Domestic Heating Equipment 
Conce Building Products, inc,—Brick te, Stone 








if it’s stoiniess, we con moke 
> it. We mill, Fn | grind, pa 
slot, thread, stamp and 
bend. We'll i ger of te « quick 
@ blueprint or 


STOCK OR SPECIAL . LOOK 
TO STAR FOR STAINLESS STEEL 
FASTENERS RIGHT OFF THE 
SHELF TO YOU: 


STAINLESS STEEL 
Bolts and Cap Screws 
Socket 


Write, wire, or phone for your 
copy of the new STAR catalog. 


645 Union Bivd., Paterson 2, N. J. + ‘phone: Little Falls 4-2300 
(ED Direct New York Telephone: Wisconsin 7-9041 
MANUFACTURERS’ REPRESENTATIVES: A Few Choice Territories Open. Inquiries Invited. 











got sales problems? 


get the answers in 


industrial Distribution’s 
September Sales Guidelssue 


watch for it! 


QD = Saver the men who Supply industrial Cmerica... 


A McGraw-Hill Publication, 330 WEST 42nd STREET, NEW YORK 36, N. Y 


Walter Dawson 


sentative in Philadelphia 
Ward 
Mr. Dawson was 


Formerly with Leonard 
Electric Co., 
time on the staff of Inpusrriat Dts 
Mr. Royce has had sales 


experience with E. I. du Pont de 


it one 


TRIBUTION, 


Nemours Co. and American Aniline 


Product Co 


Jack Royce 
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Manager Named 
For Triplex Screw 
Frank | 


ippointed 


Sonneman has been 


division manager of 
['riplex Screw Co. by its parent 
ganization, The Murray Corp. of 
(America 

Robert Sheridan, 


years with the 


He succeeds 
retiring after 35 
Murray organization 

Mr. Sonneman has been with 
['riplex 21 years as superintendent 
plant manager, sales and advertis 
ng manager, factory manager and 


issistant divisional manager 





Plomb Tool Co. 
Names Proto Manager 


G. E. Jones has been appointed 
vice-president and manager of 
Plomb Tool Co.'s Proto Tools Divi- 
sion in Jamestown, N. Y. 

Mr. Jones joined the Jamestown 
plant in 1947 as division comptroller 
and has also been assistant manager 
for the past several years. He assumes 
the manufacturing, distribution and 
other management responsibilities 
of Claude Boring, who resigned to 
accept an executive post with an- 
other firm 


Reorganizes Zones 


Proto Tools has consolidated 15 
sales zones in the United States into 
7 regions, each headed by a regional 
sales manager who directs field sales 
activities for the company and its 
subsidiaries 

Marvin S. Bandoli, vice-president 
of sales, marketing and distribution, 
said the new plan was adopted to 
indoctrination, 


improve salesmen 


training and communications; to 
provide more effective control of 
merchandising plans, and to relieve 
salesmen of certain office duties. 
he regions, with their headquar 
ters and sales managers, are 
Western Region, 
H. W. Oecetjen 
Southwestern, Dallas, R. C. Ricke 
Southeastern, Atlanta, Ga., W. H 
Ricke 
Northeastern, New York City, S 
W. Manning 
East Central, 
Schrenker 
North 
Kretchmer 
Midwest, Chicago, J]. H 
vice-president and sales manager of 
the P & C Division 


Angeles, 


Los 


Pittsburgh, J. S 


Central, Detroit, H. F 


Perry, 


Product Manager Named 


Louis Greenfield has been pro 
moted from assistant sales manager 
to product manager of Proto Tools 

With the Proto organization since 
1943, he has been manager of cus- 
He 


will supervise Proto product sales 
in the U.S 


tomer relations for several years 


achivitic 


YES, 


there is an ALL-PURPOSE 
gasket material 


Your customers want one gasket materi- 
al or Cut Gaskets that can be used with 
complete safety wherever gaskets are re- 
quired. The one answer is DURABLA. 

Built-up of a thoroughly digested mix- 
ture of carded asbestos fibre with a small 
amount of special compound, this ma- 
terial is used for sealing of all oils, gases, 
alkalies, acids and hydrocarbons. With 
one material for all services, both you 
and your customer can cut down on in- 
ventory. 

Well known to experienced buyers 
everywhere, DURABLA Sheet packing 
is available in eight gauges. Gaskets are 
supplied in all sizes and shapes, accurate- 
ly machine cut. 

When you handle DURABLA, you in- 
crease sales and reduce your inventory at 
the same time. Send for price list, 
samples and descriptive bulletin. 


DURABLA MANUFACTURING CO. 


114 Liberty Street 
New York 6, N. Y. 
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FIRST CHOICE FOR INDUSTRIAL MAINTENANCE 


Sherman { Stiff Eors. Cannot 
pull together of 


top when tightened 
Eors olso form per- 


HEAVY fect nut tock. 
WROUGHT 2. 


Heavy Shoulder to 


BRASS engoge vise jows, 
“yn clomp to 


ulled tremend - 


HOSE ously toh 
3. 


Tongue runs in 
chonne! holding it 
close to hose ond 
moking a uniform 


<< 4. 
Plioble in band por- . : 
len, oles fone Robert G. Emrick 
ond con be opened 


up, removed and y 
wsed over ogoin. Ettco Tool 


Names President 


' 
Robert G. Emrick, former execu 


Make Hose Last Longer tive vice-president of Ettco Tool 


Co., has been elected president of 

the company succeeding his brother, 
ASK YOUR INDUSTRIAL Melvin H. Emrick, now chairman of 
DISTRIBUTOR OR WRITE the board. 

Both officers have been connected 
with the company for many years, 
and worked as journeyman tool 
makers and tool designers before 


assuming supervisory duties 
McGraw-Hill Mailing Lists Will Help You 


® Merchandise your advertising © Conduct Surveys 
© Get leads for your solesmen 
© Get inquis'«s about your product or service 
® Pin-point gevgraphical or functional groups 
© Sell Direct? © Build up week territories © Aid Decler Relations 


Direct Moll is @ necessary supplement to o well rounded Business Poper Advertising 
Program. 

600,000 ectvel somes of the top buying infivences in oll the fields covered by the 
McGrow-Hill publications moke wp ovr 150 moiling lists. These ore built and mointoined 
primarily fer ovr own use, but they ore avoilable te you for Direct Moll purposes. Pick 
ovt @ list ef YOUR prospect from ovr industrial Direct Mail Cotologve. 

More and more, progressive companies cre wsing Industrie! Direct Mail regulorly os 
on advertising medium. They effectively allecote @ portion of their concentrate on the 
best business publication 

For complete, deteiled informetion about ovr service, fill in the coupon or write for 
your copy of ovr free Business ond Industrial Direct Mail cotologve. 


1 
Reauty Direct Mail Division, McGraw-Hill Publishing Co. Inc. 


330 West 42nd St, MW. Y. 36, MN. Y. 





oe Please forward my free copy of the McGraw-Hill . - 
; “Industrial Direct Mail Catalogue.” Melvin H. Emrick 





Nome 








Compony New Agency Named 


mse 
Mc GRAW-HILL Address lr. F. Washburn Co. has ap 
OIMECT MAIL LIST SERVICE ‘ 
pointed Heinze & Penfound, Chi 


cago, to handle its advertising, mer 

















handising and public relations 


programs 
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Seymour Mfg. Co. 
Names Representative 


The Seymour Mfg. has appointed 
David C. Clem as mill representa 
tive with headquarters in Philadel- 
phia. 

He will cover eastern Pennsyl- 
vania, southern New Jersey and 
Delaware. Mr. Clem was formerly 
with Riverside Metal Co. 


Appoints Philadelphia Firm 

Seymour has appointed General 
Copper & Brass Co. to an exclusive 
distributorship in the greater Phil 
adelphia area, including eastern 
Pennsylvania, southern New Jersey 
and Delaware 





Winston W. Peterson 


North Bros. Mfg. 
Now “Yankee Tools” 

North Bros. Mfg. Co., a division 
of Stanley Tools, has changed its 
name to Yankee Tools, Inc 

The North brothers founded the 
business in 1880 to manufacture a 
spiral ratchet screwdriver invented 
by Zacharias Furbush, of Maine. 
This and other tools have been 
sold under the trade name 
“Yankee.” 

Winston W. Peterson was elected 
a vice-president of Yankee Tools. 
With the Stanley organization since 
1941, he has been chief engineer 
and later plant superintendent of 
North Bros 

Larned S. Whitney, Jr. was 
elected to the board of directors. 


AFFILIATE OF 
GENERAL CERAMICS 
CORPORATION 


agnetic 
mplifiers -INc 
—announces its new 


| VARIABLE 
| SPEED DRIVE 


SIZE ll — 
3/4, and 1-1/2 HP 


SIZE |— 
1/4, 1/3 and 1/2 HP 


Stepless, instant 
starting, compact, 
50:1 speed range, 
good regulation with- 
out tachometer, long 
life, virtually mainte- 





nance free service, low cost, 
fast response, reversibility, dynamic brake, local 
or remote control. Write for Bulletin $S580-5-55. 


WANTED BY Mh) 
REPRESENTATIVES AND 


DISTRIBUTORS FOR OUR 
MAGNE-SPEED LINE 


Liberal commission and discount — write for copy of 
our sales policy and state your other lines carried. 


Magnetic Amplifiers +inc 
Tel. CY press 2-6610 + 632 TINTON AVE., NEW YORK 55, WN. ¥. 
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Super-Sellers 


BECAUSE THEY'RE 


Super-Savers 


SPROUT-WALDRON 


BELT-SAVER 


You make more than steady profits 
with Belt-Saver Pulleys; you also 
make friends — for Belt-Savers 
produce amazing savings. 

The exclusive cone and wing de- 
sign prevents materials from lodg- 
ing between pulley and belt, in- 
creasing belt life from 50% to 
400% in installations conveying 
abrasive materials. As a result, the 
large demand for Belt-Savers is 
continuously growing for appli- 
cations ranging from stone and 
gravel to wood chips and foundry 
sand. 

Tell all the pros in your 
territory how small investments 
in Belt-Savers can produce big 
returns. Contact quarries, found- 
ries, mines, sand and gravel 
plants, contractors, and other busi- 
nesses that transport abrasive 
bulk materials by ota F belts. 
You'll win their good will and 
steady business, too. 

In addition to Belt- 
Savers, Sprout-Waldron 
offers the famous “Blue 
Face” line. It includes a 

wide selection of sturdy, 
cast iron pulleys, in many 
sizes and types, for trans- 
mission and conveyor use. 
Write for free 
bulletins contain- 
ing full informa- 
tion about Sprout- 
Waldron pulleys! 


. Sprout- aldven 
3 &Co.,Inc.,3 Logan 
Street, Muncy, Pa. 

Write for free booklets! 


CAST IRON 
PULLEYS 
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CL vast Preumatic 
and Hydraulic Market 
anda growing Ihend 
‘Toward Clutomation 


MAKE Molded Packings YOUR 
BEST BET FOR PACKING SALES! 


Industrial market surveys reveal two sig 
nificant facts for Industrial Distributors 
1.) there are several million pieces of 
machinery presently using molded pack 
ings—several million replacement sales 
for you. 2.) there is a growing trend to 
ward automation—a growing replace 
ment market for you 

Conclusion: You should be sto king mold 
ed packings for manufacturers who need 
o@ nearby source of supply! 


Here’s What Makes P almetto. 
YOUR BEST BET FOR Molded Packings' 


Palmetto gives you what you need in this 
huge replacement market: 1.) a complete 
line to meet every packing requirement 
2.) a quality line to insure repeot busi 
ness. 3.) the most competitive pocking 
prices available 

Conclusion: You should be stocking Pol 
metto for rapid packing turnover at a 
higher unit profit rote! 

Remember: Palmetto is your best bet 
for bigger profits in Sheet and Self- 
Lubricating Packings, too! 

For details on Palmetto Molded Packings 
mail the coupon oftached. 


Gentlemen: 

Please send detailed literature on all 
Molded Packings in the complete Palmetto 
line. 
Nome 





Company 
Address 
City 


State 


Zone____ 











Shop 
Craf Top- 30% 
A 








Harder 


DISTRIBUTOR’S than : ang 
DESIRE Maple Adjustable Clamp 


Names Representatives 


Adjustable Clamp Co has ap 
pointed Perry & Barr Co., Nashville, 
l'enn., as its representatives for the 


Industrial Workbench Tops Bost for Mow Work 


Benches 
Superior for 
Replacement Tops 


Southeastern territory 
Coleman R. Perry and L. G. Bart 
are the firm’s principals. They will 


30t 50 cover Alabama, Georgia, Florida, 
0 % Mississippi, North and South Caro 
L lina, Tennessee, Virginia and 


Lower Cost ¥ Kentucky. 





Genuine Resinwood ® faces laminated 
te random length weed blocks provide 
solid core construction. 


Sold Only Through Distributors 


You have over 85 years of wood 
working experience behind you IDEAL FOR: 
when you distribute RIMCO Shop- Heavy Industrial 
Top and CrafTop. Only this bench Benches 
top offers your customers so many —— 
exclusive features. For example, Laboratory Tables 
resists acid, alkali, oil, grease; Packing and Shipping 
finish is smooth; splinterproof face. , “— 
Aggressive advertising support — wai 
inquiries drawn from monthly ads Industrie! and 
reaching 250,000 shop readers. Commercial Work 
Write today to: 


L. G. Barr, Jr. 





Handles Southern Area 


ae Be ~ American Brake Shoe Co. has ap 
. = i pointed William J. Grant, former 
RIMCO) dele Gime. ism Tie m fo) ) Mae) 1 manager of Southern sales for its 
i ‘ National Bearing Division, as 
Southern sales manager for railroad 


ROCK ISLAND 2, ILLINOIS 


products 
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NO.33 OF A SERIES 


NEWS, IDEAS AND INFORMATION 
OF INTEREST TO STARRETT DIS- 
TRIBUTORS AND THEIR SALESMEN 


THE L. S. STARRETT COMPANY 


SINCE 


an 


VW 


SALES LEADS 


188O WORLD'S GREATEST TOOLMAKERS 


STRESS “COMPLETE LINE” AND “LESS 
MAINTENANCE” TO SELL NEW STARRETT 
DIAL INDICATORS 


Among the many outstanding fea- 
tures of new Starrett Dial Indica- 
tors, the completeness of the line 
is a potent selling factor. 140 models, 
the world’s most complete line, 
means that customers can fill a// 
their requirements from one de- 
pendable source. There’s no need 
to mix makes; the complete Star- 
rett line fills every requirement with 
standard, nonshock or long range 


models. 


In addition to greater accuracy, 
sensitivity and durability through 


new high precision-low friction 


| 

| | 
design, these new Starrett Dial In- 
dicators require far less mainten- 
ance. Simplified unit construction 
and interchangeable parts mean 
that Starrett indicators stay ac- 


curate and on the job with less up- 


keep. 





BUILDING BOOM SPURS 
SALES OF STARRETT 
TRANSITS AND LEVELS 
Builders, contractors, masons and 
landscapers are riding high on the 
building boom. They all need a 


practical, low-cost instrument for 


jobs like laying out building lots, 
locating foundation walls and batter 
boards, lining up concrete forms, 


laying out drainage systems, etc. 


Starrett transits and levels are ideal 
for such rugged jobs in place of 
high-priced instruments. Simple, 
accurate, low in cost, they can be 


used without engineering training. 


To boost your sales, feature Star- 
rett Transits and Levels in your ad- 
vertising and displays. And don't 
forget to tie in sales of Starrett 


Steel Tapes. 








MECHANICS HAND MEASURING TOOLS AnD 
PRECISION INSTRUMENTS - DIAL INDICATORS 
STEEL TAPES - PRECISION GROUND Mal STOCK 
HACKSAWS, BAND SAWS end SAND KNIVES 


ATHOL, MASS U.S.A 


STARRETT PRECISION Toots —————— 


Starrett 


~ Steet Tapes - py 
Flat Stockh - ~~ Buy the p your Dutooennt 


“WHERE TH new — 


TARRETT HACK AND BAND SAWS 


ine mood ot SSPOPPOTT 
types, hand and 


sues 
Bano SAWS ~ for cutting metal, wood, plas- 
tics - in coils of cut to and welded. BAND 
KNIVES - for cutting soft of fibrous materials - « « 
Buy through your Distributor. 


Mechanics’ Hang 
Measuring Tools 
2nd Precision 
Jrstruments - Dial 


“WHERE TO BUY THEM” 


DOE JOHN SUPPLY CO 


123 Mein... SH erwin 1-0000 








CLASSIFIED PHONE BOOK 
LISTINGS BOOST SALES 
OF TOOLS AND SAWS 


When your Telephone Company 
representative calls, tell him you 
want your name listed under the 
Starrett trade mark headings. These 
headings appear under ‘“TOOLS” 
and under “SAWS” in directories 
serving the larger industrial cen- 
ters. You pay only for your listing 
— a small charge added to your 
monthly phone Dill. It's an effec- 
tive, low-cost way to let the world 
know you stock and sell Starrett 
tools and saws. 








HA) WRIGHT Safeway Hand Hoists 


Complete Line of 11 Sizes and Capacities to 25 Tons 


products 


SPECIFICATIONS 





Ton Capacity 





Minimum Distonce 
between hooks 





Stendard Lift 

















Net Weight Lbs 


SAFEWAY HOIST 
Ya TO 4 TONS 





SPECIFICATIONS 





Ton Capacity 





Minimum Distence 
between hooks 





Stenderd Lift 











Net Weight Lbs 








ta? 40-44) 
. os; 





SAFEWAY HOIST 
5 TO 10 TONS 


_—_*_* 
_>~ 





SPECIFICATIONS 


SPECIFICATIONS 





Ten Capacity 20 4 25 





Minimum Distence 
between hooks 





Stendard Lift 


Net Weight Lbs 








SAFEWAY HOIST 
12 TO 16 TONS 


SAFEWAY HOIST 
20 TO 25 TONS 








Ton Capacity 12 





Minimum Distence 
between hooks 





Stenderd Lift 











Net Weight Lbs. 


e@ When you stock wricut All the vulnerable parts of WRIGHT 


Safeway Hand Hoists you are ready 
to meet every customer require- 
ment. These sturdy, easy-running 
hoists come in eleven sizes and ca- 
pacities to cover the widest possible 
range of lifting applications. 


WRIGHT Safeway Hoists, now 
completely redesigned, retain their 
simplicity of construction but the 
use of improved materials assures 
the user a hoist with a much longer, 
trouble-free life. 


Safeway Hoists are enclosed in high 
grade steel housings. This sealed 
construction makes them ideal for 





use in dusty atmospheres, as in 
cement mills and foundries; cold or 
wet exposures, or high temperatures 
in heat treating rooms. 


No expense has been spared to make the 
WRIGHT Safeway Line the best hand hoists you can sell. 
Let us send you Catalog DH-164B. Write our York, Pa., 


office today 


co 


Wright Hoist Division 
AMERICAN CHAIN & CABLE 


for 
Better 





) York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 


Value 


Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn. 





